


How to Put American Hardware into England, Page 47. 


nardware 


TWO DOLLARS A YEAR JULY 3SOTH, 1914 
TEN CENTS THE COPY VOLUME 94: NUMBER 5 


SHAPLEIGH HARDWARE CoO. 
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GOOD SERVICE AUTO TUBES 
FULLY GUARANTEED 


TH gE HA ND a Bi Wil 
GOOD SERVICE RED—The best Tube manu- 
7. Nl oe factured. Made of the Finest Pure Gum; Full 
IIR ESS oar Floating Stock; Guaranteed Test to Inflate Five 
Times its Normal Size; Made Full Size to Fit Each 


MILF Gi Cy Size Casing. 
f/ LEA GIL Py Each Tube is placed in a dirt, oil and grease 
pss! f proof enameled duck bag and then in an individual 

carton. 
GOOD SERVICE GRAY—Compounded of Pure 
Up River Fine Para Stock. They are Strong, Tough 
and Pliable. Thousands now in use giving perfect 
satisfaction. 
Each Tube is packed in a draw top dust proof cloth 
bag, then in an individual carton. 


WRITE US OR SEE OUR SALESMAN. 


Table of Contents, Page 45 Index to Advertisers, Page 113 
Situation and Help Wanted and Business Opportunities, Pages 98 and 99 
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“The | ontinental’ § 


UR LATEST PATTERN. A departure from anything hitherto made 
in Silver Plate. The same high grade as other patterns in 


- 1847 ROGERS BROS. 


“ Siloer Plate that W ears” 


= Noteworthy for simplicity and historical suggestion. 
Will a the popularity of the “Old Colony ” 


: and ‘ Cromwell ” patterns. 


BRIGHT, GREY TRIMMED 
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Pee West 34th Street 
~NEW YORK 
5 North Wabash Avenue - 
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NOTE THE SUPERIOR POIN1S 
OF THE NEW 


“Universal” Butter Churn 


and Cream Whip 


— 
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With Glass Jar and Table Clamp 





Point No. 1.—The “Universal” Churns with their straight line gear drive are designed to give the great- 
est amount of churning efficiency with the least turning and in the least time. In order to do this the 
mechanism has been reduced to a degree of simplicity never before attained in geared churns. 
Point No. 2.—The gears are horizontal and located in a compartment by themselves between two covers, 
thus avoiding the danger of injury to fingers or sleeve while at the same time keeping them away from 
the cream. This construction allows the covers to fit evenly on the rubber washer and be securely fast- 
ened to the top of the glass jar by means of the strong side clamping bolts. 
Point No. 3.—Attention is called to the superior method of fastening the churns to the table. The clamp 
is large and strong, holding the churn absolutely rigid and doing away with the old method of holding 
the top with one hand while turning with the other. 
Point No. 4.—One glance through the glass jar will convince any one familiar with churning of butter 
or whipped cream, of the advantage of the UNIVERSAL Method of churning. The churning surface 
of the paddle in connection with the double stationary resistance rods on both sides and bottom, permits 
a maximum churning capacity. These rods are attached to the inside cover and are removed at the same 
time as the paddles for cleaning. This construction allows the inside of the glass jar to be perfectly 
smooth and plain, making it easy to clean. 
Point No. 5.—With a low temperature of cream, the “UNIVERSAL” CHURN is unexcelled as a cream 
whip. 

Quantities given below are Actual churning capacities. 


No. 15 No. 25 No. 35 No. 45 
1% Full Pints 3 Full Pints 4 Full Pints 5 Full Pints 


Price to Consumer—$1.50 2.00 2.50 3.00 
If you have not received our New Catalogue No. 48 write for one at once 


Landers, Frary & Clark 


NEW BRITAIN, CONN., U. S. A. {UNIVERSAL} 











{UNIVERSAL} 
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Sell ‘This Wrench 
For Many Uses 


Sell it to Engineers. They will find “COES” 
Key-Model Wrench the finest engine room tool 
they ever used. Nothing like it for removing 
and tightening large engine bed nuts. It takes 
the place and does the work of many different 
sizes of “‘set’’ wrenches. 

Sell it to Boiler Repair Men and to those who 
want a sure remover of corroded valve bonnets. 
Most of the damage to valves in re-seating is 
avoided and the valves saved through its use. 
Its use also saves piping, heavy unions, large 
nuts and screwed joints from the usual injuries 
incurred when some wrenches are used. 

Sell it to Car Barns, Car Shops, and Mine Re- 
pair Shops. They'll all find it a big time-saver, 
because of its quick adjustment, positive grip 
and dead-sure lock. 

Sell it to Coal and Iron Roads. Many have 
already adopted the 36 inch size for regular 
service. The key cannot come off, and the 
two positions for jaw straps permit using it in 
close quarters and tight places without difh- 
culty. 

Sell it for a wide range of other uses and don’t 
be afraid to warrant it. We subject every 
wrench to 16 rigid factory inspections. Four 
sizes: 28”, 36”, 48” and 7/2”. Weights 19, 28, 
62 and 165 pounds. 

Tell your Jobber you want ““COES” Key- 
Model Wrench—no other will do. 


Coes Wrench Co. 


Established 1841 in 


Worcester, Mass. 


Agent iJ C. McCarty & Co., 29 Murray St., New York 
gens’ Tohn H. Graham & Co., 113 Chambers St., New York 
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Brown & Sharpe 
Micrometer Calipers 


Silt MUUIALNONUAAOVODAANOOOUEULUAAOOOOUASOREGALONUCUGANUOSOOOUCSOUQUCUSOOG4SS00040200E400¢0000000H0E0SHERUAOOEEASEOOAHEEOOAUEEUAGUEUAASUEUAAOOOOGOOUOGAEUA AGUAS AAPA GU ALESHA 














HE kind you 


should carry 

instock. Mechanics 

know they can be 

relied upon for accuracy. They know 

the quality of material and workman- 

ship is of the best, and that they are 

designed by practical workmen to 

meet the requirements of the work 
for which they are intended. 


The Brown & Sharpe line includes over 200 
styles, among which are calipers for the machin- 
ist, electrician, printer, paper manufacturer, sheet 
metal worker and many others who constantly 
use these tools, and will use no others because 
of their precision, handiness and durability. 


Write Us For Further Information 
Remember— We Protect the Dealer 
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Brown & Sharpe Manufacturing Company 
Providence, Rhode Island 
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Exactly Meets 





A Great Consumer N eed 


There has always been a need for making the burning 
of rubbish safe as well as thorough and sanitary. You can 
satisfy this need with the 








Rubbish 
Burner 

















It is made of moderately heavy gauge steel with per- 


forations only 9/32 of an inch diameter—so small that no 
piece of burning material can escape. The draught is not 
affected and complete incineration of the rubbish is readily 
accomplished at all times. 


Endorsed by leading Fire Insurance Companies. 


Order soon—get the full particulars from us at once. 


Write now. 


Clinton Wire Cloth Company 


CLINTON, MASS. 
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It’s a good, old 
vehicle and it does 
not break down. 
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DUTCH BOY. LINSEED OIL 


is packed especialy for use with DUTCH BOY WHITE 
LEAD and DUTCH BOY RED LEAD-IN-OIL (paste 
red lead that stays soft like white lead and should be used 
wherever metal is used; also to prime difficult wood jobs). 
DUTCH BOY LINSEED OIL (raw, boiled and refined) 
comes in one and five-gallon sealed cans, bearing the fa- 
mous DUTCH BOY mark of purity. The cans are 


packed one five or six ones to a wooden case. 


NATIONAL LEAD COMPANY 


New York Boston Buffalo Cincinnati 
Chicago Cleveland St. Louis San Francisco 


(John T. Lewis & Bros. Co., Philadelphia) 
(National Lead & Oil Co., Pittsburgh) 
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At List Averages only 233 cts. 
a Wrench 


A Every Motorist and Garage Owner can afford to have the 
SON P Mossberg Complete-est Socket Wrench Set at this price. SON 


It can be used for every sort of work and is really a wonderful 
box of tools. 


The set consists of a clever reversible handle, 37 Hexagon, 
Square and Spark Plug Sockets, a full set of offset-open ends, a 
universal joint, 3 screw driver bits, a Gripall pipe wrench, an exten- 
sion tube, a cotter pin tool, in all 51 wrenches and 55 openings. 


When bought complete this way, it represents a big saving, not 
only on first cost, but later in saving much time and annoyance by 
having the right tool at the right time. . 


Display this Mossberg Complete-est Set in your window and you 
will find you won't have to do much talking to sell it. Its usefulness 
is plainly evident. Get our trade prices at once. ‘These extra 
profits are worth having.” 


Frank Mossberg Co. : Attleboro, Mass. 
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Cyclops Nail Puller 


RETAILS FOR $1.00 

















‘* THIRTY NAILS TO THE MINUTE ”’ 


The Cyclops does Absolutely the Quickest 
and Cleanest Work with the Least Effort 





CREDITS | DEBITS Manufactured by 








Saves Time Union Hardware Company 
Labor Only $1.00 Torrington, Conn., U. S. A. 


Lumber 
= Nails New York Office: 99 Chambers St. 
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RESTAURANT EQUIPMENT 


RING KETTLES 


EXTRA SMALL LADLES 





Individual Egg Pans, Oval Pans, Chicken Dishes, Bean and 
Custard Bowls, Tea Pots and other items are shown in our new 


Catalog No. 50. Ask us for it. 


The Vollrath Co. 


New York SHEBOYGAN, VVIS. Chicago 























Have You a Bathroom 


in your house is a foolish question in 
this country. In some of the foreign 
countries the people are not so fortunate. 
As we are much ahead of other nations 
in this respect, so is the modern bath- 
room, equipped with sanitary fixtures, 
ahead of that of earlier generations. 
While vou wouldn’t believe us if we said 
that 


The American Ring Company’ s 


Line of Bathroom Fixtures 


is the best made, we say that the only way to 
prove it is to try a sample order and compare it 
in quality, construction, finish and price with 
other lines. ) 


American Ring Co. 


WATERBURY, CONN., U. S. A. 


I os bel eee Oe wake Room 301, 170 Summer Street 
ey ee. Gh cn wc ceecndicnees 116 New Montgomery Street 
Chicago, Ill..........................-508 Heyworth Building 
Re OG, Wee Bd pK cdck cs Cccse@odtesbuiads 1 and 2 Hudson Street 
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You Will:‘His Get Quarter 


The man who runs a lawn mower doesn’t hesitate to pay 25c. for the handy, practical Osborn 
Lawn Mower Sharpener. When he sees it—four-sided file, good-grip handle, labor-saving, 
money-saving and cheap—he’s sold. And the counter-display box shows it to him. 


It sharpens the blade sharp and the process is easy, re- 
quiring little time and little effort. It is a satisfactory 
article, which pays you a liberal profit. You are 
always willing to display and push a money- 
maker—here’s a moncy-maker. 


Keep your stock up. Keep 
the display boxes prominent. 














THE OSBORN MANUFACTURING COMPANY — BRUSHES, BROOMS, MouLDING- 


MACHINES, FOUNDRY SUPPLIES 
D FRANCISCO NEW YORK CITY : 4 
set Meee tis te dea tanee «UAH Ms Conk CiTY AND’ HARDWARE SPECIALTIES ~ 




















Sleeth 
Steel 
Flexible 
Mats 


Four-Fold 
at the 





Joints 


Sleeth Mats are made of best galvanized material, in any and all shapes and 
sizes for every requirement. 

They form perfect scrapers, and can be reversed after long service—making 
two mats in one. : 

Flexibility of construction—the ability to conform to uneven spots—is attained 
at no loss of strength, by means of our four-fold construction at the joints. 

They are sure sellers wherever the old-fashioned germ-harboring jute, brush 
or rubber mat is in general use. 

Get full information—it will pay you. 


SLEETH MFG. CO. _ Belleville, N. J. 
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A NEW “UNIVERSAL” CASTER 


The “Universal-No-Tilt’’ Ball-Bearing Adjustable Caster 


HE Universal “No-Tilt” caster is sensi- 
tive to the slightest touch, and re- 
sponds on the flash without hitch, or 

sound, or scratch. 
It 1s self-adjusting—over uneven floors, no matter how rough 


or irregular the floor—the Universal “No-Tilt” always keeps 
the furniture level. 


The Universal “No-Tilt” caster is dust-proof. The working 
parts and hardened balls are carefully enclosed in a steel cap, 
preventing dust or other obstructions from clogging the 
bearings. 


Made in six distinct sizes and can be furnished with 
any “‘Universal’’ wheel. 


You should see this new caster. Every live, keen man should 
see it. It is a revelation of how a caster can combine beauty, 
strength and utility. 


Ask us for sample No. 746x43. H. A. 


MANUFACTURED EXCLUSIVELY BY 





Versa & FC wy Co; 
29 West 42na street 
(Aeolian Bid@ 

New York 








Corbin Mail Boxes 


se The most reliable and 
arisaaetaniSs attractive Boxes made 
for Homes, Apartment 


Houses, Office Build- 
ings and Rural Delivery 





Send for Catalogue No. 23 


Showing several different 
styles and a large variety 








Seninte seaaideiaise of finishes iit ties 
CORBIN CABINET LOCK CO. 
CORBIN THE AMERICAN HARDWARE CORPORATION, Successor. 
NEW BRITAIN, CONN., U.S. A. 
NEW YORK CHICAGO PHILADELPHIA 


Camden Buildings, 418 George St., Sydney, Australia. 





Australian Representative: W. Hermon Slade & Co., 
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ESSENTIAL 


The one essential thing in a 
range is its Baking Qualities. 
Always remember that, and do 
not allow useless “‘advantages’’ 
to blind your customer to this 
most important thing. 


The Model Quality Range 


combines unexcelled baking 
qualities with every range con- 
venience known to the trade. 
The hot-blast fire-box, correct 
proportion, and general good 
workmanship combine to make 


The Model “‘Quality’’ Range the 


one range for you. 





May we submit proof? 


QUALITY STOVE & 
RANGE CO. 
Belleville, Illinois 





















16 Riversides 
Sold in One Day 


by one live dealer 


A pretty good record con- 
sidering that each and 
every one brought the 
regular price and no 
premiums of any kind 
were thrown in, and 
what’s more, they were 
sold at a gross profit of 
50% to the dealer. 


The above range and all the 
other Riverside Specialties are 
illustrated and fully described 
in our 1914-15 catalog which 


is just off the press. 


Send for your copy to-day! ‘Do 
it now! 


Rock Island Stove Co. 


Rock Island, Illinois 
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BOWMAN 
UALITY 


Cut Glass 


is making friends for many hard- 
ware stores. It is being bought 
by discriminating women—and 
men, too—for gifts of special 
value. They are finding it an 
ideal present for bridge and 
euchre prizes, for birthdays and 
for brides. 

It is often bought in preference 
to all other things when it is seen 
and _ handled. Its diamond-like 


brilliancy makes its potent appeal to 
both men and women. 





Bowman Cut Glass on your show 
cases and in your windows makes an 
entreaty that is seldom resisted. It 
attracts. If the customers do not 
buy then, they will later. It sells 
itself and as well, other articles. 


Nes Aan SSE EN TR ELT ge 


Write for our catalogues and 
proposition today. Your business 
will benefit. 


Geo. H. Bowman Co. 
Cleveland, Ohio 
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“1900” 


Sell Themselves 


\VWhen you show your customer the 
great advantages in the “‘1900” Washer 
the sale is closed. After a practical dem- 
onstration the customer becomes so 
enthusiastic she tells her neighbor all 
about her new Find. How it saves 
energy, time and money. How she now 
looks forward to the old-time Monday 
morning drudgery with pleasure instead 
of dread. 

We want you to sell our ‘“‘1g00” 
Washers, Mr. Dealer. You will have our 
assistance in advertising and selling our 
product. 

Our wonderful growth proves that the 
“1900” Washers are superior to all 
others ; therefore, easy to sell. We have 
a particularly interesting proposition to 
offer. Write for full information. 


The Nineteen Hundred Washer Co. 


BINGHAMTON, N. Y. 
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° 20 Gauge 
Ma Li hi) Hammerless Pump Gun 


Shooters will buy this gun in preference to any other Standard Grade A gun has 25-inch matted barrel; 

“20” because: 5 shots; weighs about 5% lbs. Retail, $24.00. 

They prefer a “pump gun”—and this is a beauty! Like the 12 and 16-gauge Marlin hammerless, the 

They like its handsomely matted barrel—costs extra pew 20-gauge has solid top, side ejection; matted bar- 
on any other standard grade pump gun! rel; take-down construction; and the solid-steel-breech 

They want to use 2%-inch shells—as well as 2/.— and safety features that make it the safest breech- 
and this gun will do it! loading gun built. 

The optional 28-inch barrel—will sell this gun to many 





a 


I NNT eRe ES 


Loree 


who would not buy the standard 25-inch. Order » sample today! Show your customers the 
This neat little, sweet little pump gun will delight the — a agente gp Ome extra 
true sportsman by its clean simplicity and surprising [| iy ee ieee eee re, OD ee ee ee Sage 
efficiency as a game-getter. It’s a perfect gun for snipe, wo P Bea shells, allowing good stiff loads for duck 
quail, partridge, woodcock, squirrels, rabbits, etc. rsa ies ttt — 28-inch barrel, if ees 
It handles fast and with wonderful precision—and nt a & ae cea ae ee. ee ee 
has ample range and power—and the light weight of a 
gun and shells eliminates fatigue and adds zest to the Did you receive your circulars, trade price list and 
counter sign? If not, write us today! 


Soeieenenrecnee aa 


ne 


sport. 


Vie Bbactin bereavims Co. 89 Willow Street, New Haven, Conn. 














MYERS POWER PUMPS 


A Practical Line of Water Lifters for Operation by Gasoline Engines, Motors or Other Power 


A few years ago it was considered an expensive proposition to install a power water plant. True, there 
were many such systems in use, but they were found mainly in the larger establishments and factories where 
it was not necessary to set up an independent power plant to operate the pump. 

But—conditions and methods have changed. Water can now be had wherever and whenever wanted, and 
in any quantity, by installing a MYERS POWER PUMP. An electric motor or gasoline engine will 
furnish an economical and reliable motive power, and a Myers Power Pump (size and style according to 
your customer’s requirements, operated largely by this power) will pump the water from either shallow or 
deep wells and force it the distance or height desired. 

Myers Power Pumps are watering stock on the ranch, irrigating and draining farms, furnishing in- 
dependent water supplies for country and suburban homes, and are used extensively in greenhouses, hotels. 
factories, laundries, etc. Wherever there is more water required than can be furnished by the ordinary hand 
or windmill pump, there is a MYERS POWER PUMP for the purpose. 

Many styles. Many sizes. Different capacities. Different motive powers. Write us about them if you 
are interested in a modern water supply. ; 


F. E. MYERS & BRO., Ashland, Ohio 


ASHLAND PUMP and 
HAY TOOL WORKS 
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The Boss, having twenty minutes before 
closing time, was laboriously writing next 
week’s ad. He had got as far as the word 
“Specials” and was trying to figure what 
the specials were, when Sandy approached 
diffidently with a paper in his hand. 


“Been working out an idea for an ad, 
Boss,” he remarked casually. “Trade’s been 
dull today, so I put in the time fooling on 
this.” 


The Boss seized the paper gladly, but 
his face fell when he glanced at it. “That’s 
a fine looking ad, Sandy,” he said. “Very 
timely, too. I hadn’t thought of bicycles. 
But it calls for several cuts and we can’t 
afford to make drawings and cuts for one 


ad 99 


will give them to us and as many more as 
we want. I can get a letter off tonight and 
have the cuts by Saturday.” 

The Boss looked at Sandy thoughtfully. 
“Say, look here, Sandy,” he said. “I am 
probably the worst ad writer in the hard- 
ware business, whereas that kind of work 
seems to interest you. Now why don’t you 
call yourself advertising manager and take 
the work off my hands entirely?” 

“Thanks, Boss, I'll be glad to do that,” 
said Sandy enthusiastically. “T’ll fit up the 
back room with shelves and that old desk 
under the basement stairs. Then I'll write 
to manufacturers for all the circulars, cata- 
logs, posters, window cards and electros 
they’ll stand for, and believe me, I'll have 
some little advertising department.” 














“Oh, that’s all right,” said Sandy. “The “Go to it, Sandy. I like your spirit,” said 
cuts won’t cost anything. Iver Johnson the Boss. 


IVER JOHNSON’S ARMS & CYCLE WORKS, FITCHBURG, MASS. 














“What an Improvement, I'll Try a Pair! 


Hand your prospective customer a pair of our New 
Union Quick Adjusting Calipers and let him see for him- 
self how quickly and easily they are adjusted. 

The adjustment is not only the quickest possible, but 
very practical. You simply raise the bar; the screw takes 
up the distance between the notches. No nuts and screws 
to drag back and forth against each other and wear out 
the threads. 








Mention also the Oval Legs which give 
greatest strength, without additional 
weight. The extra stiffness, perfect 
balance and lightness of these newly de- 
signed Calipers will impress him. Next 
emphasize the Transfer Feature, which 
is both simple and positive. Take accu- 
rate size; note notch; lift bar; remove 
caliper; replace bar on same notch. No 
chance for mistakes. Your custo ver will 
exclaim: “What an improvement, I'll try 
a pair!” 

Our Tools are worth handling. Our 
prices are very reasonable. Send for our 
latest Catalog. 


Union Caliper Co. 


Orange, Mass. 
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CAMBRIA 


WOoVEN WIRE FENCING 


CAMBRIA STEEL COMPANY 
General Offices and Works, JOHNSTOWN, PENNSYLVANIA 


DISTRICT SALES OFFICES : 


ATLANTA NEW YORK 
BOSTON PHILADELPHIA 
CHICAGO PITTSBURGH 
CINCINNATI ST. LOUIS 
CLEVELAND SAN FRANCISCO 
DETROIT TACOMA 
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More Business at Little Expense 


by selling “Ludlow” Rose Arbors, Clematis Trellises, or Cellar 
Window Guards direct from our catalogue. Suggest them to your 
customers, then talk a little and you'll order. We'll take good care 
of the order and ship it promptly. 


These garden decorations are good, clean  business-building 
materials and they assure profits that are worth while. Many dealers 


have taken our little hint, as orders are coming in satisfactory LUDLOW-SAYLOR 
quantities right along. WIRE COMPANY 


You can have this extra, profitable business with little effort. It 
won't cost anything to try. Write for full information today. ST. LOUIS MO. 




















14 


July 30, 1914 





CYCLONE Sanitary Fence and Gates meet 
the popular demand for neater, more sanitary 
conditions in cities, towns and country districts. 


CYCLONE Sanitary Fence and Gates sell 
readily, please and satisfy your customers so 
that they come back to you again. 


YOU OWE IT TO YOUR BUSINESS 
to specialize on CYCLONE Fence and Gates 
and make your store the leader, the one that 
forges ahead of others. 


As a shrewd business man you know the 
great advantage to you of having the high- 





HARDWARE AGE 


HIGH QUALITY MAKES 
CYCLONE Eences 3 Gates 
°5 WAUKEGAN, ILLINOIS» 
Urest sellel 





CYCLONE line of fencing and gates to offer 
your trade. 


Original designs, even picket tops, uniform 
spacing, deep crimped pickets, treble reverse 
twist, extra sharp bottom crimp—these are char- 
acteristics which distinguish WAUKEGAN- 
CYCLONE sanitary fence from others. They 
make for strength, beauty and durability. 


Take advantage of our offer to put on a sell- 
ing campaign in your vicinity that will get the 
fence and gate business coming to you. 


Write for illustrated catalog and our liberal 
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quality, mnationally-advertised WAUKEGAN-. terms to dealers. 


CYCLONE FENCE CO., Waukegan, IIL. 






ATE RAISED To ALLOW @ 
SMALL STOCK TO PASS UNDER, 

















Excelsior 
| Rust 
Proof 


Fences, Trellises, 
Flower Guards, 
Tree Guards and Arches 











are selling faster this year than ever. The early Spring brings a big 
business to the dealer who has these goods in stock. Our advertising 
will send the buyers to your store. Is your stock ready? Send for 


our prices and show card in five colors. 


WRIGHT WIRE CO. 


Boston New York Philadelphia 


Worcester, Mass. 


Chicago San Francisco 
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Bishops“Greyhound’ 


That name sells Saws—don’'t forget that. The quality of the steel 
used in this saw and the workmanship are superior to that found in any 
other make. 


And when it comes right down to speed and easy-cutting, the 
“Greyhound” will win out every time. 


We are sure the “Greyhound” will suit the most expert saw users 
in your town. We authorize you to Guarantee every Bishop's 
“Greyhound” as follows: To cut faster and run easier in all kinds of 
wood and hold its sharpness and set longer than any other saw. 








If a 30 days’ trial does not prove our Guarantee, we will refund 
the money to you on every unsatisfactory saw sold to your customers. 


Made in both Straight and Skew Back in all stand- 
ard lengths from 18 to 30 inches. Send for New Catalog 
and Trade-prices. 


Geo. H. Bishop & Co. 


SPEEDS 




















TRADE MARK. Lawrenceburg, Ind. 

















Ever Try the Farmer on [his? 


If he mashes or batters up a bolt thread while 
changing his wagon bed, or adjusting his 
reaper, one of these dies will clean and 
straighten the thread in a “jiffy.” Just turn 
it on with a monkey wrench. Don't need to 
take the bolt out of its place. Saves many a Henaipital ip auanile hab'din 


trip to the blacksmith shop at a time when Little Grant 


time is money to the farmer. Factory 


All Sizes All Thread Standards Stock Up Now 


Wells Brothers Company 
Division 
Greenfield Tap and Die Corporation 
GREENFIELD, MASS. 


New York Chicago London 
107 Lafayette St. 13 So. Clinton St. 149 Queen Victoria St. Galt, Ontario 
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MACHINE 
SCREWS 


Stove Bolts 


Rivets and Burrs 








Wood Screws 
Tire Bolts 


Largest Stock and Greatest Assortment. 





American Screw Co. 
PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, IMinois. 
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J.H. Williams 
& Co. 


57 Richards St. 
Brooklyn, 32c So. Clinton St. 
N. Y. City Chicago, Ill. 





INDUCE YOUR CUSTOMERS TO START RIGHT AND 
YOU WILL WIND UP SAFELY—SECURE LASTING TRADE 


Without extra cost the ‘“VULCAN”’ Safety Lathe Dogs incorporate the 

means for the extreme of precautionary measures in tools of this class ; 

in fact a job cannot be started unless their safety feature IS fixed. In any 

way that you may look at the proposition Williams’ ‘“‘VULCAN”’ Safety Lathe 
Dogs will measure up to your choice—-law or no law; demand for service 


or price. - - = = «= SEND FOR DEPENDABLE TOOLS CAT. 


Vulean Clamp Dog 


The nuts with the knurled- 
head screws furnish means 
enabling use of minimum 
screw-projection — danger 
to operator thus reduced 
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PITTSBURGH 
In Red on a bundle of Galvanized Sheets signifies: Ca KEYSTORE gat™ 














A strong, pliable, easy working sheet with a perfect 
coating. A sheet that has a proper amalgamation 
between the coating and the base of Copper Bear- 
ing Steel. A Sheet unequaled for long life, satis- 
factory service and efficient protection. 


Shall we send our booklet— 
“Copper in Steel—the Influence on Corrosion?” 


American Sheet aa Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 


Sh «= DISTRICT SALES OFPICES: oo 


| Chicago Cincinnati _ Denver Detroit New Orleans New York Philadelphia Pittnsburgh St. Louis 
i] Export Revresentatives: UNitTEep States STEEL Propucts Company, New York City. 
Pacific Coast Representatives: Unitep States STEEL Propucts Company, San Francisco, Los Angeles, Portland, Seattle 
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WHEELING CORRUGATING COMPANY 


Fire Shovels Fry Pans Spiders Griddles 





WHEELING XXX 
DOUBLE HANDLE =” 





wa 
Full Range na a — 6 ~ beg ce in. 
. . . ; : Polished and Gun Metal Finishes. Seamless, 
_ * cow - : a Cg Kinds, Eleven (11) Sizes a Handles, Smooth Edges and Nicely Fin- 
; ; ; ; ished. 
Ranging from 4% x 7 x I5 in. to6 x 9 x 25% in. Fry Pans Spiders Griddles 
Made from Cold Rolled Steel Sheets and Japanned 9 Sizes 2 Sizes 1 Size 
or Galvanized after forming. Well Made Serviceable Inexpensive 


Assortments in gross or dozen lots will be assembled to suit requirements. 
Send memorandum of your wants to nearest office. 
Prices are right and the goods are ready to go. 


WHEELING CORRUGATING COMPANY, Waezuive W.Va. 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 


Sales Offices :—Dallas, Detroit, Los Angeles, Portland, Salt Lake City, San Francisco, Seattle. 
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Metal 
Shingles 


An attractive tile effect in heavy 
gauge metal—an ornamental, 
serviceable roofing material 
for residences, bungalows, 
churches, schools, garages, etc. 


Write for our catalog of hand- 
some colored designs. 


The Berger Mfg. Co. 
Canton, Ohio 


For the best service address 
nearest branch 








New York Philadelphia Boston 
St. Louis Minneapolis San Franciscq \ 
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ITS NO SECRET! 


There is no secret process in 
making better galvanized 
Sheets or Roofing's if they are 


made ot 


Portsmouth Iron 


‘‘Like a Stone Wall to Rust and Corrosion.”’ 


Just remember that the extraordinary 
results are the achievements of years 
of experimenting, yet no longer experi- 

ments. Care in selecting the basic raw 
materials; adherence to _ established 
methods and only expert supervision of 
every step in manufacture. Behind 
which is an independent organization 
building business for the future and not 
merely for today. 


Interested in tying up to such a splendid 
proposition? Wirite. 


Fortsmouth Steel Co. 


General ffces8WorksBrtsmadth OFseculveOficeeWheeling Wa 
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A live campaign on 


INLAND 


open hearth 


Steel Roofing and Siding 
will win handsomely 


Go out after the farmers first, if 
you arein a farming community. 
They are prosperous and they need 
the fire protection that metal roof- 
ing and siding give. 


Show them how to build implement 
sheds and how soon such sheds will pay 
for themselves. Go over their present 
buildings and show them where repairs 
are needed. 


You'll not only book a fine lot of Roof- 
ing and Siding business, but will pick up 
orders for hardware, tools, etc. 

Then canvass your own town especially 
within the “fireproof” limit within which 
no wooden structures are permitted. 

You'll soon make up a CARLOT 


ORDER for direct shipment from our 
mill—at a comfortable saving in cost. 


Let us explain how we can help you. 





Inland Steel Company 


First National Bank Building, Chicago 
Works, Indiana Harbor, Indiana 
BRANCH OFFICES 
ST. PAUL, — Bldg. DENVER, 1618 Stout St. 


ST. LOUIS, Nat’l Bank of Commerce Bldg. 
DALLAS, Praetorian Bldg. MILWAUKEE, Majestic Bldg. 
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When your customer wants something special in the 
nail or rivet line, don’t turn him down, even if it’s only 
a small quantity. Help him—he won’t forget it. 
Making to order is our business and we do it quick. 

Special Wire Nails—made from Brass, Copper, Ger- 
man Silver, Aluminum, Lead, etc. Small Wire Nails 
for automatic nailing machines. 

Rivets—made from Brass, Copper, German Silver, 
Aluminum, Lead, etc., 34” diameter and smaller. 

Escutcheon Pins— we carry the largest stock in 
America, in Brass and Iron. Made to order in other 
metals. 

If you want our best prices, state sizes and quantity 
of each. 


Jo hn Hassall, Incorporated 


Clay and Oakland Sts., BROOKLYN, N. Y. 
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Forstner Bits 





packed in sets. 








They bore their way right through tough, hard, knotty, 
cross-grained wood and leave a smooth hole and a clean surface. 
That’s performance. They differ from all other bits being 
guided by the rim, instead of the center. That's scientific con- 
struction. They bore any arc of a circle and can be guided 
in any direction. That's adaptability. 

Made for Brace—made for Machine. Packed singly— 


Workers, Carpenters, Cabinet Makers and others. That's 
why you should sell them. 
Order through your Jobber to-day. 


That's convenience. And they sell to Wood 


THE PROGRESSIVE 


MANUFACTURING CO. 
Torrington, Conn., U. S. A. 
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“FRANCO” A Flashlight of Quality “FRANCO” 


Write for Illustrated Catalog 









Manufactured by 


506 So. 5th Avenue Interstate Electric Novelty Co. 111 New Montgomery Street 
Chicago, Ill. 29-31 Park Place, New York San Francisco, Cal. 








ee 


The Winans 
Clothes Line Tightener 


Saves the Clothes and Line 








MORCAN 
“ECLIPSE. 











Pulleys 


A GOOD 
SELLING 
PROPOSITION 


MoRCAN SPRING Co, 


No.1 Bono ST. 


WorcESTER, MAss. U.S.A. 
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Winans Machine Co., Binghamton. n. y. 
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Want Something Good? 


THEN WHEN BUYING 
SOLE LEATHER STRIPS 


Look for this Label 


It guarantees the quality 


Leather bearing this trade-mark label is 
guaranteed as to uniform selection and 
quality, and is specially tanned for the 
strip trade from selected hides in the 
world’s largest tannery. 

Allen’s strips are made in several selec- 
tions and are acknowledged the standard 
of comparison. 

Write for prices and description of our 
new line. 


N. R. ALLEN’S SONS COMPAN Y 
KENOSHA, WISCONSIN, U. S. A. 
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- Universal Wringer 
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Rubber Rolls Extra High Grade 


Warranted 3 years for family use 
EXPOSED COG WHEELS 


Malleable Iron Frame thoroughly gal- 
vanized to prevent rusting. Can be 
clamped to any style washing machine. 


Ask your Jobber 





Plain Bearings Steel Ball Bearings Size of Rolls 
Ne. 330 No. 370 10 x 1% in. 
Ne. 331 No 371 ll x1 in. 





The American Wringer Co. 


New York, U. S. A. 











The “GLEN” Steel Folding MAT 


The finest, strongest and most salable mat in the world. Can’t 
come apart. Won't dent on the edges. Does not mar tile. Is 
reversible and sanitary. Only mat that folds as well as rolls. 
Big seller for Residences, Stores. Elevators, Soda Fountains, 


Bars, Bar Toilets, Office Buildings. 
Theatres, Steamship and Furnace 
Rooms, Churches, Schools. Good 
profit. Circular and discount on re- 
quest. 


Pettler Steel Mat & Mfg. Co. 


Beaver Falls, Pa. 


Successors to 
Glen Manufacturing Company, Ellwood City, Pa, 











The Power Washing Machines 


Built by the 
One Minute Manufacturing Co. 


at Newton, Iowa 


are honestly made of the best materials, embody all 
the features necessary in a first-class washer, are 
simple in construction, have less wearing parts than 
other makes, and are built on correct mechanical 
principles. Dealers wanted particularly for the 
Eastern States. Exclusive agency plan. 





























STARTING ARB 


STOrP ING + Eves 


Fon Wash 


























DRE PULLEY. mm 








Write for particulars and prices to 


The Manufacturers 


One Minute Manufacturing Co. 
NEWTON, IOWA 























Headquarters for CHAIN 


Here shown are but a few of the many dif- 
ferent kinds of chain we make. All our Chains 
are made of A-1 stock by Automatic Machin- 
ery and are therefore untform and of the best 
quality. The capacity of our chain plant is 
30 Miles of Chain per Day. Send for Catalog 


and Trade Prices. 


The Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN. 


U. S. A. 
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No. 231, 3% in. 





No. 232, % in. 


S ial Washer. No. 233, 1 im. 
Ne. 234, 1% in. ee 


SLOTF?IE.D SER EW: ers 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CoO., 370 Atlantic Avenue, Boston, Mass. 















































Wouldn’t You 
Gladly Pay 


a Salesman 75 cents, if he’d make a STOVE 
sale netting YOU $10.00 oF more: 
Would you turn down such a soft 


thing” in a hurry? Well hardly !! 


The Harper Handy 
Castertruck 


* ae 
cisely such a “cheap Salesman. 
ts the “showing” that must come before 
the selling of all labor. 


per set of 4, 75¢. 








30 Years Not Beaten 


“Steel Gem” Casters for 30 years 
have held the lead. Old hard- 
ware men will tell you that. 


Price 
And there is no wear 
forget that. 
Chicago Hardware Foundry Co. 
NORTH CHICAGO, ILL. 


-out to them, don't 


They are built of all steel. They 
are roller bearing and revolve at 
a touch. 


They sell well and give good 
satis faction—always. 


Get our prices. 


M. B: SCAENCA,. CO. 


MERIDEN CONN. 











Acme Flexible Steel Mats 


THE BEST MAT FOR YOU BECAUSE 


It is made the strongest— 
Wears the best—Presents 
the neatest appearance— 
and produces the largest 
amount of business. 





Write for New Catalog. 


ACME STEEL GOODS COMPANY _ 2834-40 Archer Ave., Chicago, Iil. 


151 Lafayette St., New York City 10-14 Tift St., Atlanta San Francisco 
M. E. Canfield Co., Los Angeles J. E. Beauchamp Co., Montreal, Que. 




















28 


HARDWARE AGE 


July 30, 1914 











BY INVITATION 
MEMBER OF 








Coldwell -Name 
Coldwell-Quality 


WO selling helps that you 
cannot afford to dispense 
with if you handle lawn 
mowers. Coldwells look good 
—that makes sales. Coldwells 
are good and stay good—that 
makes satisfied customers and 
a permanent business. 


COLDWELL 


LAWN MOWERS 


Coldwell standards are the same in 
every one of the 150 styles and sizes 
we make. The COLDWELL IM- 
PERIAL LAWN MOWER and the 
demountable-cutter horse and putting 
green mowers are leaders. Your cus- 
tomers are going to ask for Coldwells. 
We are pushing them with the biggest 
advertising campaign any lawn mower 
company ever had. Cash in on this 
advertising by talking Coldwells. 


COLDWELL 
LAWN MOWER Co. 


Manufacturers of Hand, Horse 
and Motor Power Lawn Mowers 


Office and Factory: 
NEWBURGH, NEW YORK 


Warehouses: 


PHILADELPHIA AND CHICAGO 


American Brand 





Lasts Longer—Looks Better 
ALSO 


Copper Bronze 
Galvanoid Enameled 
Painted 
Bright Galvanized 





All Meshes and Widths 
American Wire Fabrics Co. 
CHICAGO, ILL. 






































Hardware Cloth 


Galvanized After Weaving 


is Perfect Wire Cloth because the 
quality of material and the workman- 
ship. has created a universal demand. 
The Perfect means easy, quick and 
profitable sales. 


Ask your Jobber. 


LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 
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Bridge- 
port 
Bicycle 
Tire 
Pump 


Above the Standard 
They Are Guaranteed 


The cylinder of every “Bridgeport” Bicycle 
Pump is a seamless brass tube, polished and 
nickel-plated. They have joints 
that won’t leak. 

Illustrated above is our tele- 
scopic frame pump, No. 12, and 
below our No. 17 foot pump. 

The most serviceable pumps on 
the market. They’re guaranteed. 

Ask your jobber. Send for 
new booklet. 


Bridgeport Brass Company 
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BRIDGEPORT, CONN. 


140 Crescent Avenue, 




















INSURE 
YOUR PROFIT 
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New York Wire Cloth Co. 


233 Broadway, New York. Works: York, Pa. 


Successor to 


YORK WIRE CLOTH CO., York, Pa. 
THE WIRE FABRIC CO., Homer, N. Y. 
J. H. DeWITT’S SONS, Brooklyn, N. Y. 
HAMILTON WIRE CLOTH CO., Hamilton, N. Y. 


Manufacturers of 





Opal 
Double Zinc Coated 
White Satin Finish. 


Golden Bronze 
90% Pure Copper. 


Bright (Golden) Finish. 
Egyptian Bronze 


90% Pure Copper. 


Dark (Antique) Finish. 


Black Painted 


Genuine York Brand 
Black Enamel Finish. 





Look for OUR NAME on the 
hollow bungs within each roll 





un 
1T GUARANTEES VERY BEST iil 
QUALITY WIRE CLOTH 





WIRE SCREEN CLOTH 
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Manufactured by 


The Ohio Stove Pipe & Mfg. Co. 


New Philadelphia, Ohio 





Strong, hand- 
some ___ service- 
able _ swatter. 
Retails for 10c. 
Large profit for 
dealer. 


Send trial 
order. Fine dis- 
play stand in- 
cluded _ free 
with sample or- 
der for dozen 
or more. Or- 
der now. Will 
send when you 
want. 
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PARIS GREEN Get Ready 


(Urania Green—New Brand) For The Boom ! 


Has only about half the 
specific gravity of ordinary 
brands and is thus more easily 
kept in suspension. 








Urania New Brand 
P ° G Jap-A-Lac and Green Label 
aris reen Varnishes are going to boom this 


fall. Don't let th th 
Also contains a higher percent- . oR. aay See SRO Creep 


; : up on you and leave you stranded 
age of arsenious acid. 


without the right assortment for 


Manufactured. by stock. 


Chemische Fabrik Schweinfurt Order soon! Then you will 


b . re . a 
Schweinfurt A/M, Germany e certain of on-time deliveries 


For terms to the trade and full details, 


address 
; PNL 10743 Madison Ave., N. W. 
The White Tar Company CLEVELAND OHIO 
105 J ohn Str eet New York Factories: Cleveland, Ohio Toronto, Canada 


Branches: New York Chicago London 








Sole Agents for the United States. 


























They Come Back 
if you give them eae cans 
Car y ’s Universal — a ~— — —- ———¥ 
™® Box Strap |. , 












































: HARN 
It is the STAND- | |) HARNESS DRESSING, 
ARD for quality, SEES Sa | Neraeee. te weed by weorty ail Merecss | Qua cegumee or 
ss with Katetoct Oll. harness. is used nearly al arness oe waly to our 
full weight and full | = Manufacturers in the world. annem 














measure. 
Every Coil War- FRANK MILLER’S 

ranted to contain HARNESS DRESSING 
300 ft. All peer me age = +3 

equipped Seema ghacaeae fc 

is. 





with our 
Patent Metal 














one | 



































Hanger. a a el HARNESS SOS?- 

FUT UP IN CANS. KECS @ ah Sanat fren Reel 
We have a reputa- HARNESS SOAP 
tion to uphold for The Fran Miller C Company, Unrivalied for cieaning 

making only THE | + Bt | Facet Sees ats 2s 

BEST Paar Is To 
BE a nd must 
oP mye eliver the Beware of imitations and si! articies tbat are sold 


as being as good as 
“FRANK MILLER’S” 


Supply your Customer with the BEST, and hold his trade 




















Manufacturers also of Flat and Twisted Wire 
Box Straps, Box Fasteners, Clasps, Seals, Corru- 
gated Joint Fasteners, Hinges and Hasps, etc. 


CARY’S Everlasting FLEXIBLE STEEL MAT The Frank Miller Company 


Office and Factory, 349 & 351 W. 26th Street, New York, U.S.A. 


Cary Manufacturing Company ene ts ee 
Manhattan Bridge Plaza Brooklyn, N. Y. Order From Your Jobber 
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“VANDOR”™ 


Insured Hammers 


Drop forged from Vanadium Steel are driving the 
ordinary steel kind into the — heap 
No carpenter or mechanic wants a hammer tha fail him 











at a critical time. That’s why they’re A. .- ander’’— 
Insured Hammers, the kind that are aran for life. 
Our extensive advertising campaign has ucated them. 


We sell the hammers for you if you'll display them 
The cut shown above gives only a faint idea of the effective- 
ness of the card furnished you for a eo | of ‘*Vander’’ 
hammers. A real hammer, real wood nall and our 
guarantee tag make a combination that always catehes the 
eye and tells the story at a glance ‘“‘Vandor’® hammers 
retail for $1—and there’s a good profit in them, 

Send in your order for a dozen to- 

day; direct or through your jobber 


Dept. 151 


Van Doren Manufacturing Co. 
Chicago Heights, Illinois 


We also make in addition a full line of handled 
hammers of highest grade and aw attraec- 
tive profits. Write for Catalog 














pi ies) 74 aes 
IN VARIOUS 
PAT TERNS 


The Wyomin Shovel Wks 
Wyoming Pa. 


ESTABLISHED 1873 
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Styles 
of 


BREAST 
DRILLS 





Teolomi 


Greenfield 
Mass., U.S.A. 


1500 
Other 
Tools 

in 

Our 

Catalog 

































“Millers payya 

Falls”’ ) 
Bench 

Drill Press 
No. 210 


The Drill 
YouNeed 


to be sure of sales, is 


**Millers Falls’’ 
Bench Drill Press 


No. 210 






because it has pre- 
cisely the qualities 
that appeal to the 
average man, and the 
price is right. It’s a 
finely made tool—sim- 
ple, compact and easy 
to handle—the kind 
of tool that makes a 
good impression at 
sight. 


Has These Features: 


Instantly changeable feed; adjustable crank, extensi- 
ble from 3” to 6” radius; table with swivel arm and 
vertical adjustment of 2”; Star Chuck, with pro- 
tected springs, taking round shanks from o to 1-2”; 
height, 24”; net weight, 22 lIbs.; neatly finished in 
French gray with red trimmings. 


This Drill sells easily.and should be in your stock. 


MILLERS FALLS COMPANY 


MILLERS FALLS, MASS. 
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the handsomest Barrow on the Market. 


No. _ Medium with bee Wheel 
No. — Large ss A ha ” 
No. he Extra Large with Wood Wheel 


Handles, legs and wheel are painted red. Sides and 
front olive. Handsomely striped and ornamented. 
All well coated with a durable varnish. 


Frame is well made of seasoned ash with three cross-bars 
mortised into the handles. Bottom boards are set into the rear 
cross-bar, which prevents splitting at the ends. Strongly braced 
throughout. Furnished with springs when desired. 


Syracuse Chilled Plow Co., Syracuse, N. Y., U.S. A. 


The Popular Syracuse Garden Barrow 


In addition to being the Strongest, this is 
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Competition forbids increas- 
mes «once Pome, maa 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter fine. More sales mean ~ | 
bigger profits—you give 
more and get more when 
you sell 




























Made a little different— 
a little better than others, 
cost no more, sell easier 
and oftener. Our cate 
alog. ten a long line of 
profit of 
special design construc- 
tion and adaptability. 














HAYES PUMP & PLANT} 












Hand ard Power, 





For Hand or 
Power Operated 
Water Systems 


The Compression Tank 
System is acknowledged 
to be the best method 
of storing water. 

Write for booklet : 
“Deming Water Sys- 
tems.’ 

We will be glad to give 
our assistance in figur- 
ing out your installa- 
tion. 


Fig.600 Write to-day. 


The Deming Company 


SALEM, OHIO 


GENERAL DISTRIBUTING HOUSES : 
CHICAGO: Henion & Hubbell 
PITTSBURGH : — Pum 








& Supply Co. 
B. Carter Co. 





NEW 7 a es 


Root, Neal & Co. 














No. 170 


No.1 70 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide.mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in the 
world. Send for New Catalog. 


The Ney Mfg. Company 
CANTON, OHIO 
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300-FOOT COIL 
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Order Stanley No. 3000 
‘“TWINROLD”’ SELF TIGHTENING 


COILED DOUBLE 


BOX STRAPPING 


PAT. SEPT. 26, 1911, NOV. 5, 1912. 


The Stanley Works, New Britain, Conn. 
100 Lafayette St.,N.Y. 73 E. Lake St., Chicago 


See our full page advertisement on page 83. S ee ,. 
APH WRENS KERN 














































































No. 445 
Ball Tips 
(Patented) 
Cut Full Size 
GRIFFIN’S ORIGINAL ) 
Fleur De Lis Pattern M AKES GOOD 
WROUGHT STEEL 
Every Worcester 
Surface Hinges | Blount Improved 
ATE ENOL 5 , Door Check is guar- 
are s acknowledged to be the mos 
popular ornamental SURFACE hinges anteed. ee — 
ever placed on the market. The strong, as to materials, life, 
massive and artistic design and the beau- and perfect action. 
tiful finish of these hinges meet the de- 
mand for high class work. Guaranteed  abso- 
These hinges are covered by patents lutely, and we want 
controlled exclusively by this Company. every dealer to re- 
Fleur de Lis Hinges are widely adver- : 
tised. They are the best enews surface — age —- 
hinges made, and may be found in prac- c at any ttme— 
tically all of the most artistic homes of use we are here 
the day. to make good. 
Send for our new catalogue of Builders’ e 
Hardware, Pm ogy fully the GRIFFIN Information today. 
line, Smee . —— stock order direct with 
your jobber at once. 
The Worcester Mfg. Co. 
The Griffin Mig. Co. WORCESTER, MASSACHUSETTS 
eg Erie, Pa. — 
ai 
: CARRY ON YOUR SHELVES 
McKi1 
Packed one pair in a box, 
with screws, and save time 
and patience of your clerks 
and customers : : : : 
SCREWS. : 
McKinney Mfg. Co. 
PITTSBURGH, PA. 
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Manufacturing Saws since 1852 continuously has made the Ohlen Columbus Made Saw vastly popular 
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OHLEN ARC GROUND " 


Za 2s rar cage ee,” > 
AVIATY AVI ATIAT? 
Bes ss a ee 


“The Ohlen Service eliminates delays for Jobber and Dealer, and the Consumer is 
pleased at the prompt delivery. The consumer is delighted when he uses the saw. Accuracy 
in workmanship and superior material is evidenced. The Blade is a handsome looking one 
and the Distributor’s stock is inviting and profitable. Write for Catalog No. 56. It is worth 
your while, Mr. Distributor.” 


THE JAMES OHLEN & SONS SAW MFG. CO., COLUMBUS, OHIO, U. S. A. 


The Grover File Co., Nashua, New Hampshire, New England Distributing Agents. 


New York City, 33 South Street. St. Louis, Missouri, 2329 Olive Street. 
Atlanta, Georgia, 440 Marietta Street. San Francisco, California, 200 lst Street. 
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We remind you that the 
Walworth Vise is the best 


, on earth for pipe. 
= 


\e 
\\ 
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\ 
Our Friend, the Bricklayer 

He knows its past, and thus foretells the future 
of his ROSE. 


He has carried its use beyond the borders of : 51 
his own country. j 
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It is equal to any for 


Machine Shop Work. 


He has compelled us to enlarge our factory. 


1 ESI EE MOE ICL IE 
ae “Re @ * 


He guarantees your profit for offering him 


a stock of 
His ROSE 


Dealers are respectfully referred to jobbers, but are invited 
to write fer new price list er for any special service te 

























Walworth Mfg. Co. 


BOSTON, U.S. A. 













Wa. Rose & Bros. Wiebusch & Hilger, Led. 
» Sharon Hill, Pa. or 
106-110 Lafayette Ste., N. Y. 















SAND PAPER FLINT PAPER EMERY CLOIM 


IN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER 
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PSYCHOLOGICAL—THE NOW TIME 


The Hatfield is a self advertising money-maker. 
15 doz. blades a day means $1200.00 a year. 
25 doz. blades a day means $2000.00 a year. 
50 doz. blades a day means $4000.00 a year. 
“You can’t start till you start—start now.” 
The Hatfield has the perfect mechanical oscillating move- 
ment that Strops the Blades perfectly. 
The 12 holders enable you to do 10 doz. blades an hour. 
The 12 holders will take care of every one of the 300 odd 
makes of Safety Razor Blades on the market. 
Our new special Honing Attachment will take a nick out 
or sharpen the dullest blade 5 to 15 seconds. 
Our new special auxiliary high-speed Grinder attached to machine will sharpen 
scissors and knives perfectly. Lawn Mowers, Hatchets and Chisels, etc. 
The perfect mechanical machine. 
Sold for cash or easy payments. Write now. 


HYFIELD MFG. CO., 48 Franklin Street, New York City 

















Here is a Different ELBOW 


HEMP’S 


THIS MARK OF ah. Improved Superior One Pieced Corrugated 


UALITY & ELBOWS 


TEE 7 2 
% are undoubtedly the most durable and handsomest 
THE BEST 2 elbows ever placed on the market. 


in. WIRE HARDWARE: £4 coin nai 
Spiess ae PERFECTLY 


Our Illustrated (atalogue | es | Stock these elbows 
describes over AAMVarlicles ie and start the foun- 
0 








WN, 4 ) 


me: 
lB: solid, FIT- 
WIRE HARDWARE bn ae business in 
West this line. 
KITCHEN WIRE HARDWARE [ia hag 
a®WIRE SPECIALTIES [ae IMPROVED, UNION 


ey an 
Have You A Copy? A eS Pot nd 
A> Postal will 9A and the 
“ ADVANCE” 


start one your ha 
a” we Adjustable 
THE WIRE GOODS COMPANY free ELBOWS 


WORCESTER. MASSACHUSETTS os the best and cheapest on the market. 
RS Write us today and get started on this 


money-making line. 


We have a handsome descriptive book- ° 
let awaiting your name and address. 


A postal will secure it for you. 


HEMP & CO., ST. LOUIS 
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PETERS PNEUMATIC PUMPS 


FOR HAND, BELT OR ELECTRIC POWER always satisfy the most particular cus- 
tomer, because they always deliver the air and water; they are specially designed for 
this particular work. There’s a distinct satisfaction and efficiency in “PETERS 
PUMPS” that makes every job boost for you, and pay you a good profit. 

Dealers and Jobbers, write us to-day. 


PETERS PUMP COMPANY, KEWANEE, ILL. 
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~ Price Books—Made on 
Lines Suggested by Rep- 
resentative Merchants 


in order to meet all ideas on price books, we 
handle all kinds and sizes, loose-leaf or perma- 
nent binding, with brief cost records or minute 
detailed ruling. These books were made after 
a careful study of the needs of the large or 
small Merchant, the Jobber and the Retailer. 
The Binders of. the Loose-Leaf Editions were 
celected after testing all the well-known makes, 
and for durability, workmanship and smooth 
operation cannot be excelled. 

The Permanent Leaf Editions represent the 
best in binding, paper and rulings. Bound in 
black grain, seal leather, reinforced with linen 
strips, printed on linen ledger paper. 


LOOSE LEAF 


Price Book E 2, 1014x103 inches. 
Multiple Index, 630 Pages 

Price Book 1, 10x10 inches. Flexible 
Leather Cover, 500 Pages, A-Z Index 
Price Book K, 414x7 inches. Flexible 


Leather Cover. Pocket Size, A-Z In- 
dex. Record parallel to hinge...... 


Price Book L, 414x7 inches. Very com- 


pact. Convenient as pocket price book 
Price Book M, 6x81% inches. For those 


who like a ring price book, but find 
K and L too small 


Price Book G, 3x6 inches. For Vest 
Pocket. Headings across two pages 
Price Book H, 3x6 inches. Less de- 
tailed record than Book G. Complete 
on one page 


PERMANENT LEAF EDITIONS 
Price Book A, 4x7 inches. Goes into 


considerable detail. Arranged in ac- 
cordance with views of many experi- 
enced hardware men 


Price Book B, 4x7 inches. 
tailed than A. Provides for clear and 
concise record of prices 


Price Book D, 514x8 inches. For desk 


or store use and salesmen on the road 


Price Book E, 7x10 inches. Multiple 
Index, 350 pages, each page large 
enough for complete detailed record. 


Price Book F, 814x11 inches. Mul- 
tiple Index, 500 pages. Largest and 
most complete of our permanent leaf 
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HARDWARE AGE BOOK DEPT. 
239 WEST 39th STREET, NEW YORK CITY 
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“Chatillon” is the name which is 
synonymous with highest quality in °, 
scales. They have set the standard | 


for 75 years. 


Known here and abroad as the 
none better made scales. Of course 
they sell and what's more their sales 
and the dealers’ profits are constantly 


growing. - 


They are a very profitable asset to 
every store. Can you afford to be 


without them? 


The cuts give an idea of our exten- 
sive line. Our catalogue tells all. 
You ought to have it. Write fora 


copy now. 















John Chatillon & Sons 


(Scale Makers Since 1835) 


85-93 Cliff St., New York City 


Sole Distributors of Foster Bros. & Chatillon Co. Products 
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TRIMO 















A New Love 









li 
Nut with Nut Guards 










TRIMO PIPE WRENCH 
| with 
Wood Handle and Nut Guards 



























Made in 4 sizes: 
6 in., 8 in., 10 in., 14 in. 











STEEL HANDLES 
are made in all sizes 
6 in. to 48 in. 
inclusive 


Pere PET SS I 
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. 


TRIMONT MFG. CO. 
55 Amory Street Send for Catalog 

Roxbury No. 133 
Mass. 
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There Is 


QUALITY 


In Every Tool 
in the B. & 57 
Auto Kit 








SUTIN 

















That accounts for so many Automobile Owners and 
Repair Men using 


B. & S. Tools 


in preference to others. Car drivers and mechanics 
have found that cheap tools won't do on the road, 
nor in the shop. They may forget and buy inferior 
tool kits and auto tools once, but never a second time, 


B. & S. AUTO KITS contain drop-forged tools exclusively: 
None are better made. The Bag is made of good quality canvas, 
with bound edges. Strong and durable. : 

B. & S. AUTO KITS are made in a number of styles and sizes 
to suit the requirements and meet the demands of the most critical. 
Quality considered they cost no more than inferior auto kits and 
outsell them two to one, because of their superior construction and 
lasting efficiency. 

You can build up a good Tool Trade in your territory with 
B. & S. Tools. Send for Catalog and Trade Prices. 
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Hartford, Conn., U.S.A. 
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woopd ) BOTTOM 
IRON PLANES 








“That i is a Good Tool” 


said the carpenter, as he held 


out a Sargent Bench Plane 


by its easy-fitting handle, and looked carefully at its smooth, polished 
iron bottom and examined the steel cutter, the frog and the adjustments. 

“| know it is a good Plane,’’ he continued, “because I have been 
using Sargent Planes of the same kind foralongtime. | have also used 
various other kinds of Sargent Planes and they ‘stand up’ under the 
hard usage I give them in my shop.”’ 

This mechanic and others have learned to rely on Sargent V. B. M. 
Planes because back in the New Haven factory, good materials, careful 
workmanship and rigid inspection combine to produce reliable Tools. 


The Plane being essentially a finishing tool instead of one for rough 
work, it is important that all parts be fitted accurately, that they be 
capable of easy and quick adjustment, that the cutter—which actually 
does the work—shall be heavy enough to do that work in all kinds of 
wood; that there shall be. no chattering of the cutter. 


Planes are perfect in all these points 


They have specially designed handles that fit the hand and are also hand- 
some in appearance. They are nicely finished, the japanning being smooth 
and the other parts highly polished. These are tools that a hardware man can 
put in his best showcase, right in the front of his Tool Department, where every 
mechanic can see them first. Their use is extensive, not only in this country, 
but abroad; careful woodworkers everywhere appreciate their advantages. 

The full line of Sargent Planes includes Bench Planes, with wood bottoms 
and all iron; Block Planes, including the all steel Planes, that are light, handy, 
unbreakable, indestructible; Rabbet Planes, Filletster Planes, Router Planes, Cir- 
cular Planes, Scraper Planes, Cabinet Scrapers—in fact there are Planes for 
nearly every purpose. Your tool stock is not complete if you do not carry and 
sell these warranted goods. We furnish selling helps to dealers. 


SARGENT & COMPANY 


Tool Makers and Manufacturers of Hardware 


New Haven, Conn. 4 ie New York Boston Philadelphia Chicago 
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HELLER’S PIVOT DOOR CABINET 


MADE IN STANDARD SECTIONS 


This is something new and original, has 
features not found in any other fixtures. 





DISPLAY 
ALWAYS IN 
FRONT 
OF YOUR 
CUSTOMER 


No matter the position 
of the Display Door. 














PATENTS PENDING 


SEND FOR CATALOG No. 24 THE SHELVING WITH BRAINS 


W. C. HELLER & CO., MONTPELIER, OHIO 














Don't Overlook No. 161 


This ADJUSTABLE GRINDSTONE TRUER is not a big 
seller but a dependable one, and at a mighty good margin of profit. 

At practically no trouble or expense it keeps grindstones in 
the best condition with the absolutely true, even and gritty surface 
so essential for speedy, effective work. 

Prices and full particulars will be found in Catalog No. 31. 

















ATHOL MACHINE CoO., : Athol, Mass. 








The Meeting Place 
for Mr. Opportunity 


The Guacitinity Every week in the Opportunity Exchange you will find 
Exchange Dept. opportunities to invest capital—obtain a partner—buy a 
Hardware Age hardware store—sell a business—in fact, do anything that 
oe ee could be called a safe and sane business investment. 


Let Us Tell You How! 
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NOW WILL YOU SIGN 











THE DOTTED LINE? 





A concrete business proposition to 


induce dealers to buy an 
introductory assortment of 
the ‘“Chemically Correct’’ 
Line of Automobile Spec- 
ialties, including Se-ment-ol, 
the old reliable and ¢ 
original self-acting 
radiator cement. 


Here’s the 
Assortment 


Six cans each Se-ment- 
ol, Dermalene, Slip- 
Easy, Tire Mica. 


Four cans each Brass- 
Kote, Never-Burn. 


Three cans each Car- 
bonox, Top Dress- 
ing, Aluminum 
Bronze, Clutch & 
Brake Compound, 
Valve Grinding Com- 
pound, “Fire-Fly” Rim 
Shellac, Lining Dye, Re- 
touching Lacquer, Uphols- 
tering Dressing, Never- 
Rust. 


One can of Prussian Blue. 


One Ford Painting Outfit, all black, 
with six one and one-half inch brushes. 


Total Retail Price, $36.65 


Regular Price to Dealers, $22.37 


FORD AND 
SMALL CAR DRE: 


r PAINTING OUTFIT 
PRUSSIAN 
BLUE 





= 


CARBON 
REMOVER 


SELF-ACTING 
RADIATOR | 


ENGINE 
am CNAMEL 


GEAR 


SILENCER CLUTCH 


& BRAKE 
COMPOUND 











Special Introductory Price to Dealers, $18.32 
Your Total Investment, $18.32 Your Total Profit, $18.33 


The Northwestern Chemical Co. 


MARIETTA, O. 


oe - -- 


THANK 
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Twenty Standard Quality Auto Ac- 

cessories, each with an Established 

Reputation, backed by Aggressive 
Advertising 


Take SE-MENT-OL, for instance, which heads the 
——= assortment. No article in the accessory market 

TO ranks higher. It is the original self-acting radi- 
AUTO TOP "sis ator cement, the many efforts to imitate which 

SING LINING cit merely make its merits the more con- 
DYE , ie Za __sspicuous. It never fails to repair a 

FIRE leaking radiator. ‘‘Finds the leak and 


EXTINGUISHER fixes it in fifteen minutes.”’ 





Every article in the assortment is a top-notcher 
in quality, backed by our reputation, in which 


ALUMINUM we take some pride. 


BRONZE — — We sell through Jobbers only, so 
—- when you sign the Coupon below, - 
be sure to give the name of the 
jobber through which you wish 
> cor oe = . Sage ings het 
<= shall ship through the one loca 
DRESSING nearest to you, to save you trans- 
portation charges. 





Ask any Jobber, familiar 
with the Automobile ac- 
cessory trade, what kind 
of goods we handle and 
what kind of co-operation 
we give to our customers. 


This offer is open to present cus- 
tomers as well as prospective ones. 
We treat everybody alike. 


Sign the Coupon and get acquainted 
with a line of sterling quality and a 
House that guarantees everything 
it makes, 


JOBBERS 


If you are not now handling our 
goods, write for special proposi- 


VE RIM& POLISH 
; GASKET 


DING EWYANS RR ce a aN 
OUND SHELLAC =) AW & a a i 


NORTHWESTERN 
CHEMICAL CO. 


Marietta, Ohio 











Ship to us at once your Introductory 
Assortment of Atttomobile Specialties. 
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Stanley Jomter Gauge 


F Or lron P lanes : 


The Stanley Jointer Gauge is designed for use in connection with 
all sizes of Iron Jack or Jointer Planes. 


It is a tool that will enable the workman to plane bevels of any 
angle between 30 and 90 degrees, or to square up the edges of boards 
with extreme accuracy. 


All parts except the knob, are of metal, and the joints and bearing 
surfaces are machined. 


The method of attaching same to a Plane is such as to insure its 
being absolutely rigid when in use. 


A hole is bored in each end of the gauge so that a wood. face of 
any desired size may be attached, thus providing a bearing surface 
longer or wider than the face of the gauge itself. 


The tool is so constructed that it may be attached to either side of 
the Plane, making it equally adaptable for right or left hand work. 


The wooden knob forms a convenient grip for the hand. of the 
workman, and can be placed at either end of the gauge. 


All metal parts are nickel plated. 


Show this new gauge to your wood working customers. 
Tell them what we tell you here. You will find them to 
be greatly interested. 


Manufactured by 


STANLEY RuLeE & LEVEL Co. 
New Britain, Conn. U.S.A. 
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View of “Big 4” 








Bigger Value 


In [his Hanger 
Than In Any Other 


Here are the points that make the Big 4 stand 
out above competitors. It slides a door as easily 
as a pedal revolves a ball-bearing wheel and with 
about as little push, is easier to attach than the 
clevis style hanger, being secured to one side of 
the door only. Outlasts the barn and will require 
no repairing—being entirely made of steel. It is 
both rigid and flexible, rigid when door is in nat- 
ural position, flexible the moment anything 
bumps against it. 

This “Big 4” model demonstrates its use and is 
an Al salesman. “People are more apt to buy 
when they can handle, touch and see the thing 
in use.” | 

The model includes two convenient adjuncts 
to barn door equipment—the Washburne Door 
Latch and the Handle Hinge Hasp and Staples. 
Both are so practical and advantageous that car- 
penters need merely see them to buy. 

You can get this trade booster, and you should 
have it. Write us—now. 


National Mfg. Co. 


STERLING, ILL. 
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HOW TO PUT AMERICAN HARD- 
WARE INTO ENGLAND 


H. Whitehead, Boston Business Builder, Visits England and Sees 
Great Opportunity for American Hardware Manufacturers 
—Offers Practical Suggestions for Trade Expansion 


Editor's Note—Mr. Whitehead will be pleased to answer any questions 
regarding the sale of any speéific lines of hardware in the British Isles. 


EFORE giving 
BR the results of 

my  investiga- 
tion of hard- 
ware conditions 
in England and 
the opportun- 
ities there for 
American hard- 
ware, it would 
perhaps be well 
for me to men- 
tion that the 
result of this 
investigation is 
not based wholly 
upon the few 
weeks’ time that 
I was privi- 
leged to spend 
in England on behalf of HARDWARE AGE. It is per- 
haps well to mention that I have sold hardware in 
England, both retail and wholesale. My retail ex- 
perience began in the repair shop and finished as 
manager. I have personally sold hardware to the 
ironmongers in practically every town of 5000 
people and over, in England and Wales and a num- 
ber in Scotland. 

To understand the conditions in England, par- 
ticularly in the hardware trade, it is absolutely 
necessary to have actual experience in the work. 
To attempt to diagnose trade conditions in a country 
from a few casual talks with manufacturers and re- 
tailers would be just as foolish in England as to 
attempt the same thing in this country. 

To begin with there is no prejudice whatever 
against American hardware at this time although 
I can well remember the time when most hardware 
that came from America was looked upon with 
distrust. 

Many years’ experience of the unvarying high 
quality of American hardware has wholly elimi- 
nated the old distrust. More than that, not only 
have they ceased to distrust American hardware, 
but they are favorable to it, and any manufacturer 
having something which is adaptable to the Eng- 
lish market and that is worth while will find ready 
a favorable reception to his proposition. A word 
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of caution is necessary, however, for should the 
American manufacturer proceed with the Amer- 
ican methods of selling in England he would find he 
had a very hard row to hoe. He must be prepared 
to make haste slowly, and to conform his goods and 
selling methods to the peculiar requirements of 
England. 


America’s Opportunity Right Now 


At this present time there is an unusual oppor- 
tunity for an enormous trade in American hard- 
ware to be built up in England if the market is 
tackled properly. It must be remembered that 
while England is only a small country, it is very 
thickly populated. Cities of great size and im- 
portance almost touch one another. For instance, 
Liverpool and Manchester, each with a population 
of about a million, are within one hour’s ride of 
each other. Sheffield is about an hour and a half 
from Liverpool or Manchester and has a population 
of over half a million. Derby, Leicester and Not- 
tingham, all towns between a quarter and half mil- 
lion population, are all within 45 minutes’ ride of 
each other, about an hour’s ride from Sheffield and 
two hours’ ride from Manchester or Liverpool or 
Sheffield; less than one hour’s ride from Derby, 
Leicester or Nottingham. London is just two hours’ 
ride from Birmingham. The ride from Birming- 
ham to Manchester is only four hours and all the 
cities mentioned and many others, very nearly as 
important, are either on or adjacent to the lines of 
railroad stations between London and Manchester 
or Liverpool. This concentration of enormous buy- 
ing centers means that not only the big jobbers and 
big manufacturers can reach the whole of their 
trade, but that small manufacturers can cover quite 
a big slice of England with very small selling ex- 
penses. 

I knew of a small tinware maker, just outside 
Birmingham, who only had three men working 
for him while his son traveled all over the Midlands 
in direct competition with the big manufacturers 
of tinware. This means that the competition ele- 
ment is something to be reckoned with. This very 
case of selling, however, has developed a condition 
peculiarly favorable to any enterprising American 
firm who can adopt a plan similar to that which I 
will briefly outline. But before doing that it will be 

















































































Regent Street, London, Showing Lights and Street Signs 
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necessary to explain a little more fully the con- 
‘ditions of the hardware trade as they are today in 
Great Britain. 


Use and Abuse of Competition 


The jobbers in England are numerous and 
strong. Their representatives carry an unusually 
complete line of hardware. Many salesmen carry- 
ing a ton and a half and even two tons of samples 
The writer himself has traveled the country with 
fifteen huge cases, the total weight of which was 
approximately two tons. This all means that the 
fight for trade is very severe, and it is this severity 
that has led many manufacturers and jobbers to 
study their own immediate interests in preference 
to the future husiness with the ironmongers of 
Great Britain. The Englishman is proverbially 
slow to change, but there is a general complaint 
now from practically every man in the retail trade 
‘whom I saw on my recent visit against the tactics 
of manufacturers and jobbers. They complain of 
the lack of loyalty of the manufacturer and jobber 
to the retail ironmongers of the country. 

Today the jobber is having his troubles with the 
manufacturer, who in many cases will try to sell to 
the jobber and after doing that will endeavor to 
sell to the jobber’s customers. Naturally the re- 
tailer will buy from the manufacturer where pos- 
sible. This all means that there is a continual 
search for new markets and it is this condition 
‘which has brought about the present almost un- 
voiced but none the less real air of discontent gen- 
erally. 

Actual Cases 


Even English agents for certain American firms 





are not immune in this respect. To site one in- 
stance of what I mean: A leading American manu- 
facturer of mechanics’ tools has agencies in Eng- 
land. The retail house of Turtles in Croyden, S8.E., 
incidentally one of the smartest and most up-to- 
date stores it has been my pleasure to visit on the 
other side, has until recently carried a stock of his 
manufacturer’s goods, but when this manufac- 
turer’s traveler began to sell tools to the builders 
and users generally, the very people who had been 
buying from Turtles, they discontinued the trans- 
gressing manufacturer’s goods so far as possible, 
feeling that they had not been given a square deal. 
The consequence is that that make of mechanics’ 
tools occupies a very negligible space in that shop 
and a competitive line is now pulling their business. 

Here is another specific case. There is a manu- 
facturer of hollow ware in England who has of- 
fended many of his old customers by first selling 
to them, and then attempting to sell direct to the 
schools, and institutions generally which use their 
hollow ware. A leading ironmonger of Leicester 
complains in this way: He still keeps selling that 
make of hollow ware, however, because of the 
small requisition they get which calls for that 
maker’s specific number and size, but you may be 
sure that where they can sell anything else they 
do so. 

I was not content, however, to take the word of 
the retailer in every case, so went to one of the 
most important hardware jobbers in England, 
namely the Fletcher Hardware Company of Birm- 
ingham. Mr. Bates, one of the directors, told me 
that undoubtedly many manufacturers and jobbers 
were selling not only to the ironmongers but to any 
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trade which would buy from them, and in some 
cases even to the consumer himself. A Liverpool 
retailer who at one time did an enormous trade in 
enamel ware was more than surprised one bright 
morning to find the store of a leading draper in 
Liverpool full of enamelware of the identical make 
that he had been pushing successfully for several 
years. The draper only ran them for a short time, 
but in that time he so cut prices as to knock the 
bottom out of his trade. You may be quite sure he 
isn’t over much in love with the manufacturer. 
Practically every retailer I saw was prepared with 
many such instances as these, of what he consid- 
ered an abuse of his confidence. It might be well 
to mention that the jobbers themselves complained 
of the disloyalty of the retailers. They say that 
they carry a complete line of everything for the 
benefit of the retailer to enable him to buy as big a 
variety with as small an outlay as possible. Then 
when a little manufacturer comes along who offers 
an odd line they forget the help, very often financial, 
that the jobber had extended to them, and may 
even pay the manufacturer ready money and keep 
the jobber waiting. 


English Ironmongers Seek Exclusive Lines 


This, of course, may all be true, but the iron- 
mongers of England are in business to make money 
just the same as the hardware men of America, 
and naturally they will buy at the lowest prices at 
the best terms they can get. The jobbers at this 
time have a friendly society and are endeavoring to 
bring united pressure on certan manufacturers to 
induce them to refrain from selling to anyone but 
jobbers, and are urging the manufacturers to be 





content with a good sure business, rather than to 
develop a larger business with the greater risks 
which of course must come from selling to hun- 
dreds of small dealers. Some of the manufacturers do 
defend their policy of selling to anyone, particularly 
to the large department stores, which incidentally 
are not new in England—I can remember them 
twenty years ago—by saying that there is a grow- 
ing tendency to buy all goods from department 
stores. I went out of my way to spend a day in 
visiting department stores and specialty stores in 
Birmingham, and a good lot of time in London to 
see if the patronage of the department stores ap- 
peared to be growing. I should say that the Eng- 
lish plan of going out buying and not shopping 
is growing greater than ever. This must mean 
that the specialty stores, the shops confining them- 
selves to one class of merchandise, are in great or 
greater favor than ever. The time may come when 
the English woman will start out for her day’s 
marketing with indefinite ideas of what she wants 
and with the intention of strolling through stores 
to see what is around. At present her plan is to 
make up a list of what she wants. before she goes 
out and, in most cases, where she will go to get it. 
The average storekeeper in England would be very 
much surprised to have a visitor go in just to look 
around. That is all done by looking at the win- 
dows, which explains to a big extent the wholly 
different method of window trimmings in England 
and this country. 

As is well known the English window contains 
great variety of goods and except in a few of the 
more exclusive specialty stores the goods are all price 
ticketed so he who runs may read. There is no ques- 
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All towns on this map are within 125 miles of Birmingham, which is about the centre of England and Wales. 

Even this does not fully convey the density of the population. For instance, Stoke, Hanley, Burslem, Newcastle- 

under-Lyme and Longton comprise the section known as the Potteries, and are practically one big city. Lan- 

cashire 1s .so thickly populated that you are hardly out of one town before you are in another, scores of them with 

populations varying from 25,000 to 50,000. In the Midlands is the section known as the Black Country; from 

Birmingham to Wolverhampton is to all intents and a one huge city. London suburbs, of course, add 
millions 


tion, however, that the English are ahead of this 
country in trimming windows in the hardware 
trade. 

One of the greatest, if not the greatest manu- 
facturer of electroplate goods in England has show 
rooms in different towns and sells to ironmongers, 
drapers, or any one who likes to visit their show 
rooms, and if a consumer cares to he can buy any 
sample he wishes from the stock. This fact is 
vouched for by a prosperous Birmingham concern 
making a specialty of cutlery, tools and electro- 
plates. These instances can be duplicated numbers 
of times, but these will doubtless be sufficient to 
show what is causing a certain feeling of unhappi- 
ness among the retailers generally. Doubtless, 


there are hundreds of retailers who have not fully 
realized just what is wrong with them in this 
connection, but once it is pointed out to them, there 
is no question that they will joint the army of those 
who protest. 

The next factor, which in my opinion, is causing 
a favorable opportunity for American merchandise, 





is the activity and growing power of the co-opera- 
tive stores. I believe I am right in saying that 
the wholesale and retail co-operative societies in 
England form the greatest retail organization in 
the whole world. The “Co-op” is about one of the 
best known trading names heard in England to- 
day. It is even reported that women endeavor to 
buy their babies from the “Co-op” in order to get 
the dividends. I could not verify this, however. 
But the power of the “Co-op” gives the retail hard- 
ware man much food for unhappy thought for the 
co-operative societies sell a tremendous lot of hard- 
ware, particularly household hardware of course. 
The ironmonger feels that his enormous opponent 
is well organized, well systematized and aggressive 
while he is but a small unit and disorganized. I am 
convinced that the average hardware man in Eng- 
land would welcome the support of manufacturers 
who are devoted solely to his interests. Of course, 
there are numerous trade associations all over Great 
Britain and the Ironmongers Federated Associa- 
tion is quite powerful so far as I can gather, but 
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while many members of local associations pay their 
dues and stay as members, they do not give any 
active support to their association’s activities. It 
appears to be unfortunately true that the majority 
of retailers distrust the good intentions of their fel- 
low members. 

The town of Leicester in fact has no association 
whatever, as the ironmongers feel that they can 
get along much better without it. One of the lead- 
ing hardware men in Leicester expressed this to me 
in this way: “If everyone of us in this town could 
join together we could perhaps regulate price and 
do something to get better support from makers 
and jobbers, but in Nottingham where they have 
an association quite a number of hardware men 
did not join. The non-members cut prices and al- 
though members agreed among themselves not to 
make any cut in spite of this, the nearest com- 
petitors to the cutters began to meet the lower 
prices and this apparently degenerated into a cut- 
ting competition between members and non-mem- 
bers of the association.” Several men who could be 
of great service to their association and to the trade 
refuse to do so, saying that they are doing a good 
business, anyhow, and they find that if they give 
their time to association work, they have to neglect 
their own business. 

Here is one of the most important retail trades 
in England more or less disorganized in spite of 
trade associations. These merchants have a dis- 
trust of telling each other how to do better. They 
are certainly not getting the loyalty of co-operation 
they should from manufacturers and jobbers. They 
have a powerful retail trading organization against 
them in the co-operative societies and there is a 
small amount of mail order competition. Mail or- 
der means “cheapness” in England. There are only 
two mail order houses of any size, however, in 
England, one of which is notorious for its mer- 
chandise and the other which cuts a few lines and 
gets long prices on mediocre goods for the re- 
mainder of its business. They only appeal to the 
more illiterate of the people. The main buying 
public would not consider buying from a mail order 
house for one minute. Here in brief, you have 
the conditions in England as they appear to me 
today, based on my recent investigation and many 
years’ experience in English buying and selling. 
I believe I can see such an opportunity for Ameri- 
can hardware in Great Britain as will never come 
again and that the time is most opportune for a 
vigorous bid for business along the lines which I 
will now briefly state. 


Difficulties of Individual Bids for Business 


If one manufacturer cared to build up a trade 
for his goods in England he would have to be pre- 
pared to spend quite a lot of money and to wait some 
time for his return to come. He would be up 
against the difficulties of shipping and money values 
and he would also have his difficulties in collections. 
If, however, several manufacturers joined together, 
the same expense or very little more would bring 
a quicker and larger return for the time and money 
and effort expended; but even if several manufac- 
turers joined by sending one representative they 
would still have all the other difficulties just men- 
tioned with which to contend. 


How to Sell Hardware in Great Britain 


Here is a way, however, to overcome all these 
objections. Let us suppose that twenty manufac- 
turers all making different lines of hardware or 
wooden ware, or whatever it may be that can be 
sold by ironmongers, decide that they are open to 
increase their profits by a few English sovereigns. 
Suppose each of these twenty manufacturers sub- 
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scribes $5,000 to a fund to help build up trade in 
Great Britain. This would make $100,000 in cash. 
With this amount form a corporation in England, 
that is, of course, a limited liability company. The 
object of this corporation would be to sell the prod- 
ucts of each of these manufacturers to the iron- 
mongers exclusively in Great Britain. The manu- 
facturers in return undertake to sell their products 
only through the English company. A good regis- 
tered name must be obtained which smacks of 
conservatism and sturdiness, and each of the sev- 
eral manufacturers must supply his merchandise 
under that one general name. For want of a better 
name let us call it “Iron-clad” hardware. It will 
be the business of the English company to sell 
“Tron-clad” hardware, “Iron-clad” woodenware, or 
“Tron-clad” whatever it may be, exclusively to the 
ironmongers in Great Britain. Everything will 
be sold on a price maintenance plan, for the pro- 
tection of all, any ironmonger who cuts will not be 
acceptable as a customer for more goods. Prices 
can be maintained legally in England. Harry Ford 
recently carried a case through the English courts 
and won hands down. 

The company would buy what was necessary to 
carry a complete line of all the twenty manufac- 
turers’ goods either in Liverpool or London, pos- 
sibly both. They could make shipments to the 
trade from the stock carried and one shipment 
might contain a small variety of each of the twenty 
manufacturers’ goods. Each one in itself not 
enough to pay for a separate shipment, but in the 
accumulation making a very tidy order. Incident- 
ally, the greater the variety of goods that the com- 
pany could offer, the greater would be the chance 
of procuring opening orders. 

Combine American Management with English Sales- 
manship 

It would be necessary to have for a manager a 
man who was thoroughly familiar with the Amer- 
ican goods also quite at home with the English 
method of merchandising. While the American 
traveling salesman has my respect and admiration 
for his ability and general manhood, I most em- 
phatically would impress upon any manufacturer 
desiring to secure a trade in England that he would 
be well advised to secure English salesmen, and 
simply train them in his goods. 

Place our American manager, a man who has a 
knowledge of English merchandising methods, and 
let him have a score of English salesmen and you 
will have a combination which should lead to much 
greater efficiency than either all Englishmen or all 
Americans. Our American manager would probably 
require in round figures twenty salesmen to cover 
the British Isles. Bright young men who have had 
possibly a little traveling experience, but who in 
every case have had retail selling experience would 
be the ideal type to secure for this work, for they 
will be more amenable to suggestions than the 
older salesman who is always liable to resent sug- 
gestions as a reflection upon his own ability: The 
type of salesmen that I mean could be secured for 
three pounds a week, that is $15, his traveling 
expenses which would probably be as high as five 
pounds a week, or $25, and a bonus of say 5 per 
cent. on ail business he secured over a thousand 
dollars a month. This will enable him to add two 
pounds, $10 a week, to his salary, making it five 
pounds a week, which as you know is splendid 
money for Great Britain, its buying power being 
so much larger than over here. The manager for 
your company would probably have to be paid a 
thousand pounds a year, that is, $5000 a year and 
a bonus of say 5 per cent. on all over $15,000 worth 
of business a month. In each case no bonus should 
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be paid until a whole year has been worked when 


the first year’s bonus will be paid in one sum. 


After the first year the bonus should be paid every 
three months in each case if the average for the 
previous twelve months’ business was not less than 
the minimum quota. 


Make Haste Slowly 


When the manager of this company has secured 
his twenty salesmen they should be thoroughly 
trained not only in the merchandise itself, but in 
the best method of presenting it before letting them 
go on the road at all. It would be necessary to 
make haste slowly, for the first invasion which these 
salesmen make upon their trade should go a long 
way of winning confidence and business. Each 
salesman will be given a territory, of course, and 
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A typical English ironmonger’s window 


he will work that territory by taking a stockroom 
in one of the best hotels in each town where he will 
attractively display the whole of his line and invite 
the ironmongers only to view his stock. He must 
be impressed with the fact that instant dismissal 
will follow if he attempts to take orders from 
anyone else other than a legitimate ironmonger. 


The English Discounts and Credits 


The traveler should call upon his trade every 
three months and at each visit must have some- 
thing new to show his trade and something season- 
abel, of course, besides the general line. The terms 
under which he will have to sell his merchandise 
will be 21% per cent., 30 days, net quarterly. It is 
a custom with a great many ironmongers to buy a 
general line from a traveler one journey, leaving the 
payment until he comes the next journey, when he 
pays him for the first order and places his second, 
so that our salesmen will have not only to sell but 
to look after the collections upon each visit, where 
necessary. These terms seem long to us of course 
but they are customary in England and you will be 
pretty wise in allowing them. Ample report ob- 
tained on the financial standing of any trader and 
the prices charged will be sufficient to allow for 
this extended credit. 


Dealer Helps 


Now the fact that this concern will sell a variety of 
makers’ goods under one general trade name is not 
all that must be done to secure the business in Great 
Britain. I would urge the preparation of a catalog 
comprising the full line of all the makers. This 
should be supplied to ironmongers only (with their 
own name, of course, imprinted) at cost. More- 
over, I should suggest a fairly liberal supply of 
printed circulars or folders and such new lines as 
will be brought out from time to time, but these as 
well as the catalogs should be supplied only on 
requisition. An advertisement printed on 18 x 24 
wrapping paper and sold at a nominal price will be 
very acceptable. Dealer helps in the way of display 
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cards and show cases would help. Where possible 
let your show card have one of the articles which 
it is advertising attached to the card itself. The 
retail ironmonger is very fond of displaying such 
goods. A well-made window transfer to the effect 
that “This is an ‘Iron clad’ store—everything sold 
under the ‘Iron clad’ name will be exchanged if not 
perfectly satisfactory either in this or any other 
store displaying this sign,” or “ ‘Iron clad’ hard- 
ware can only be obtained from ‘Iron clad’ iron- 
mongers” would help. On the top of all this I 
should urge that the company do a certain amount of 
local newspaper advertising, based upon the total 
amount of business done in that town. 

It will not be necessary to make a high percentage 
of appropriation for this purpose. Every week one 
article should be advertised in local papers and 
underneath it placed the legend that it can be ob- 
tained from all “Iron clad” ironmongers, then fol- 
low with a list of the ironmongers. This is a co- 
operation which is practically new to the ironmon- 
gery trade in England and one which will be more 
than appreciated. Then again special seasons’ 
goods, say lawn mowers, as an example, should be 
advertised in the national weekly and monthlies 
with a legend “can be obtained from all ‘Iron clad’ 
ironmongers,” “look for the sign,” or something to 
that effect. It can readily be seen that this plan 
gives the ironmonger support and co-operation and 
exclusiveness which cannot help but appeal strongly 
to him in his present state of mind. He cannot 
help but feel that there is a company of standing 
and money at his back who is looking after his in- 
terests exclusively, who is helping him intelligently 
and earnestly to sell his goods and whose interests 
are wrapped up so closely with his own that no ques- 
tion as to his loyalty could possibly be entertained. 


House Organ a Ticklish Subject 

Of course a house organ would follow naturally, 
but a word of warning is necessary in that direc- 
tion. The English retail merchant, as a rule, will 
resent nearly anything in the way of a suggestion 
for him to adopt. He feels that it will be an inter- 
ference in his business—that you are trying to 
teach him something which he feels he already 
knows and will resent promptly anything which 
smacks of interference in his business methods. 
Handled judiciously, however, a great deal of dealer 
help and suggestions can be supplied to him through 
a well-conducted house organ, but this should not be 
started as such at once. A good way to start such 
a proposition would be by writing occasional letters 
to each buyer or proprietor for say a year, and then - 
start a small house organ and say it is at the re- 
quest of many good friends and that if they wish to 
have it it will be sent with pleasure free of charge. 
Only send it on request. Don’t worry but that it 
will be asked for by that time. This is not offered 
as a cut-and-dried plan for securing business in 
England, but only as a suggestion upon which such 
manufacturers as desire can build a real business. 
It is hardly worth mentioning perhaps, but in clos- 
ing let me say that the quality of the goods must 
be unquestioned and that the most liberal policy be 
adopted toward the buyers. 


George H. Bishop & Co. Open New 
York Office 


PA gerelogrnie H. BISHOP & CO., of Lawrenceburg, 

Ind., announce that they have opened a New 
York office at 253 Broadway, Room 205. Telephone, 
5909 Barclay. 


THE UNION HARDWARE COMPANY, Torrington, Conn., 
will build an additional factory, 22 x 71 ft., one story. 
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Ske) warseoee 
Increased His 
Tackle Sales 











‘AY, Jim, where can I find a 
day’s pickerel fishing without 
spending a week in getting there?” the customer 
wanted to know. 

“TPickerel?”’ echoed the hardwareman, reflectively. 
“Let’s see, I think that I’ve some good dope on that. 
Wait a minute, while I try and dig it up.” And he 
disappeared into the office. 

Five minutes afterward he emerged with a smile 
on his face and a piece of paper in his hand. 

“Suppose you try Green’s Pond up on the Q. Y. 
X.? It’s two hours out, costs two fifty round trip 
and they got some four pounders there last season.” 

“That listens good,” said the customer. ‘“‘Where 
do I stop and can I get live bait there?” 

“Stop at French’s,” said the hardwareman. “Two 
dollars per day, with meals; it’s half-mile from 
where you can hire a boat for fifty cents, and if 
you’ll wire ahead they will have bait for you.” 

“Bully,” was the customer’s comment, and he pro- 
ceeded to negotiate for a couple of dozen hooks and 
some leaders. 

“If you are going to get your minnows at the 
pond,” observed the hardwareman, as he tied up the 
purchases, “why don’t you take a folding bucket 
along; it won’t take up any room in your duffle, and 
you know the kind of leaky bait killers that they 
hand out to you at those boat liveries. Got a peach 
here that I want to show you.” 

The customer agreed with Jim, and the folding 
minnow bucket joined the hooks and leaders. 

Just as the customer was leaving Jim remembered 
something. 

“Say, they caught a three-pound small mouth up 
there on a ‘wiggle-woggle’ bait last summer. Do 
you want to take a chance?” 

“Sure,” said the customer. “How much 

“Only seventy-five cents,” admitted James. 


9? 


WHEN the customer had departed I approached 
Jim. 

“Would you mind telling me how you happened to 
know just where to send that man, and how you 
happened to have the two specialties that he 
needed?” I inquired. “Also what would you have 
done had he been after trout?” 

Jim grinned. “It wouldn’t have made a bit of 
difference if he had wanted trout, big mouths, sun- 
fish, catfish or eels. I could have put him next to 





any of ’em within reasonable distance of here and 
handed out tackle to match. 

“‘Now, that man is a real fisherman. He takes a 
two weeks’ vacation every year and goes the limit 
in railroad fare and time to get something big. 
When it comes to faraway places he knows all about 
it, but when he wants to spend his week ends and 
holidays near home he would rather come to me 
than put in a lot of time with railroad folders and 
start on a guessing match as to whether his catch 
would cost him fifty cents or five dollars a pound. 
Also, I can tell him as much about what to take 
with him as he would find out by making an experi- 
mental trip. 

“It’s easy to sell things to a fisherman. I never 
saw one yet who had all the rods that he wanted, 
and when it comes to fixings, a man with enough to 
start a store on his own account always accumulates 
a few more previous to starting on a fishing trip. 

“Fishing tackle is largely self-selling if you handle 
the goods which local trade wants and can get the 
fishermen to consider you their information bureau. 

“IT have made it a point to accumulate the kind 
of information that the week-end fisherman wants, 
because there are fifty-two week ends in a year, but 
only one vacation.” 

“But how do you get your information?” I asked. 

“Come inside and see,” was the cordial reply as 
he accepted my cigar. 


ééTNNHE first move,” he continued, as we seated our- 

selves, “was to pick out a bunch of fairly 
good fishing waters within reasonable distance of 
town. The second, to write the transportation com- 
panies for information regarding fares and the 
names and addresses of hotels and boarding houses 
accommodating fishermen. 
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“Then I went to my printer and had him strike 
off a supply of these,” and the hardwareman handed 
out the following forms: 


Dear Sir: BLANKVILLE, OHIO, .....eccccccsecees 

Customers purchasing fishing tackle from us often 
ask information regarding good fishing waters. 

We understand that the fishing in your vicinity is 
extremely good, and, if you will carefully fill out the 
enclosed information blank, will be glad to tell our 
friends about your house. 

We enclose stamped envelope for your reply. 

With best wishes for a successful season. 


Please fill out this blank as fully as possible and re- 
turn it in the stamped envelope, which we enclose. 
ek hace ca visas eco ss cus pease seuss 


, Return to JAMES SMITH & CO., 
i. Dealers in Fishing Tackle, 
cam 44 Main street, Blankville, Ohio, 


‘ ‘yoy can bet that the resort proprietors didn’t 

waste much time in waiting to get those 
boosting blanks back to a man who was willing to 
boom their business. 

“And you can also wager that the information 
regarding the best baits and flies, also the advance 
tip as to whether a man would need a regular min- 
now bucket to carry his bait or a folding one to use 
on his arrival, helped me to select stock in a way to 
cut dead goods down pretty close. 

“‘And another thing,” he continued, “I don’t take 
long chances by trying to hog the whole game. 

“T’d a lot rather that an occasional customer 
would go to a big city sporting goods house for a 
fifty-dollar tarpon rod or a salmon outfit than I 
should be paying carrying charges and overhead on 
a class of tackle which for my trade would be a 
hundred to one shot. 

“T never let it get out of my head that I’m cater- 
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ing to that class of people who constitute the big 
majority of the population, and don’t try to put 
kinks into by plant by trying to outfit millionaires. 

“Of course, I want to make sales, but my informa- 
tion slips allow me to sell something with which my 
customers have the best chances of making good 
when the catch is weighed, and the customers know 
that it’s better economy to pay me one dollar for 
something that has done the trick where they are 
going to use it than to give up seventy-five cents to 
a mail-order house for an article that is a gamble.” 


A bees hardwareman had sized up the situation 

pretty accurately. Fishing tackle is a line 
that will pay well if handled with the same amount 
of intelligence in selling and the same foresight in 
buying as are devoted to his other goods. 

It is to a great extent dependent on whether the 
dealer is willing to make an effort to size up his 
prospective trade and its requirements. And an 
information campaign such as outlined above will 
materially assist in such an effort. 

The perfection to which American tackle has 
attained and the production of it in quantities has 
placed the angler of moderate means in a position 
to acquire an outfit of a quality which a few years 
ago was within reach of only the moneyed man who 
patronized the more expensive exclusively sporting 
goods establishments. 

As a result, the number of fishermen has increased 
beyond the bounds of what the most hopeful manu- 
facturer of yesterday would have considered pos- 
sible, and this increase is largest among the very 
class with whom the hardwareman has always num- 
bered his best customers—the average salaried 
family man. 

This is why the retail hardware dealer is the 
logical outlet for the tackle trade. 


Facts of Interest to Travelers 


_ of 140 pages, each 9 by 6 inches, gener- 
ously illustrated, entitled “Facts of Interest 
to Travelers and Importers by Rail or Water,” edi- 
tion of 1914, copyrighted, issued by Arthur W. 


‘Robertson, 127 East Baltimore street, Baltimore, 


Md., for gratuitous distribution, is well worth 
perusal whether the individual travels much, little 
or not at all. It is published in the interest of the 
traveling public, whether on business at home or 
abroad; on commercial trips or touring for pleasure. 

A few of the subjects taken at random relate, for 
instance, to railway travel in America, baggage and 
baggage insurance, the art of tipping, European 
languages spoken, flags and funnels for the ships, 
foreign money exchange, guide books, books of 
travel, bell time on ship board, a trip around the 
world, foreign currency tables, glimpses of Latin 
Europe, location of the steamship piers and rail- 
road terminals, New York, changes in ocean travel, 
strange far-off places, the Balkan states, a circle 
tour from New York to New York, the lure of 
Tivoli, travelers’ checks, United States passports, 
vocabulary—French, German, Italian, Spanish and 
English; beauties of the English lake district, 
tickets and staterooms, delightful trips at our door, 
camping tours, official requirements of the United 
States custom service, shipments of foreign pur- 
chases, blessed Baedeker, etc. 

The charm of the book is the clever, interesting 
way it is written and arranged for the information 
and convenience not only of the novice who will be 
greatly enlightened, but by the sophisticated who 
are not passe in the art of going directly to distina- 
tion instead of by round-about ways at the least 
expense in fares and time. 
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HOW GREEN STOCKED MOTOR 
ACCESSORIES 


A Hard-Fisted Merchant Finally Breaks His Shell of Conservatism 








The rear axle of the farmer’s buggy was jammed against the brake boxing of Green’s car. 


ILLIAM GREEN was a hardware merchant. 

Also he was what is commonly known as a 

“tight-wad.” The combination is not 

often found in these days, but “Bill,” as all the 

boys called him behind his back, was a perfect rep- 

resentation of the type. They used to say that he 

could hold on to a dollar until the eagle looked as if 

it had passed through a lard press or a fine cutting 
meat chopper. 

The fair-minded ones, who weighed all circum- 
stances without favor, could not blame him much. 
He had started in a small way, had grown slowly, 
had accumulated a very substantial bank balance 
only through closest economies and was very natur- 
ally afraid of rapid expansion. Every time he 
heard people talking about modern fixtures and 
profitable specialty departments the thoughts of 
that bank balance rose in his mind. He could not 
forget ‘how it had been gathered. As the saying 
goes, Bill Green did not think any more of a dollar 
than he did his right eye, but he was a hard man 
to convince that a broader policy, properly bound 
by economy, would produce greater profits. Thus 
he remained in the same little store from year to 
year, using the same old counters and shelving and 
handling practically the same lines of hardware. 


That Persistent Retail Salesman 
One thing everybody was forced to admit about 
Green was that he employed competent salesmen. 
This had not been done through any philanthropic 
motives, but because it had been found cheaper in 
the end. To his dying day “Bill” would never forget, 
or forgive, the underpaid clerk who stole more than 
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his salary for months without being detected. 
Neither could he see a youngster behind the coun- 
ter without remembering the two steady customers 
whose trade had been driven from his store by a 
flippant $4-a-week “know-it-all.” 

It may have been these good retail salesmen who 
saved the day when other stores were making bet- 
ter window displays, putting on special bargain 
sales, and spending money in advertising that 
looked like criminal waste to Green. 

At any rate there was one man on this small 
force who was keen for profitable specialties, or 
side lines, as some are inclined to consider them. 
The regular “turn-down” with which his sugges- 
tions were regularly met when he talked of buying 
such goods never seemed to dampen his enthus- 
iasm or determination in the least. Somehow the 
trade paper which he read regularly every Sun- 
day after church seemed to give a new inspiration 
to try to prod his employer from the rut. made by 
years of constant repetition. 

It was this salesman who first suggested motor 
accessories. He may have gotten the idea from a 
trade paper, or it may have been the purely selfish 
reason of wanting to purchase supplies for his own 
motor cycle at lower prices. At any rate he was 
tersely informed that auto accessories formed an 
individual business, had no’ place in hardware 
stores; the garage keepers were the natural dis- 
tributors, and that furthermore if he (Green) 
could not make a living from the hardware line he 
would get out of the way and let someone else have 
a chance. 
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He could not forget the two steady customers who had 
been driven away by a flippant $4-a-week know-it-all. 


The Feminine Factor in the High Cost of Living 


Some traveling man also broached the subject. 
He got the same answer but only smiled. These 
traveling men have a happy faculty of forecasting 
coming events and the one in question felt sure he 
had seen the indication that some day Green would 
carry accessories. Otherwise he might not have 
mentioned the subject. He merely wanted to im- 
press upon the dealer that if he ever wanted to buy 
anything in the line there was a special catalog to 
be had for the asking. 

The real reason for this belief was due to a con- 
versation with Mrs. Green which had developed the 
fact that she wanted an automobile. The salesman 
had known Mrs. Green long enough to know that 
she usually got what she wanted regardless of the 
plaintive pleas of her husband for more economy. 

“Bill” Green had been forced to do nearly every- 
thing he had ever done. He was forced to work 
hard in the beginning because he had started with 
almost nothing. He had been forced to save 
through the days when most of the boxes on his 
shelves were dummies loaned by an indulgent job- 
ber. He had been forced to employ high-priced 
salesmen because the cheap ones either stole or 
drove away more trade than their salaries amounted 
to. Even with a bank balance which would pro- 
duce pleasant sensations for many hardware men 
he was forced to continue saving because the habit 
had been acquired. He was forced to buy an auto- 
mobile for the sake of his peace of mind. He fin- 
ally decided that an auto would be cheaper than a 
divorce, and, as usual, he did the thing which was 
cheapest. 

Do not entertain for one moment the thought 
that Green was mated to a spendthrift. On the 
other hand, Mrs. Green had been just as economical 
in the early days as it was possible for a woman 
to be. She had made her own hats and clothes, 
*had stood for hours over hot stoves boiling and 
roasting cheap cuts of meat to a fair degree of 
tenderness because of the few dimes that could be 
saved. 
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But when the lean days were passed she ceased 
to take such an active interest in further accumu- 
lation. Down deep in her really selfish little heart 
lurked the fear that she might be the first of the 
two to pass away, and the thought that another 
might take her place and enjoy the fruits of her 
early economies cost Green more money than the 
actual desire to have certain luxuries. 


A Word About “Fully Equipped” Cars 


The car Green bought was selected after a care- 
ful investigation—the greatest care being exer- 
cised in piloting his wife away from the expensive 
kinds. Of course, it was “fully equipped.” — All 
cars are—until the owner has run them for a few 
weeks, mixed with a few others in the “car-owner”’ 
class, and finally fallen into the clutches of some 
salesman whose sole ambition is to keep the auto 
accessory manufacturers working their plants over- 
time. 

It took some time to convince Green that his 
car was not fully equipped. He was of the type 
who can look at a grape fruit and see only an over- 
sized lemon, and he steadfastly closed his ears to 
suggestions of his neighbors and the garage 
men who suggested various items which his car 
was sure to need. 


The Skid That Broke the Crust 


As a matter of fact it was another case of force 
that opened the eyes of our spendthrift (?) friend. 
If he had not chanced to see his competitor stand- 
ing on a street corner one sloppy day, if he had not 
let the human desire to “show off” get the better of 
his judgment, if he had braked a bit as he turned 
that corner in his machine, the chances are this 
story would never have been written. 

The speedometer needle registered just 16 miles 
when he did make the turn and the car took one 
of those undirected exploring trips that all cars 
sometimes do. When the tour ended the rear axle 
of a farmer’s buggy was neatly jammed against 
the brake boxing of Green’s car, the ground was 
littered with broken spokes and Mrs. Green was 
crumpled in a faint on the rear seat. Visions of 
repair bills and a possible damage suit dimmed 
Green’s thoughts and he inwardly cursed the nig- 





They came to buy tools and stayed to talk accessories. 
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“Better send some more of those vulcanizers.” 


gardliness which had made him refuse to buy the 
set of tire chains the garage man had suggested. 

Reaching his store he took down the accessory 
catalog, which that traveling salesman had sent, 
and figured the approximate cost of a set of chains, 
then called up his garage keeper. Now the garage 
keeper was not attempting to extract any exorbi- 
tant profit but the difference between the catalog 
quotation and the retail price was enough to make 
Green “see red.” His pleas for a merchant’s dis- 
count apparently fell upon deaf ears and finally he 
placed the order only to cancel ten minutes later 
when he learned that the garage was “out of that 
size and would have some in a few days.” 

Thus the first order for accessories which Green 
placed was one for his own use. The salesman 
who had suggested stocking such goods, and who 
had sent the catalog, got that first order by mail 
and smiled as he noticed it. 


Came To Buy Tools—Stayed to Talk Carburetors 


Of course Green could not avoid meeting various 
car owners from time to time. Maybe it was sim- 
ply an exchange of greetings by horn as they 
passed on the road, sometimes it was a gallon of 
gasoline loaned or borrowed, but the number grew 
fast and, as they became acquainted, these people 
formed the natural habit of dropping into Green’s 
when they needed some new tool for the kit. Nat- 
urally they lingered over these purchases to dis- 
cuss the merits of the various cars, exchanging ex- 
periences in adjusting carburetors and various 
other parts of the machines which every dealer 
feels duty-bound to investigate and master. It 
would have been absolutely impossible to carry on 
sueh discussions without various accessories being 
mentioned and it was not long before Green was 
sending in a line of special mail orders that made 
the retail man with the profit instinct smile 
broadly. 

That same salesman was certainly a wonder when 


it came to selling these special orders. His ex- ~ 


perience with the motor cycle and the articles he 
had read on the subject were brought to the res- 
cue of the employer in many instances, and it got 
so that it did not make much difference whether 
the various auto owners talked to the boss or not. 
Thus it followed that Green began to let this same 
man. make out the orders for such goods. He felt 


a little sorry about this when he noticed in one of 
the front show cases an accumulation of about a 
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quarter dozen improved auto jacks, a small lot of 
spark plugs and one or two other standard items, 
but his protest was so weak that the salesman 
promptly forgot it. 


A Live Department in One Show Case 


The show case adopted for the accessories was 
one which had been formerly devoted to tool dis- 
plays. As the weeks passed various sundries found 
their way into it, through the efforts of the retail 
salesman and finally Green awoke to the fact that 
even he was adding one or two items in the stand- 
ard sellers to nearly every order given the far- 
sighted traveler who was combining efforts with 
the salesman to wake up the “old man.” 

The carpenter’s tools were gradually transferred 
to another case and in their place a combination of 
accessories and tools which the car owner buys 
was shown. The way the money tied up in that 
stock was turned was enough to please even as 
hard fisted a merchant as Green, and he showed 
this pleasure one day by getting in touch with a 
large local accessory dealer and making arrange- 
ments to carry a sample of the tires which this 
concern sold. After that it was all over but the 
shouting. The salesman celebrated this event with 
a window display of accessories that had people 
talking for several weeks and wondering who had 
pried the shell of conservatism away from Green. 
Some one even had the temerity to mention his 
“Auto Accessory Department” to Green and, game 
to the finish, he promptly replied that he had no 
such department nor any other department for that 
matter. He was running a regular hardware store 
and expected to continue doing so. But after the 
visitor had gone he chuckled a bit as he glanced at 
the “show-case-department,” for he had just been 
checking up the sales from the line and the gate 
receipts were pleasing to him. By the way, that 
right-hand man of his never did know it, but that 
same show case—and its contents—had a good 
deal to do with the raise which Green—breaking 
all former precedents—gave him shortly after the 
checking up had been done. 
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Some one even had the temerity to mention his “Auto 
Accessory Department.” 
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LOOKING BACKWARD! 


The Path May Be Attained but It Is Still a Long Way 
to Success 








EW men know real success before they are thirty. Many do not taste 
H of its sweets until they are forty. 


The road over which one must pass to reach the goal is the 
rugged and difficult part of the journey. There are more hardships in 
mastering a knowledge of a thing than there are in applying that knowl- 
edge once it has been gained. 


The man who looks backward and gives up faint-heartedly when he 
has attained the path that leads to success deserves to fail. 


Let the faint-hearted remember that Napoleon was penniless as a lad 
and in twenty years was crowned emperor. Charles Dickens was a label 
sticker in a shoe factory before he learned to write. Confucius, the 
Chinese sage, was a small storekeeper. John Bunyan was a traveling 
painter. Mohammed, founder of a great religion, was a shepherd boy. 


The road to success is open, though the path be difficult. There is no 
royal way of reaching the goal. 


Asked to what he attributed his success a great man answered: 
“I defy any man to ask me a question about my business that I cannot 


answer.”’ 
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J. T. Reed, J. H. Th 


Prize winning Pratt & Lambert salesmen on S. S. Baltic off for Europe. 
omas, superintendent of laboratories, 





Standing reading from left to right: 
A. D. Graves, J. H. Waterbury, resident manager, 


Buffalo, A. E. Miller, W. V. Hunn, W. J. Nelson and H. Scheib. Sitting from left to right: R. H. Whitlow, W. P. 


Werheim, advertising manager, F. A. Noe a 


N to Europe!” For the last six 
months this slogan has stimulated 
the Pratt & Lambert sales force to 
maximum efficiency. At the first of 
the year Pratt & Lambert offered 
nine trips to Europe to the sales- 
men making the greatest increase 
in sales and new accounts up to 
June 20, 1914. Every Pratt & Lambert salesman 
entered into the competition with the usual Pratt 

& Lambert spirit. While every man could not win 
a prize, every man could look back upon work well 
done and know that his efforts were not in vain, but 
had placed him a little nearer his quota, which 
if reached, would entitle him to a substantial cash 
bonus at the end of the year. 

From the standpoint of sales, the competition was 
a tremendous success, breaking all records for June, 
for sales increase as well as total sales. The trip 
played up temptingly through the Pratt & Lambert 
sales bulletin, the “Peanelogram,” and salesman’s 
magazine, the “Co-opt-or,” kept every man’s en- 
thusiasm pitched to a white heat. 

The successful salesmen to cross the ocean are: 
A. E. Miller, C. W. Ritter, R. H. Whitlow, J. T. 
Reed, A. B. Graves, F. A. Noe, W. J. Nelson, H. 
Scheib, W. V. Hunn. J. H. Waterbury, resident 
manager, of Buffalo; J. H. Thomas, superintendent 
of laboratories, and W. P. Werheim, advertising 
manager, will also accompany the party. 

On the evening of July 1 a farewell dinner was 
given at the Waldorf-Astoria, New York, by the 
eastern sales department of Pratt & Lambert, Inc. 
This dinner was a most successful affair, at which 
the prize winners had an opportunity of telling how 
they did it. J. H. McNulty, general manager, 
voiced the appreciation of the management, and at 
the conclusion of his remarks presented each of 





C. W. Ritter. 


the prize winners with a gold pencil, suitable for 
fastening to the end of a watch chain, inscribed, 
“Pratt -& Lambert European Trip Competition, 
1914.” At noon, July 2, the Pratt & Lambert 
tourists bade a farewell to the Statue of Liberty as 
the S. S. “Baltic” sailed out of the harbor. 

When the “Baltic” docked at picturesque Queens- 
town, July 10, the Pratt & Lambert party was met 
by W. H. Andrews, president of Pratt & Lambert, 
Inc. 

Many places of historic and scenic interest will 
be seen by the fortunate salesmen before their 
return to the United States. At Queenstown the 
entire party will be the guests of Robt. Ingham 
Clark & Co., the English associate house of Pratt 
& Lambert, Inc., and will begin a trip via train, 
motor car and boat that will occupy three weeks’ 
time. The first stop will be Cork, then Blarney 
Castle and the famous “Blarney Stone,” of which 
they say: 

“If you kiss it, they say, from that blessed day, 
You can kiss whom you please with your Blarney.” 

Other localities of interest which are to be 
visited are the beautiful lake regions of Scotland 
and Ireland, including Killarney, Dublin, Belfast, 
Glasgow, Edinburgh and Oxford, and some of the 
cities in the itinerary. The famous “Giant’s Cause- 
way” will also be inspected by the party. 

A diverting and pleasant event in the trip will 
be a luncheon given the party by F. W. F. Clark, 
managing director of Robt. Ingham Clark & Co., at 
his beautiful Scotland home, Castle Caladh, situated 
in the Kyles of Bute. This estate is known as 


Glen Caladh, and was originally built nearly 200 
years ago, being one of the interesting places of 
Scotland. 

At Ripon, famous for its “Spa” of Harrogate, 
the party will be entertained by the directors of 
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Robt. Kearsley & Co., associates of Robt. Ingham 
Clark & Co. Here will be seen one of the most up- 
to-date and model varnish plants in the world. 
While at Ripon the party will motor to the beautiful 
Fountain Abbey and Studley Royal. 

London and Paris will receive the attention of 
the tourists before their return. At Aubervilliers, 
a suburb just beyond the walls of Paris, the visi- 
tors will be given a luncheon by the directors of the 
French house of Robt. Ingham Clark & Co. A 
thorough inspection of this immense varnish plant 
will then follow. 

After several days of sightseeing and visiting 
places of interest in Paris, the salesmen will board 
the train for Hamburg, the most important port and 
shipping center on the continent. Here they will 
see how varnish is made in the German plant of 
Robt. Ingham Clark & Co. Felix Mankiewicz, the 
managing director, and staff will entertain the 
party at luncheon. 

In London there will be some business, much 
pleasure and sightseeing. When the party arrives 
a three-day convention of Robt. Ingham Clark & Co. 
will take place. Salesmen will be present from all 
parts of the world. Following the business sessions 
there will be luncheons, theater parties, smokers 
and a big banquet at the close. 

The entire convention -party will visit the Robt. 
Ingham Clark & Co. plant at West Ham, a suburb 
of London, which is built upon the site of West Ham 
Abbey, the second Cistercian establishment in Eng- 
land. Some of the walls of the Abbey still remain 
and form a part of the present varnish plant. 

The P. & L. globe-trotters will return to their 
native land on the mighty “Imperator,” arriving 
in New York August 8. Twelve Pratt & Lambert 
men, nine of them salesmen, will return to their 
daily duties with a new viewpoint, perhaps a bigger 
outlook on life—a better grasp on themselves and 
conditions—good material to start with, developed 
into better and more finished material by the new 
experiences, scenes and observations and education. 
When they return they will not only be more valu- 
able to the company, fitted for greater possible re- 
sponsibilities and positions with the company, but 
more valuable to themselves in any connection with 
any company. In other words, this company believes 
in letting its successful men, its most fit men, share 
some of the pleasures of life at their expense—to 
share also indirectly in the profits which they help 
create—a commendable precept for any modern in- 
dustry to follow. 





W. P. Werheim, advertising manager ag" Pratt & Lam- 
bert, Inc., kissing the “Blarney Stone 


Hardware Age 


Westchester Association Gives 
Clam Bake 


deen Westchester County Hardware Association 
of New York held its annual clam bake at Rye 
Beach, Thursday evening, July 23. 

There are 18 hardware stores in this compact 
little association, and every one of them was repre- 
sented at the “bake.” 

Many of the dealers “came early” and enjoyed a 
swim in Long Island Sound as an appetizer. 

H. Whitehead, of Boston, and Roy F. Soule, editor 
of HARDWARE AGE, were the speakers of the evening. 

Mr. Whitehead is an English-trained hardware- 
man, and is well known as an efficiency expert who 
devotes his energies to the selling end. He is the 
educational director of the Young Men’s Christian 
Union of Boston, and the author of a highly recom- 
mended mail course of instruction on salesmanship. 
He spoke on the five elements of salesmanship in the 
hardware business. His remarks were practical and 
right to the point. 

Mr. Soule spoke on the advantages of co-operation 
and gave many specific examples of sales made by 
team work. He then applied these same incidents to 
association work, and commended the Westchester 
County merchants highly upon the spirit of their 
organization. 

During the evening a vote was taken to decide 
just who is the best looking, active hardware mer- 
chant in Westchester County. By an overwhelm- 
ing majority the honors were voted to William 
Jacobson, of New Rochelle, who was arrayed in a 
new shirt of as many colors as Joseph’s coat. He 
was presented with a book on hardware advertising. 
Mr. Jacobson laughingly expressed his appreciation 
and said that he had won because he was not afraid 
to buy a shirt that could speak for itself. 

The Westchester County Hardware Association 
will inaugurate an active campaign for new mem- 
bers during the next few months, and under the 
direction of President Cornell and Secretary Baxter 
they are bound to succeed. 


Joseph T. Ryerson & Son Estab- 
lished in St. Louis 


OSEPH T. RYERSON & SON, Chicago and St. 
Louis, announce the establishment of ware- 
houses in St. Louis for immediate service in their 
lines of finished steel to customers in the territory 
tributary to St. Louis. 

The house is entering the field with the taking 
over of the plant, merchandise, euqipment and good 
will of the W. G. Hagar Iron Company, and also in 
being able to immediately supplement this plant 
with complete modern warehouses and equipment 
for the handling and cutting of shapes, plates, rein- 
forcing bars and similar heavy material. 


Norton Summer School Awards 


Diplomas 


o Norton Grinding Company held its sum- 
mer salesmen’s school at Worcester, Mass., 
last week and leading representatives of this 
progressive manufacturing concern gathered from 
every section of the country to share in learning 
up-to-the-minute uses of grinding wheels. 

The classes were conducted by the officers of the 
company and the superintendents of the different 
departments of the factory. 

The students were put through a four days’ 
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_ MORTONCO ANO NORTON CFINDING TO WORCESTER wage. 


Fac-simile of the diploma issued by the Norton Summer Sc hool to F. A. Chandler. 


course and were then subjected to grilling ex- 
aminations. The graduates were awarded their 
diplomas at the Tatassit Canoe Club, Thursday 
evening. Among those who were awarded the de- 
gree of A. S. S. (Adept Sagacious Salesman) was 
Alexander Chandler of Boston. 
his diploma at the New England Hardware Outing 
at Newport last week, and it was recovered through 
the lost and found columns of HARDWARE AGE. 

We have taken the liberty of reproducing it as we 


Dr. Chandler lost- 


know the many friends of this strenuous associa- 
tion worker from New England will be glad to 
know that Alec is now a full fledged college 
graduate. 

At the Norton school Mr. Chas. H. Norton spoke 
on “Common-sense in the Use of Grinding Wheels,” 
H. W. Dunbar on “Types of Machines Manufac- 
tured by the Norton Grinding Company,” and Su- 
perintendent J. C. Spence on “Efficient Operation of 
Grinding Machines.” 
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WASHINGTON, July 26, 1914. 
ELIABLE forecasts of the order of the Inter- 
state Commerce Commission in the pending five 
per cent. rate increase petition of the Eastern rail- 
roads indicate that the carriers will have to be con- 
tent with something less than half a loaf. 

Substantially, the request for permission to make 
a general five per cent. advance all along the line 
will be denied by the commission, although some 
few increases will be authorized, principally in class 
rates west of Buffalo and Pittsburg. 

From authentic advance information that has 
unofficially found its way out of the offices, enough 
is intimated to conclude that the report, when it is 
finally made public, will be very sparing in the mat- 
ter of allowing the carriers to advance their sched- 
ules, although it promises to be profuse in offering 
advice and handing out rebukes for alleged mis- 
management and loose practices. 

It appears that the commissioners have declined 
to make any concessions to the railroads that apply 
from one end of the territory concerned to the 
other, the area affected by the advances being con- 
fined to the section west of the Hudson River. 

The increase in class rates will apply on traffic 
moving in what is known as Central Freight Asso- 
ciation Territory—that is, territory between Buf- 
falo and Pittsburg on the east and Chicago and 
St. Louis on the west. On some of the local hauls 
in this section the advance, it is estimated, will ap- 
proximate five per cent. 

The general understanding is that no advances 
of any kind have been granted the lines operating 
in the so-called New England territory. 

The report will dwell at length upon the alleged 
financial mismanagement of many of the transpor- 
tation lines, and wasteful and extravagant practices 
will be pointed out, the correction of which, it is 
claimed, should net the carriers many millions of 
revenue annually. 

Furthermore, authority will be granted for the 
filing of tariffs to cover a number of services now, 
in many cases, performed free, such as lighterage 
and floatage at the ports, loading and unloading of 
carload lots, collection and delivery of less than car- 
load shipments, reconsignment and free switching 
of cars. 

Once abolished, these alleged rebates should net 
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Railroad Rate Decision Delayed—Business Conference July 29 
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the carriers, according to the calculations of the 
commission, no less than $25,000,000 a year. This, 
added to the $15,000,000 which, it is figured, will 
come from the advances allowed, will give the roads 
$40,000,000 more than they now receive from all 
operations. 

To have allowed the flat 5 per cent. advance on 
both classes and commodities, as asked for by the 
carriers, would have added in the neighborhood of 
$100,000,000 annually to the income of the rail- 
roads, a tax which the commission does not believe 
should be imposed upon the shipping public of the 
Eastern States. 

Chairman Harlan would give no explanation to- 
day of the reason for delaying the official reporting 
of the decision which was fully expected to be 
handed out before the end of the week. It is con- 
fidently looked for, however, within the next few 
days at the very latest. 

As the roads and the big financial interests chiefly 
concerned in the outcome of this important contro- 
versy have already very largely discounted the effect 
of a ruling such as the forecasts clearly indicate, and 
as roughly outlined above, it is not believed that the 
security market will suffer any material collapse 
when the ruling is made public in all its details. 
Giving the railroads, as it does, partial relief the 
decision will rather, it is considered likely, tend to 
brighten the industrial sky. 

The influence of an increase of freight rates upon 
the ultimate consumer is apparently given consid- 
eration by the commission. The report contains an 
announcement to the effect that the increases grant- 
ed are not sufficiently large to warrant any shipper 
or distributer of merchandise in charging higher 
prices for his goods to the consumer. 


HE Senate now has before it the entire anti- 
trust program, and is showing signs of an in- 
tention to expedite consideration of the three meas- 
ures and pass them along to the President without 
unnecessary delay. By general agreement daily ses- 


-sions are now being held from eleven o’clock until 


six in the evening. 

The Clayton bill, as finally agreed upon by the 
Senate committee and reported during the week, 
contains a number of amendments to the so-called 
“price discrimination” section. 
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Discrimination in price as between different pur- 
chasers in the same or different sections or com- 
munities is now allowed “when made in good faith 
to meet competition and not intended to create a 
monopoly.” This section is also amended to permit 
manufacturers and wholesalers to select their re- 
tail customers “in bona fide transactions and not in 
restraint of trade.” 


Ae attack upon the Newlands Federal Trade 

Commission Bill was made during the week 
by Mr. Louis Brandeis, of Boston, “general ad- 
viser,” as it would seem, on all matters relating to 
trusts and monopolies. Mr. Brandeis objects to the 
scope of the authority given the proposed trade 
commission, maintaining that it would amount to 
a Federal guaranty of all railroad securities. He 
promises to carry his objection to the White House, 
if the measure is not suitably amended. 


papremidigeap close upon the withdrawal of the 
name of Thomas D. Jones, of Chicago, as a mem- 
ber of the Federal Reserve Board, it was made plain 
that prompt action will be taken in the matter of 
the nomination of Mr. Warburg, the only remaining 
unconfirmed nominee for the banking board. 

If Mr. Warburg consents to appear before the 
Senate committee and submit to an examination he 
may be confirmed. If he does not so agree his con- 
firmation is concededly impossible. The President 
is aware of this situation and is said to be anxious 
that the matter be quickly settled so that two other 
men may be chosen and the Federal Reserve Board 
constituted and put to work. 

The delay in organizing the new banking and 
currency system, while not calculated to materially 
interfere with the progress of the increasing indus- 
trial and agricultural activities of the country, is 
regretted by those who are interested in the success 
of the new national fiscal policy. 


Seer establishment of a strong American branch 

bank in one of the large South American trade 
centers is an important matter that is awaiting the 
inauguration of the new banking system. It is un- 
derstood here that one of the large New York bank- 
ing corporations has the preliminaries all arranged 
for the institution of a South American branch. 


SIX IMPORTANT TRADE 
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This much desired, though much belated, action is 
one of the first fruits of the recent campaign for the 


extension of American export trade, it being ad- 
mitted that the one largest factor standing in the 





James S. Harlan, Chairman of the Interstate Com- 
merce Commission, the man largely concerned in writ- 
ing the important decision that will shortly be an- 
nounced in the now famous five per cent. rate increase 
case of the Eastern railroads. The decision, according 
to reliable advance information, will substantially deny 
the carriers’ petition, although allowing some few in- 
— and giving much advice as to the correction of 
abuses. 


way of expansion is the lack of proper American 
banking connections in foreign countries. 


RESIDENT WILSON continues his conferences 
with business men. On Wednesday next he is 
scheduled to receive a delegation representing many 
wholesale organizations to discuss business condi- 
tions and prospects. Among the organizations rep- 
resented in the forthcoming conference are the Na- 
tional Wholesale Hardware Association, the Na- 
tional Supply and Machinery Dealers’ Association, 
the Sheet Metal Club, and a number of other big 
commercial bodies. 


ASSOCIATIONS MEET 


PRESIDENT WILSON 


7: HE letters which we print below will be followed 
in the next issue of HARDWARE AGE by the 
story of the interview with President Wilson. 


THE NATIONAL HARDWARE ASSOCIATION OF THE 
UNITED STATES 


PHILADELPHIA, July 24th, 1914. 
HARDWARE AGE, New York City. 


Dear Sirs:—It affords us great pleasure to en- 
close herewith copy of letter addressed to President 
Wilson and copy of reply received from him through 
Hon. Joseph P. Tumulty, Secretary. 

You will see that the President has consented to 
receive a delegation from this Association on Wed- 
nesday, July 29, 1914, at 12 o’clock noon. 

This will be the first opportunity that the whole- 
sale interests of this country have had to present 
their views to the President. 

Great importance is attached to this visit and we 
entertain high hopes that it will result in great ad- 





vantage not only to our members but to the inter- 
ests of distributors throughout the country. 

We are making arrangements for a suitable rep- 
resentation from this association and are also in- 
viting a selected number of other important trade 
associations of wholesalers so that the conference 
may be wide in scope and representative of .the 
great interests of the wholesale distributors of mer- 
chandise throughout the country. 

Respectfully yours, 
T. JAMES FERNLEY, 
‘Secretary-Treasurer. 


PHILADELPHIA, July 17, 1914. 
Hon. WooDROW WILSON, President, 
The United States, Washington, D. C. 

Honored Sir:—Noting that you are favoring the 
business community with an opportunity of express- 
ing their opinion on questions now pending which 
affect so vitally the commerce of the country, per- 
mit me to ask whether you would be willing to grant 
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a few minutes of your valuable time, receiving rep- 
resentatives of over one thousand wholesale houses 
doing business in all parts of the country. 

Those who seek the interview are members of 
associations of wholesale merchants, such organiza- 
tions as—The National Wholesale Hardware Asso- 
ciation, the National Wholesale Dry Goods Associa- 
tion, the National Supply & Machinery Dealers’ As- 
sociation, the National Wholesale Jewelers Associa- 
tion, the Glass Distributors Association, the Sheet 
Metal Club. 

If you are willing to thus favor those on whose 
behalf I write you, I would suggest the desirability 
of having one week’s notice. 

With great respect, I am, 

Respectfully yours, 
T. JAMES FERNLEY, 
Secretary-Treasurer. 


(Signed) 


THE WHITE HOUSE, 
WASHINGTON, July 21, 1914. 

My Dear Sir:—Replying to your letter of July 
17th, I beg to advise you that the President will be 
glad to see the delegation to which you refer at 
12.00 o’clock, Wednesday, July 29th, at the Execu- 
tive Office. Please let me know at your early con- 
venience the organization which will be represented 
as well as the personnel. 


Sincerely yours, 


(Signed) J. P. TUMULTY, 
Secretary to the President. 
Mr. T. James Fernley, 
505 Arch Street, 
Philadelphia. 


Rechlin Hardware Company Opens 
Suburban Branch 


epee following letter received from the Rachlin 

Hardware Company, Bay City, Mich., con- 
tains information of interest to the hardware trade, 
showing the expansion of the Rachlin company, 
and its opinion of HARDWARE AGE: 

HARDWARE AGE, 
New York City. 
Gentlemen : 

We have just closed a deal, which gives us another 
large hardware store, having purchased the entire stock 
and good will of Frank C. Goddeyne, doing business 
at 1707-1709 Third street. 

We will remodel and rearrange the entire stock, also 
add a line of furniture, which will make one of the 
largest suburban stores near our city. 

The store will be known as Rechlin Hardware Com- 
pany Branch with A. J. Rechlin as manager, the build- 
ing is of beautiful red brick, 45 feet wide and 100 feet 
long, two stories with a large basement and warehouse. 

With our main store and this large suburban store 
we figure on doubling our present sales, thus making 
us carload buyers in almost-every line. 

We have not given this information to any other 
magazine as your circulation will cover the entire hard- 
ware field. 

We thank you in advance for a kindly mention in 
your valuable magazine, with best regards, we remain, 

Respectfully, 
RECHLIN HARDWARE COMPANY, 
. W. C. RECHLIN. 


GROUP 1 BANKS OF THE NEW YORK Federal Reserve 
District, including the largest banks, has elected Henry 
R. Towne, president of the Yale & Towne Mfg. Com- 
pany, New York City, as its director of Class B, to the 
New York Reserve Bank. Class B directors are chosen 
from the commercial and industrial interests of the 
districts represented. Mr. Towne’s selection will be 
recognized by those who know him as eminently fit and 
satisfactory. 








Hardware Age 


Butler Brothers Elect New 
President 


HIRTY-THREE years ago Homer A. Stillwell, 
then a graduate of the University of Illinois, 
entered the employ of Butler Brothers, in Chicago, 
as a stock boy. Since that time Mr. Stillwell has 
been continuously in the employ of the firm. He 
became manager of the Chicago house several years 
ago. 

Through his close association with the founder 
and president of the business he has become espe- 
cially well fitted to assume the highest position 
within the gift of the company and this honor was 
bestowed upon him at a recent meeting when Ed- 
ward B. Butler, president, resigned and Mr. Still- 
well was elected to succeed him. 

Frank S. Cunningham, of Chicago, director of 
sales, was elected vice-president, and Jacob H. 
Schoonmaker, of New York, director of purchases. 
Marvin B. Pool, who has been Mr. Stillwell’s assist- 
ant, succeeds him, while John R. Schofield who has 
held the office of treasurer for a number of years 
becomes secretary and treasurer. 

The following letter to the employes of the com- 
pany announced Mr. Butler’s retirement from the 
presidency and the election of Mr. Stillwell: 


To the Men and Women of Butler Brothers: 


In retiring from the presidency and accepting the 
less arduous position of Chairman of the Board of Di- 
rectors, I desire to say a few personal words to my 
associates and fellow workers in Butler Brothers. 

Thirty-seven years ago last February my brother 
and I opened a little wholesale notion store in a room 
twenty by forty in the city of Boston. I have seen that 
business grow until today everyone knows Butler Broth- 
ers to be by far the largest jobbing institution in the 
world. 

Business with me has been a pleasure and not a task. 
This is due to the fact that during all these years there 
has existed among the members of our business family 
a spirit of loyalty and co-operation which, [ am sure, is: 
rarely to be found. 

I have been president of the corporation of Butler 
Brothers for just twenty-five years. It has long been 
my purpose to withdraw from the active headship be- 
fore reaching the age of sixty. It was and is my belief 
that the best interests of a great and growing business. 
require a young man for the strenuous position of 
president. 

This business could not have become what it is unless 
it had developed for its important posts young men of 
ability. Today there are in our five houses no less than 
a score of men any one of whom is qualified to assume 
the responsibilities which I am laying down. 

Mr. Stillwell and I have been so closely associated for 
many years that his succession to the presidency will 
mean no change in policy. It will, I am sure, lead to a. 
quickening of energy throughout the organization that 
will cause the business to expand even more rapidly 
than heretofore. I am most happy to be able to hand 
over the reins to one so well equipped in ability and ex- 
perience, and whose personal and business are so high. 

My health was never better than itis today. I am not 
retiring from business nor from Butler Brothers. As. 
Chairman of the Board of Directors I shall continue to- 
be in touch with the business in its broader aspects. My 
financial holdings will remain unchanged, and my inter- 
est in the welfare of Butler Brothers will be no less. 
warm in the future than it has been in the past. 


Sincerely, 
(Signed) EDWARD B. BUTLER. 





Nebraska Association Announces. 
Convention Dates 


HE Nebraska Retail Hardware Association will 
hold its annual convention and hardware ex-- 
hibit February 9, 10, 11 and 12, 1915. 
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E. M. Healey Combines Pleasure 


with Business 


13 M. HEALEY, of Geo. W. Healey & Son, Du- 
* buque, la., has become an ardent motor boat 


fan and is quite proud of his new runabout “Sis” 
which is shown herewith. 

The “Sis” is 26 feet long, four and one-half feet 
beam, and is equipped with a 16-20 Beerler engine. 
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“Sis” the motor boat of E. M. Healey of Dubuque, Ia. 


Mr. Healey makes frequent week-end trips in 
the boat. He recently made a trip to St. Paul, 
Minnesota, to spend the Fourth of July. He made 
the return run from St. Paul to Dubuque in one 
and a half days. 

In a letter to HARDWARE AGE Mr. Healey states: 
“Owning a motor boat gets one in touch with boat 
owners, and as we handle marine supplies we find 
it pays.” This proves that an enterprising hard- 
ware man can combine pleasure with business. 


‘‘One Minute—Please—Shafer ’’— 
Visits Hardware Age 


66 NE minute—Please.” In daring red the words 
stood out on the business cara of this hust- 

ling member of the Premier Electric Company of 
Chicago. 

He got the minute and stretched it into one of 
the most interesting half hours of the week. 

Henry Shafer is an optimist. .He thinks that 
business for the remaining months of the year is 
going to be good and is out after it as energetically 
as though every factory in the country was working 
overtime. “Some of my friends in Chicago,” he 
said, “advised me to delay a long business trip until 
the business outlook was better, but it looked mighty 
rosy to me and it has looked better as I have worked 
my way from Chicago to the Atlantic Coast. I 
have received business in good volume in every city 
I have visited and I can say that even here in New 
York, where pessimism is supposed to predominate, 
that the dealers are buying. “Look here,” he con- 
tinued, as he produced a long black order book from 
his hip pocket, “these are orders for prompt ship- 
ment. There is plenty of business in the United 
States right now and there would be more if men 
would sharpen their wits with their lead pencils 
and go out after it.” 


North Dakota Association to Meet 


in February 


HE North Dakota Retail Hardware Association 
will hold its convention the third week in 
February, the date and place to be determined later. 
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Chicago Retailers Hold Annual 
Picnic 
feos annual picnic given by the Chicago Retail 
Hardware Association was held at Brand’s 
Park on Tuesday, July 21. It has been customary 
in previous years for the retailers to go out of the 
city for these affairs and this year it was decided to 


change this policy and. hold the picnic in a park 
where car service could be had, enabling the mem- 


. bers and guests to reach the grounds at any time of 


the day they wished. 


A large attendance enjoyed the day by bowling, 
dancing and in other amusements which were pro- 
vided. A “really” German band was secured 
and kept things lively on the grounds between 
dances. 


A number of Milwaukee retailers spent the day in 
Chicago as guests of the association and special en- 
tertainment was provided for them. They were 
met at the Northwestern depot by the entertain- 
ment committee and were first treated to an auto- 
mobile drive through the south side parks. A spe- 
cial escort of motor policemen was provided who 
worked a block system on crossings which enabled 
the automobile party to make excellent time through 
the park system. 

At noon the party stopped at the Hardware Club 
of Chicago, where the entertainment committee 
was reinforced by a number of association members 
and representatives of jobbers and manufacturers. 




















A group of applicants for “Fat Man” honors. Left to 
right: Frank J. Holliz, Milwaukee; A. Vere Martin, 
Manufacturers’ Representative; Fred G. Reinhold, Mil- 
waukee; Harry Lihe, Stanley Works; Louis Bartman, 
Milwaukee; D. G. Smith, Stanley Works 


After an excellent luncheon had been enjoyed, 
H. B. Macrae, of Reading Hardware Company, as 
toastmaster introduced the principal speaker of the 
day, Judge Michael F. Girten, who kept his audience 
in a constant uproar for twenty minutes. Follow- 
ing Judge Girten short talks were made by Messrs. 
Henry Stuckart, W. H. Beegle, Edward Krause, 
August Schupinsky, Jr., Mr. Bussee, “Billy” Wal- 
ler, of Hibbard, Spencer, Bartlett & Co.; Mr. But- 
ter, A. Vere Martin, Adolf Manschilf and R. A. 
Peterson, of HARDWARE AGE. 


The party enjoyed an auto ride through Lincoln 
Park after the speech-making had ended and 
reached the picnic grounds about 3 o’clock. 

The Milwaukee guests extended hearty invita- 
tions to their hosts to attend the picnic which the 
Milwaukee Association will hold early in August, 
and promised to return in the usual hearty Milwau- 
kee manner the courtesies which had been extended 
to them. 
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Reading from left to right: 1. The three oldest retailers in Chicago, Charles Dinet, C. F. Wooley, 
Harry Stuckhart. Note Mr. Stuckhart’s pose. He is candidate for county treasurer. 2. They all smiled for 
the camera man, even “Ohle” Ohlendorf. 3. Not “Pinched” but “Posed.” The Milwaukee guests en route to the 
picnic grounds. 4. A. C. Ohlendorf, the coolest man on the grounds, kept the crowds amused. 5. The Milwaukee 
delegation and the Chicago Reception Committee. 6. The “Octagon” was one popular place. 
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Weed Chain Tire Grip Company 
Obtains Injunction 


f dene Weed Chain Tire Grip Company, 15 Front 

street, New York City, manufacturer of the 
Weed anti-skid tire chain, asserts that its patent 
protection on tire chain is broad enough to cover the 
manufacture and sale of repair.parts also, and has 
obtained an injunction from Charles M. Hough, 
judge of the District Court of the United States 
for the Southern District of New York, against the 
Frasse Company, of New York. 

The Weed Chain Tire Grip Company advises 
HARDWARE AGE that it owns a basic and evasion, 
proof patent on tire chain, which makes it unlawful 
for any dealer to sell material and parts adapted 
for or intended to be used in the manufacture or 
repair of tire chain, such as cross chain hooks, side 
chain hooks, German machine chain for cross 
chain, and Triumph chain for side chains. 


Danbury Hardware Company Visits 
Savin Rock 


P  Vasaedng twenty-five employes and friends were 

the guests of A. R. Jones, proprietor of the 
Danbury Hardware Company, Danbury, Conn., on 
July 22, when the party journeyed to Savin Rock, 
a resort situated about fifty miles from New Haven. 
Five automobiles were used for the purpose, and 
after a delightful ride along the Sound occupying 
several hours, a shore dinner was served, after 
which the guests spent the afternoon participating 
in the various amusements at the Rock. 

The cars which conveyed the excursionists, were 
profusely decorated with Danbury hardware ban- 
ners, and banners were suspended on the back of 
each car referring to Danbury’s chief industry. 
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After a visit to the “White City,” the entire party 
started homeward, via the shore route, and the out- 
ing was voted the best that they had enjoyed for 
some time. 

This annual outing of the company, is looked for- 
ward to with a great deal of pleasure and expecta- 
tion by the employes of the concern. 

The photograph, herewith reproduced, shows the 
party ready to start. : 


Psychological 


AY, Josh, what means this deuced word they talk 

so much about 

Which seems to have upset all things, put business 
all to rout. 

The Teacher says it is not much, ’tis only in the 
mind, 

And when the epidemic’s past, good business we will 
find. : 


é eee word just now is uppermost, and surely has 
the roost, 

I’m hoping that it can be used to give to trade a 
boost. 

The Lord was certainly good to us, has sent a 
bumper crop, 

But what will Teacher do to stop a further business 
drop? 


( Reeders we'll have to bide our time till election 
comes around, 

For I feel sure that by that time a cure will have 
been found. 

The cure will be the ballots, as experience has 
taught; 

The politicians fear them most: good reasons why 
they ought. 

Alfred D. Clinch of Underhill, Clinch 
& Co., New York City. 
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Employes and guests of the Danbury Hardware Company ready 


to start for Savin Rock 














A Stayer 


¢é7T isn’t steadiness and humdrum regu- 

larity that win a man success in New 
York to-day. No, indeed. It is brilliance. 
@ It is audacity.” 

The speaker was Johnson Bowen, the suc- 
cessful Chicago promoter, the scene a ban- 
quet of advertising men in New York. He went on: 

“Two millionaire business men were lunching in 
Fifth avenue when an old graybeard stumped by. 

“*That’s Brown. He works for me,’ said the first 
business man. 

“*He’s an honest-looking chap. Has he got staying 
powers?’ asked the second business man. 

“ “He has that,’ said the first. ‘He began at the bot- 
tom of the ladder in ’76, and he’s stayed there ever 
since.’ ”—E'xchange. 


Taking Life Easy 


NITED STATES Senator Lee S. Overman of North 
Carolina is always supplied with a stock of good 
Southern tales. 

“In the southern part of Arkansas,” relates Mr. 
Overman, “where the natives take life easy, a man and 
his wife were one day sitting on the porch when a 
funeral procession passed the house. The man was 
comfortably seated in a chair which was tilted back on 
its hind legs against the side of the house and was en- 
gaged in whittling on a piece of wood. As the proces- 
sion proceeded he said: 

“‘*T reckon ol’ man Williams has got about the biggest 
funeral that’s ever been held around hyer, Caroline.’ 

“*A purty good sized one, is it, Bud?’ queried the 
wife, making no effort to move. 

“*You betcher!’ Bud answered. 

““T certainly would like to see it,’ said the woman. 
‘What a pity I ain’t facin’ that way!’ ”—Everybody’s 
Magazine. 


Her Reply 


E had but recently met an elderly maiden lady in a 

near-by town. On his return home he wrote, ask- 

ing her to marry him and requesting an answer by tele- 

graph. On receiving the letter the lady rushed to the 
telegraph office. 

“How much does it cost to send a telegram?” she de- 
manded. 

“Twenty-five cents for ten words,” answered the 
operator; and this was the telegram her suitor re- 
ceived: 

Yes, Yes, Yes, Yes, Yes, Yes, Yes, Yes, Yes, Yes.— 
Exchange. 


It All Depends 


HEN James A. Garfield was president of Oberlin 

College a man brought for entrance as a student 

his son, for whom he wished a shorter course than the 
regular one. 

“The boy can never take all that in,” said the father. 
“He wants to get through quicker. Can you arrange it 
for him?” 

“Oh, yes,” said Mr. Garfield. “He can take a short 
course; it all depends on what you want to make of him. 
When God wants to make an oak He takes a hundred 
years, but He only takes two months to make a squash.” 
—Exchange. 
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Prodded His Father’s Memory 


R. URBAN was always late to dinner. He lived 

on the Fort Worth Interurban and arrived home 

one evening, as usual, twenty minutes behind-hand. 

His wife was entertaining Mr. and Mrs. Fortune. 
Greeting the guests with effusive cordiality, he said: 

“If I had known this pleasure was in store for me 
I should certainly have arranged my business so as to 
be at home earlier.” 

“Why, Harry,” sighed his wife, “I told you.” 

“I beg your pardon, love; but you are certainly mis- 
taken this time. You probably forgot to mention it. 
On the whole, however, I am glad you did. It is a 
delightful surprise.” 

Mrs. Urban was a spirited woman. This unjust 
accusation came near overthrowing her courtesy. Her 
lips parted, then shut decisively; but a slight frown 
lingered on her forehead. 

Little Tommy read her face. He knew all about his 
father’s poor memory, and he felt it his duty both to 
refresh it and to defend his mother. 

“Why, papa,” he piped, “don’t you recollect? Mama 
told you to be sure to come home early tonight because 
the Fortunes were going to be here, and you said, ‘Oh, 
the devil!’ "—Pittsburgh Gazette-Times. 


Didn’t Look 


OME time ago a little girl rambled into a country 
grocery store and placing an earthen jar on the 

counter asked for ten cents’ worth of molasses. Soon 
the jar was filled, and picking it up the child started for 
the door. 

“Hold on there, youngster,” hastily intercepted the 
groceryman. “Haven’t you forgotten something?” 

“No, sir, I guess not,” answered the girl, pausing and 
looking around. “What is it?” 

“The money for that molasses,” answered the grocer. 
“Don’t give it away for an advertisement any more.” 

“IT thought you got the money,” was the startling re- 
joinder of the youngster. “Mother put it in the jar.”— 
Philadelphia Telegraph. 


College Requirements 


NCLE ZEKE HOWELL had spent all his life on a 
farm. One day a nephew of his visited the farm 
and during the conversation that ensued the old man 
learned that the youth was attending college. 
“An’ so ye go ter college, Sam?” queried Uncle Zeke. 
“What might they learn ye there?” 
“Lots of things, Uncle,” answered the young man. 
“Latin, Greek and also German and algebra.” 
“Ye don’t say?” returned Uncle with a surprised 
look. “Well, now, what might be algebra for turnips?” 
—Everybody’s Magazine. 


Clearly Impossible 


é¢TZYEYTHER,” said little Mickey, “wasn’t it Pathrick 
Hinry that said ‘Let us have peace?’ ” 
“Niver!” said old Mickey. “Nobody be th’ name of 
Pathrick iver said annything loike thot.”—Exchange. 


Frenzied Arithmetic 


EACHER—If there were five mosquitoes on my 
hand and I killed two, how many would remain? 
Gracie—The two dead ones, ma’am!—Exchange. 
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The Doctrine of Optimism 


PTIMISM is an atmosphere in which busi- 
ness thrives. 


Pessimism is a cloud which depresses, smoth- 
ers and kills human endeavor. 


Most men know this, and conduct themselves 
accordingly, but those who should know it best 
sometimes show an amazing weakness of power 
to spread commercial sunshine. 


You can find examples of about anything you 
are looking for among America’s traveling 
_ salesmen; good men, bad men, live wires, and 
- dead ones are in the ranks. Bad ones and dead 
ones are represented in rapidly diminishing 
numbers, and a young army of this class is busy 
right now talking themselves out of a job. 


They are going because they are preaching 
pessimism. That men of this type cannot last 
is a certainty. They are not built of marathon 
material. That they are being crowded off the 
paths of progress is just exactly what might be 
expected, and there isn’t even a corporal’s 
guard of mourners to weep as they walk the 
plank. 


It is a matter of deep concern, however, that 
these discontents are drawing in their wake a 
goodly number of young salesmen who are out 
to win their spurs. 


A hardware merchant is in the market for 
an automobile truck. He is working extra 
teams over-time to take care of his deliveries. 
The man who should have sold him that truck 
is deeply interested in politics however, and he 
has so persistently injected into his sales talk 
the calamities that the present administration 
is apt to bring upon us, that he has thrown a 
chill into a good live prospect, and the dealer 
will wait to see what November brings before 
he buys the truck his business needs to-day. 


Three traveling men and two retailers at a 
hardware outing were talking over business 
conditions. After two of the salesmen had 
summarized business conditions as “rotten” 
one of the retailers remarked that he hadn’t 
noticed it. “My expenses are possibly a little 
higher,” he said, “because hardware is so cheap 
that we have to sell more of a volume to make 
as much money as we did last year, but we are 
doing it. My business was off for a couple of 
months, but our June business was a record 
breaker, and July looks good.” 


That man is a good example of an optimist, 
and he changed the entire tone of the conversa- 
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tion that followed. When we stop to think that 
a little buyer had to pump optimism into 
a supposedly big seller, it tells us why some 
men fail. 


No one denies that business has been de- 
pressed during the last few months, but to ped- 
dle this news won’t build business. Live sales- 
men are aware of the fact that business has 
picked up. Keen business men are looking over 
the rim of tomorrow. They are seeing a calmer 
political situation. There is evidence of more 
confidence in Washington. They see the Presi- 
dent seeking the advice of business men and 
above all these things they see looming up and 
rolling toward us an enormous crop which 
threatens to tax our transportation facilities 
to the limit. 


The wise traveling man will think twice be- 
fore he drops a word of pessimism. If he will 
but ask the retail merchants of the United 
States what the prospects are for fall business, 
and base his remarks on what these dealers 
tell him he must be an optimist. 


On July 3 a map of the United States show- 
ing crop conditions was issued by good au- 
thority. Since July 3 conditions have im- 
proved, and a map revised up to the minute 
would look even better than the one we are re- 
producing on the opposite page. 


It may well be called the map of optimism, 
and salesmen will do well to analyze this map 
carefully. 


Note the number of states where crops are 
going to be above the average. Then analyze 
those states where crop conditions are fair. 
You almost need a microscope to locate those 
districts where crops are poor. 


What story does this map tell? Isn’t it true 
that prices are mighty low on most hardware? 
Isn’t it also true that stocks are low? 


It does not take a prophet to tell that busi- 
ness will be good where crops are good. 


If this map speaks the truth, isn’t business 
going to break some records during the remain- 
ing months of 1914? 


Many old salesmen think so, and they are 
preaching the doctrine of optimism. 


Optimism is an atmosphere in which busi- 
ness thrives. 


















YX 
\ 

















\ \\ 


SS \\ \ \ XY \Y NN oe 
Ww \ \S SN 


my 1 













ee 





























Ln 

























co \ _ 


& 
fry \\ 
A \ 


(Sc 


\\\' 
C a 
< 


















\ 
\ 




















em 
y 
fe 


m> 9 Se% 
’ = Gn 
wt” QL 


\ 




















Prepared by Hardware Age Window Trimming Specialists 


INDOW display suggestions such as we offer 
y y on our weekly page are to be recommended 


for the average store throughout the coun- 
try, as they offer a variety of successful changes 
and novelties which will be appreciated by the pub- 
lic when compared with the changeless methods of 
‘the displays employed by most hardware stores in 
their window schemes; in fact, it is timely and 
catchy window displays that cause people to re- 
mark, “Let’s go past Blank’s, there’s always some- 
thing doing in their windows.” 


Special Sale Idea 


There is a hardware store in St. Louis that makes 
a specialty of offering a certain line of merchandise 


TIME WILL TELL 


lil tell you all 
about the special 
price of these 
Hammers 


Wednesday 








EDNESDAY 
ONLY 























Special sale idea 


on a certain day at a price which will add more than 
usual interest to the showing. 

Our window idea this week shows a suggestion 
for an original sale plan idea of this character. 
This consists of a large frame, preferably cut from 
composition board on which is painted the figure 
of “Father Time.” This frame must be governed 
according to the size of the window. We would 
suggest that this frame be built for permanency, as 
the idea can be used over and over again with very 
little change, as will be explained later. Across the 
top of the card is lettered the phrase “Time Will 
Tell.” The remainder of the space, showing the 























Yho one Percolator that 
makes perfect Coffee ts the 


Universal 























Artistic show card advertising “Universal” percolators 


lettering “I Will Tell You All About the Special 
Price of These Hammers Wednesday” and “Wednes- 
day Only,” should be cut out of composition board 
and the wording lettered on paper and mounted on 
the back of the frame. In this way by utilizing 
different wording to meet each local requirement 
of the merchandise showing, you can use this idea 
over and over again and make it a special Wednes- 
day feature. Of course a display of the hammers 
should be placed around this central design. 





Jennings- 


BITS 


Tlade tithe three styles 
oS reads, Jor ay fiard 


Or guminy woods. 




















Show card that will draw attention to a display of bits 
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In order to make this weekly feature most effec- 
tive a liberal concession should be made on the 
merchandise showing. We think it is usually advis- 
able not to quote the concession until the Wednes- 
day morning of the sale. This will have a tendency 
to create more than ordinary interest. 

Wednesday surprise sales are not new and have 
been used by department stores in smaller cities 
with excellent publicity and sale-pulling results. 
There is no reason why this idea cannot be applied 
to the hardware store. 


Our Show Cards 


Our show cards illustrated this week show quar- 
ter sheet examples, size 11 x 14 inches, embellished 
with illustrations cut from the advertising pages of 
the HARDWARE AGE. Both cards are made with what 
is known as the single stroke method. In other 
words each section of the letter is made with a 
single stroke of the pen or brush. The “coffee per- 
colator” card is made throughout with a pen and 
the “bits” card is made entirely with the pen with 
the exception of the word “bits,” which is made 
with the brush chiselled flat. Each of the cards 
has a double rule border permitting plenty of white 
space around the card so as to give an artistic lay- 
out and appearance. 

A great mistake made by nearly every beginner 
in show card writing is to dabble with all styles of 
lettering without first becoming familiar and mas- 
tering one general style. It is advisable for you to 
select a style that is plain and one that people can 
read at a glance. The letter shown in the accom- 
panying show cards is a good one for this purpose. 
If you will master two or three styles of single 
stroke work you will be able to execute show cards 
suitable for practically any mercantile purpose. 


Retailer Discusses Return Goods 


Editor HARDWARE AGE: 

E read with much interest the article in the 

June 4 number of HARDWARE AGE entitled 

“The Returned Goods Tax,” and as this is a ques- 

tion in which we are very much interested we take 

this opportunity to state the retailers’ side of the 
case. 

The returning of goods always causes more or 
less explanatory correspondence and in the end 
you can see from the jobber’s letters that he thinks 
you have given him the worst of the deal. 

If other people have had the same experience 
that we have we would like to say to Butler Bros. 
that without doubt in most cases the “junk” re- 
turned to them is the same kind of “junk” that the 
retailer received. 

We wish we had some photographs of shipments 
freshly unpacked that we might show exactly how 
goods are somtimes received. 

A few cases are here cited. 

An enameled dish pan 15% inches in diameter 
stood up edgewise and packed in a box 15 inches 
deep. Of course the cover would not fit down 
except under pressure and when sprung the % 
inch necessary to nail it the enamel was cracked 
off in places around the rim. 

Mrs. Potts sad irons packed loose in an enameled 
dish pan and had shucked around in transit. until 
the enamel was broken off in large places on the 
pan. 

And worst of all a table mirror shoved down into 
one end of a box and then the box filled up with 
boxed goods and loose hardware. Of course the 
mirror was broken in more than a hundred pieces. 

We realize just as fully as any one who ultimately 
pays for all this loss and it seems almost a crime 
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to make the consumer pay so high a price for the 
carelessness of the wholesalers’ employes. We 
would like to see them begin to remedy this evil 
right where it starts or at least where a great deal 
of it starts and that is right in their own packing 


rooms. BAKER BROS., 
Andover, N. Y. 


Revolving Harness Rack Built of 
Pipe 


HE harness racks shown here have been in- 
stalled in the new store of the Stone Hard- 
ware Company, Sturgis, Ky. The racks are built 
of l-inch iron pipe uprights with %4-inch cross- 
arms. The pipe rests in a floor flange let into the 
floor and extends through the ceiling. Four sets of 
cross-arms are used on each stand and four arms 
are used to the set. The arms are 18 inches long. 
With a display stand of this kind the salesman 
can take samples of any of the goods shown from 
one point by revolving the rack. It is the intention 
of the firm to add other racks which will be used 
for collars and for harness. 

















Harness racks made of iron pipe used by the Stone 
Hardware Company 


Keuffel & Esser Company in Its 
Own Building 


HE Chicago Branch of the Keuffel & Esser Com- 
pany, of New York City, has completed its 
removal to its new quarters in the seven-story K & 
E Building, 516-518-520 South Dearborn street, 
Chicago. The company recently purchased this 
building and occupies the greater part of it. A 
visit to the splendidly equipped new store (includ- 
ing the complete blueprint department, etc.) so 
much more commodious and convenient than the old 
location, 68 West Madison street, will repay any- 
one interested in the Keuffel & Esser Company line. 


THE PEERLESS HEATER COMPANY, Pittsburgh, Pa., 
upper Seventh street, has bought a site in Beaver Falls 
and will erect a large factory. : 
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Trade Conditions and Iron, 


Steel and Hardware Prices 





ment in the iron and steel trades. 





MARKET SUMMARY FOR THE BUSY READER 


Announcements made of advance in 
prices on four different lines of steel prod- 
ucts caused first signs of probable better- 


In the Central West mills are adding to 





their forces or increasing the number of 
working hours a week. 

Reports from Canada show retail hard- 
ware business better in July than June, with 
the situation in builders’ materials quite en- 
couraging. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., July 28, 1914. 

HE first signs of probable betterment in the iron 

and steel trades came this week when announce- 
ments were made of advances in prices on not less than 
four different lines of steel products. On Saturday, 
July 18, the American Steel & Wire Company, the Cam- 
bria Steel Company, the Youngstown Sheet & Tube 
Company and other makers of wire products announced 
an advance of $1°a ton, and on Monday, July 20, the 
Carnegie Steel Company, Jones & Laughlin Steel Com- 
pany, the Cambria Steel Company and the Republic 
Iron & Steel Company announced an advance of $1 a 
ton on plates, shapes and bars, effective from July 20. 
It was admitted by the officials:-of some of these com- 
panies that the advance in prices on plates, shapes and 
bar&. was not made because of any notable increase in 
the hew demand which had been quiet for some months, 
but simply for the purpose of trying to get the finished 
steel market out of the deplorable price rut. into which 
it has fallen. It is admitted on all sides that plates, 
shapes and bars at 1.10c. leave very little profit, even 
to the larger steel companies with all their facilities for 
large output at minimum cost. In the case of wire 
products the advance was first made by the American 
Steel & Wire Company and was followed by the other 
wire interests. However, the usual policy was followed 
of allowing the large jobbers to cover ahead for 60 days 
at the old prices before an advance was made. 

The leading steel companies state that the volume of 
orders in July held up practically as well as in June, 
but reports of a boom being on in the steel business are 
very much exaggerated: One leading steel company 
states that so far in July it has been running to about 
80 per cent of capacity, and its specifications were close 
to 90 per cent of actual output. There is still hope that 
when the freight rate decision is finally announced it 
will have a beneficial effect on the whole steel trade, but 
the opinion prevails to some extent that the advance in 
freight rates has been already largely discounted, and 
even if the roads are allowed from 2 to 3 per cent ad- 
vance the effect on the steel business will not be very 
marked. Prices on all lines of iron and steel are fairly 
steady, and the rate of operations is slowly gaining. 
At present the Steel Corporation is running to about 70 
per cent of ingot capacity, this being the basis always 
used by the Steel Corporation in calculating operations. 

The local hardware trade is fairly active, but is feel- 
ing the effects of the usual summer dullness. Travel- 
ing men are now taking their vacations, and the volume 
of orders coming in from customers on the road is only 
fairly heavy. The demand for seasonable goods is mod- 
erate, but there is still a disposition on the part of re- 
tail hardware dealers and consumers to buy only for 
actual needs. This applies to practically all lines of 
products and is the policy pursued by the large jobbers 
in placing orders with the mills. One leading pipe 
maker stated the other day that in an order for a car- 
load of pipe there were 18 different sizes. Building op- 
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erations in the Pittsburgh district are fairly active, one 
large department store being under erection, and in a 
short time the Commissioners of Allegheny county will 
start work on the erection of two or three municipal 
buildings to cost about $2,000,000 or more. Active work 
is also going on in this city on the William Penn Hotel, 
which will cost upward of $3,000,000. Hundreds of men 
have been getting employment on these large struc- 
tures, and labor is probably better employed at present 
in Pittsburgh than for some months. 

The settlement of the Westinghouse strike has re- 
sulted in upward of 10,000 men going back to work, and 
general labor conditions in Pittsburgh are more satis- 
factory now than probably at any time this year. Col- 
lections are reported fairly good, and the banks still 
seem to have an abundance of money to lend when de- 
sirable collateral is offered. 


WIRE NAILs.—Effective last week, the American Steel 
& Wire Company, the Jones & Laughlin Steel Company, 
the Cambria Steel Company and smaller makers of wire 
products announced an advance of $1 a ton, putting 
wire nails at $1.55 for the large trade. It is said that 
jobbers and the larger retailers placed some fairly 
heavy contracts at the old price prior to the advance, 
and for delivery within 60 days from date of order. 
Stocks of nails at the mills and also in the hands of 
jobbers and retailers are reported light. 


We quote wire nails as follows: in carload lots to jobbers, 
$1.55, f.o.b. Pittsburgh, freight added to point of delivery. 
Jobbers charge the usual advances over these prices for 
small lots from store. 


Cut NAILs.—New buying is still of a hand to mouth 
nature, jobbers and retailers placing contracts for only 
such quantities of cut nails as are needed for current 
wants. Specifications against contracts are not very 
heavy, but prices are stronger than for some time— 
probably due to the recent advance of 5c. per keg in 
wire nails. 

We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1.65, f.o.b. Pitts- 


burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 


BARB WIRE.—The usual summer dull season in the 
wire trade will soon be over, and the mills expect a ma- 
terial increase in dermnand in the near future. The new 
demand at present is for small lots only to cover cur- 
rent needs, and prices are $1 a ton higher. 

We quote painted barb wire to jobbers, $1.55; galvanized, 
$1.95 in carloads to jobbers, ustiaal terms, freight added to 
points of delivery. Jobbers charge the usual advances for 
small lots from stock. 

FENCE WIRE.—As yet contracting for fall delivery 
has been very light, but makers of fence wire expect 
that during August the volume of business placed will 
be much heavier. New orders at present are confined 
mostly to small lots to complete stocks. 

Prices in effect are as follows: Annealed fence wire in car- 


load lots to jobbers, $1.35 base; galvanized, $1.75, with the 
usual advances charged to jobbers for small lots from store. 
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Tin PLATE.—The new demand is light and mostly for 
small lots, but makers expect that during August some 
contracts will be placed by large consumers of tin plate, 
who did not buy enough to cover their needs for this 
year. The Jones & Laughlin Steel Company has 
started eight more hot tin mills at its plant at Ali- 
quippa, operating 32 in all, and making this the largest 
individual tin plate plant in the world. Specifications 
against contracts for tin plate are not coming in as 
freely as some time ago, and some of the mills are run- 
ning to only about 75 per cent. of capacity. Prices are 
steady. 

We quote 100 Ib. cokes at $3.30 to $3.40 and 100 Ib. ternes 


at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 
ing largely on the size of the order. 


Nuts, BoLTs AND RIveTs.—New orders are still for 
small lots to cover current needs, and buying of nuts, 
bolts and rivets for some months has been from hand 
to mouth, jobbers and consumers not caring to stock 
up ahead. The new demand for boiler rivets is reported 
slightly better, but for structural rivets is only fair. 


We quote button-head structural rivets in carload lots 
at 1.50c., and in small lots at 1.60c.; cone-head boiler rivets, 
1.60c. in carload lots and 1.65c. in small lots, with terms 30 
days net, 2 per cent. for cash in 10 days. Discounts on nuts 
and bolts are as follows in lots of 300 Ib. or over, delivered 
within a 20c. freight radius of maker’s works: 


Coach and lag SCTEWS......ccccsevccs 80 and 5% off 
Small carriage bolts, cut threads............ 80% off 
Small carriage bolts, rolled threads... .80 and 5% off 
Laree. carriage DOME. ...ccccvccesccas 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
Large machine bolts .........ceccees 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small......... 80% off 


Machine bolts, c.p.c. & t nuts, large....75 and 5% off 
Square h.p. nuts, blanked and tapped... .$6.30 off list 


De WE eA k Ke eecid dees eWaeshaess $7.20 off list 
C.P.C. and r. sq. nuts, blanked and tapped. $6.00 off list 
Hexagon nuts, 5% and larger............ $7.20 off list 
Hexagon nuts, smaller than % in...... $7.80 off list 
Crs ee SD ES. oe oa Seesedwecesn $5.50 off list 
CP. See Dee WE. pccktwne chvenue $5.90 off list 


Semi-fin. hex. nuts, % in. or under..85,10 & 10% off 
Semi-fin. hex. nuts, % in. and larger....85 &5% off 
Rivets, 7/16 x 6%, smaller & shorter. .80,10 & 5% off 


Rivets, tin plated, packages........ 80, 10 and 5% off 
Rivets, metallic tinned, packages. ..80, 10 and 5% off 
Standard cap SCTEWS ......scccee0s 70,10 and 10% off 
Standard set-SCrewWS ......-.cece0- 75,10 and 10% off 


STANDARD PipeE.—Large makers of pipe report that 
orders in July were fully as large as in June, and ship- 
ments were slightly heavier. An inquiry is in the 
market from the Arkansas Natural Gas Company for 
54 miles of 16-in. line pipe, and an inquiry for 50 miles 
of 12-in. pipe from Waco, Texas, has again been re- 
vived, but this has been up a number of times and may 
not be placed. Discounts on standard iron and steel 
pipe are quite well maintained, but on locomotive and 
merchant tubes are materially shaded. It is also noted 
that some low prices are being made on line pipe. 


WrouGHtT Pire.—The following are the jobbers’ car- 
load discounts on the Pittsburgh basing card on steel 
pipe in effect from April 20, 1914, and iron pipe from 
June 2, 1913, all full weight: 


Butt Weld 
Steel on 
Inches Black Galv. Inches Black Galv. 
i % and %... 73 52% Ge aninwe’s 66 47 
Aare pay 77 66 | RE eee 46 
GM iis as no sake 80 71 ii ae, (Mees weve 6 deus 69 56 
: Sie Oe eee iacas 72 61 
Lap Weld 
Pee sre ere 7 68 |  Sprtgtahdank Lap 45 
en, OP: Oinencecc 79 70 BM ditpte été es 67 56 
BS eee 6 65 BRA A priate 68 58 
oe 5 ee | 2 OP Gs ses Favs 70 61 
4 er oe 70 61 
BA FF grrr 68 55 
Rea.ned and Drifted 
1 to 3, butt.... 78 69% 1 to 1%, butt... 70 59 
we cosh auess 75 66 i vce wh ia as 70 59 
2% to 6, lap.... 77 68 Bane MP éccctc'e 54 43 
Dat MM: 6's sewed 65 54 
Be a tks ee ae 66 56 
2% to 4, lap.... 68 59 





Butt Weld, extra strong, plain ends 


4, ee Weaedearaeas Ss 63 52 

ee SE . ee Be at eegeeseee .. 60 
, eevee 70 OO -2Mcccccce 72 62 

OE ac kcécwe 71 i and 2%...... 72 63 





















































Lap Weld, extra strong, plain ends 





DS 4 cddiidnisctvdsee 74 65 i. Se ee 65 59 
Bee: OO Bas viecvon 76 67 S ceeeeneek conte 66 58 
4 OO Beriver ss 75 66 2  s Sherr 70 61 
Se 68 57 a OO. Ga is welek'c 69 60 
ee Se oe an 63 52 F BOB 6 cue kiewhe 63 53 
S WS Bese ckasess 58 47 
Butt Weld, double extra strong, plain ends 
sieeve ay hs eo wt 63 56 ctiabe cae ee ee 49 
a ae 66 59% % ee) ae 60 52 
i | ee 68 61 and 2% .....-. 62 54 
Lap Weld, double extra strong, plain ends 
SD Ketter kd epehes 64 57 | DB eccocciceseens 55 49 
214 to 4........ 66 59 | 2% to 4....00-. 60 54 
4 OO Bei vdisede 65 58 | 4 OO Giecsives 59 53 
2 5 ett ee 58 49 +b UWS accviccwtdes 52 42 


To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BOILER TUBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, are as follows: 


Lap Welded Steel Standard Charcoal Iron 


1 Oi @ Misticéscescoan 62 Lan: Mi cé6eeeebe6eee6 604 

2 UN Ae ed ek a a Se) 2a. SE, DB. bicccsoeme 49 
2% and 2% in.......... 6B. 1 BH tm. .ccsvcccvcccvcces 45 
Se BP Ws 2 o.0-s eoesice 70 | 2 ™’ , & aaa 54 
3% and 4% in.......... 72 > Oe Oak Med scevvedpens 57 
Der MR boc cbidecbees Ge | BI OD OSe Mic ccccescoeds 60 
S Ue Be vesivceekdcat Gat ©. GR OS Wb io bb cbs cisice 49 


Locomotive and steamship special charcoal grades bring 
higher prices. 


2% in. and smaller, over 18 ft., 10 per cent. net extra. 
2% in. and larger, over 22 ft., 10 per cent. net extra. 


Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River; lengths 
over 22 ft., and all shipments going west of the Mississippi 
River must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. 


IRON AND STEEL Bars.—It is believed that large con- 
sumers of steel bars are pretty well covered for third 
quarter of this year, and some for the entire last half 
of the year. It is stated that the International Har- 
vester Company, which still buys a large part of its 
steel bars in the open market, has not yet covered. All 
makers of steel bars have advanced prices $1 per ton, 
effective from July 21, and it is said that they are all 
quoting the higher price on new orders. At present the 
absolute minimum of the market for steel bars is 1.15c., 
and some mills will sell only for third quarter delivery 
at this price, asking 1.20c. for fourth quarter. 


We quote steel bars 1.15c. and common iron bars at 1.25c. 
to 1.30c., f.0.b. makers’ mills, Pittsburgh. Regular extras for 
twisting reinforcing steel bars over the base price are as fol- 
lows: % in. and over, $1; % to 11/16 in., $1.50; under % 
in., $2.50 per net ton. These extras are not always obseved 
and mills that roll steel bars from old rails sometimes en- 
tirely omit them. 


SHEETS.—The new demand for black and galvanized 
sheets is good, and the mills report that specifications 
against contracts are coming in at a fairly satisfactory 
rate. Jobbers and consumers are very anxious to place 
orders for third and fourth quarter delivery at present 
prices, but some mills are refusing to sell beyond third 
quarter at the low prices ruling. Last week the Ameri- 
can Sheet & Tin Plate Company was operating to about 
70 per cent. of hot sheet mill capacity, and all the larger 
mills are running at a better rate than in June. The 
minimum of the market on Nos. 9 and 10 blue annealed 
sheets is about 1.35c.; on No. 28 Bessemer black, 1.80c. 
to 1.85c.; on No. 28 galvanized, 2.75c. to 2.80c., and on 
No. 28 black plate, tin mill sizes H. R. and A., 1.85c.; 
Nos. 29 and 30, 1.90c. The above prices are for car- 
load and larger lots f.o.b. Pittsburgh. 


SHEETS.— Makers’ prices for miil shipment on sheets 
of U. S. Standard gauge, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net or 2 per cent. cash discount in 10 days from 
date of invoice: 

Blue Annealed Sheets 


Cents per Ib. 
See, BS OP S nik 6 csdd cts Ser ckk ed aw ies is eR aeR 1. 
I< A a a i ee 1.35 
EE Be Cao 6d 640s be as ale or ou kA eo eee 1.40 
Pe: ee Oe we och te ewek eek er eet bese cen 1.45 
es ee BG 6 6 ob 0 5S CEew Ce Che ic CoO Sanaa 1.55 





etre Ae ROUE AL SRE Se 


Neate. 


ee tN a RE A Ne 


ee 














Box Annealed Sheets, Cold Rolled 


Cents per Ib. 
a ey PR es ae ieee ee eee 1.45 to 1.50 
Ps A ss a ee ho aw ole eos bb Cow bon Koes 1.45 to 1.50 
Nos. Bay eee BS Cs Os bc ka we's ons bb Os 1.50 to 1.55 
ee eS a ae ene eee oe a 1.55 to 1.60 
ER Oe ot oe ae WS od oh Ue ice tee ee 1.60 to 1.65 
en i a wa eb wee eee n 1.65 to 1.70 
i ee; nr 2 yk o's ss bho bs 6m ee bb es 6 us wen 1.70 to 1.75 
Py Se a SSeS cede se Ceea SOE CaO SC CASS se 1.75 to 1.80 
ee ot eek ak ab ae he oS 1.80 to 1.85 
Te ee eS ola shee ae 1.85 to 1.90 
DON a oes bod a Oak ne oe ET OO és kOe 3% 1.95 to 2.00 

Galvanized Sheets of Black Sheet Gauge 

Cents per Ib. 
= ee OE ae bale Hae wow 1.75 to 1.80 
BERRA gh GREET op Ce i ares area aaa 1.85 to 1.90 
Nos Re A NO a a oe ee 1.85 to 1.90 
I MN Ds el eee oe LS ee woke wes 0 to 2.05 
SS Se POT es aE is as a one ale ek a Ue wah sp 2.15 to 2.20 
ae NO 8k Si Pars oo weds dhe wwe dee 2.30 to 2.35 
ON Be RR re rege as 2.45 to 2.50 
nk Aa ies eS i eee Pe he ee 2.60 to 2.65 
I MR Sa res ES hand aig hs oa ete a else's 6 2.75 to 2.80 
NRC SR pei aS Siete ee aS 5 ahr es 2 6G 2.90 to 2.95 
es a os ed & are Saw KEN ED vip a 6 WU Ob wie bb 0s 3.05 to 3.10 








Hardware Age 





CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 
25 to 28 19 to 24 12to18 


0.10 0.05 
0.25 0.15 0.10 


Painting: 29 
ns, Oe CO, kc eae oe wl 
Graphite, regular 

Forming: 

» 2%, 3 and 5 in. corru- 
Es onan 2 eek ee ab os 0.0 
2. pay com, without sticks 0.0 
5% to 1% in. corrugated. | | 
1 


a 


o 
OO Clean 


0.05 


SoS 
Re OS 
OS Clg 


3, V-crimped without sticks 
Pressed, standard 
with ‘cleats 
Plain roll roofing, 
without cleats 
3/15 in. crimped .......... 
Weatherboard siding 
Beaded ceiling 
Rock face brick and stone 
Dn” 6 cc «és 6 wdc oh wma ae. es 
Roll and cap roofing, with 
caps and cleats 
“eo valley, 12 in., and 


wider 
Ridge roll and flashing 
(plain or corrugated)... .... 


seam, 


ol 


with or 


core o1 


‘Crore or 


2 sess 
ne nownder- 


ol 
or 


- © Sses - SeeSe 
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0.25 
0.65 


“ee eweneeweeneeeeneeee #8 @#e 


0.65 0.65 
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Office of HARDWARE AGE, 
Chicago, July 27, 1914. 


HE business situation in the Central West is with- 
out appreciable change from the conditions which 
have been reported during the past two or three weeks. 
There is an average flow of orders for current needs 
and a fair amount of contracting for future deliveries. 
The orders for current needs are small in size and fre- 
quent, a situation which has existed through the entire 
summer. Here and there reports of betterment in the 
steel industry are obtained. Mills are adding to their 
forces or increasing the number of working hours a 
week. 

Collections continue spotted and money rates show 
slight increase. 

It is understood that prices of builder’s hardware 
are soft and the first impulse of a general buying move- 
ment will doubtless be marked by a decided firming up 
with probably higher prices on certain lines. 

The advance in prices of wire products produced an 
expected increase in orders, placed or. the usual 60 day 
basis and it is reported that in a number of cases speci- 
fications for immediate shipment were received indicat- 
ing the low stocks which are being held. 

Contrary to statements made by jobbing interests it 
is believed that the jobbing houses are taking advantage 
of the present level of prices to anticipate their future 
wants to a greater extent than has been done for 
months. This, with the confidence exhibited by retailers 
in specifications for future shipment, would indicate 
that any change which has occurred in the business 
situation during the past week has been for the better. 


WIRE NaiLs.—Increased demand for wire nails has 
been confined almost entirely to the jobbing trade, most 
of the business being placed on a 60 day basis, with 
some requests for immediate shipments on orders. The 
demand on the part of the retail trade is normal for the 
season. 

We quote as follows: carloads to jobbers. $1.73 base; 


loads to retailers, $1.78 base; 
$1.88 base, all f.o.b. Chicago. 


car- 
less than carloads to retailers, 


BARB WIRE.—Retailers are not buying barb wire in 
such quantities as to cause comment, though a consid- 
erable amount of this material has been contracted for 
during the past two weeks by jobbing interests. 

We quote as follows: carloads to jobbers, painted, $1.73 


base ; galvanized, $2.13 base; all f.o.b. Chicago. The regular 
advance to retailers for carloads and small lots. 


FENCE WIRE.—Salesmen are just beginning to return 
to territories from vacations and contracting for fall de- 
livery has not attained sufficient proportions to enable 
a definite opinion to be formed of the attitude of the 
trade toward this product. 


We quote as follows: for fence wire, f.o.b. Chicago, job- 
bers in carloads, annealed, $1.63; galvanized, $2.03; retailers, 
carloads, annealed, $1.68; galvanized, $2.08. Retailers, less 
than carloads, annealed, $1.78: galvanized, $2.18. Staples, 
bright, in carloads to jobbers, $1. 83; galvanized, $2.23. Car- 
loads to retailers 5c. extra, with an additional advance of 
10c. for less than carloads. 


LINSEED O1L.—The schedule in effect to-day, f.o.b. 
Chicago, and subject to change without notice, for 
strictly pure, old process linseed oil, is as follows: 


boiled, 59c. ; 
less than 5 5 


Carloads, raw, 58c.; 
boiled, 61c. ;: 


5 or more bblis., raw, 60c. ; 
; barrels, raw, 62c.;: boiled, 63c. 
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OFFICE OF HARDWARE AGE, 
NEW YORK, July 27, 1914. 


HE situation is still-one of conservatism so far as 

contracting for future wants prevails. Orders are 
given in moderate volume, still following along fre- 
quently and regularly. What manufacturers and job- 
bers hope for is more liberal buying in anticipation of 
what they believe is likely to be a good business in the 
fall, if crops already harvested and those in prospect 
are any guide. 

Manufacturers with occasional exceptions, do not 
care to operate their works on longer hours, making 
material into finished goods because of some uncertain- 
ties, but which means definitely interest charges for 
carrying stock for any length of time. 

Wholesalers and retailers are compelling manufac- 
turers to carry most of the stock, following a custom 
which has grown into a habit, but if any one is far- 
sighted enough to fix a date for a pronounced increase 


in orders from that time there is likely to be a scramble 
for supplies. 

There are manufacturers and importers who believe 
that if some of their number possessed sufficient cour- 
age to add 5 per cent. to their figures because of the 
driblets ordered, that the charge would be paid, but 
who is to bell the cat? 

The experienced president of a representative hard- 
ware establishment long founded, manufacturing both 
here and abroad, gives as his personal opinion, that so 
far as the tariff is concerned, manufacturers and mer- 
chants may as well accept the present customs con- 
ditions as likely to prevail for a decade at least. That 
aside from minor changes either way, as the result of 
actual experience, developed by the Simmons-Under- 
wood tariff law, there will be no important revision. 
Then there is another group of the opinion that the 
present measure will have to be changed in important 
schedules. 
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Some manufacturers and importers say so far as 
their monthly totals are concerned, that they are quite 
as good as for corresponding periods in the past. 

The policy of most buyers is still to purchase as little 
as possible, and only what they know they must bave. 
Occasionally there are some who realize that they are 
buying too little, and then for a time order a bit more 
liberally, but never buying as they would like to. 

Manufacturers and distributers both are governed by 
their own points of view, but it is well to remember 
that it is much easier to order than to manufacture. 
Producers must have time to assemble material, in- 
crease their force, and sufficient time to make goods, 
before prompt deliveries are possible. 

Import orders are and have been light, and in 
such cases on short notice the trade must depend on 
the liberality with which foreign goods have been 
stocked in this country by importing houses. In case of 
a sharp demand they will naturally expect to get more 
in return for accumulating goods to supply expected 
orders. 

If a good business does develop during the coming 
fall months the prospects are that merchants will be 
falling over each other to ‘get their merchandise shipped 
with reasonable promptness. 


WIRE NAILS.—Both inquiries and shipping specifica- 
tions are coming in a little better for wire nails since 
the advance of $1 per ton, July 18. Some of the local 
merchants believe that the higher price has helped the 
situation or otherwise they are confident that the 
bookings closely following that increase would not be as 
good as they have been. The betterment in the situa- 
tion applies, however, more to nearby out-of-town trade 
supplied from this market than to business coming 
from city buyers. 


Wire nails, out of store, are still on the $1.85 per keg basis. 


Cut NaiLts.—There is no change in cut nails yet, 
but the manufacturers of this line believe that their 
product should follow the action taken July 18 in wire 
nails. The demand is practically on the same basis, 
so far, as heretofore. 


Cut nails, out of store, are based on $1.85 per keg. 


LINSEED O1L.—Although the current demand for lin- 
seed oil is light the market is higher, linseed oil in 
this territory being quoted at 56 to 57c. per gal. in 
small quantities, without much regard to whether it is 
city, state or western oil with some of the crushers. At 
these prices it is considered quite too cheap in com- 
parison with the current figures for flaxseed which have 
advanced sharply in the last two weeks. The explana- 


77 


tion offered as to the present situation is that there 
has been irreparable injury to growing flax in Western 
Canada because of too much heat and lack of rain. 
On the other hand the flax plant in the United States 
Northwest is considered generally to be of good promise, 
but our acreage this year is not sufficient to adequately 
supply the United States. Therefore, we must depend 
partially on Canada for a portion of our supplies. 
Linseed oil, raw, city brands, in 5 or more bblis., ranges at 
from 56 to 57c. per gal., according to seller, and out of town 


raw at about the same levels. These prices are for the 
present and not for very far ahead. 


NAVAL STORES.—The market locally is more moder- 
ate in tone, reflecting the absence of an active demand, 
notwithstanding that the receipts seem to be well taken 
in Savannah, the primary market, both by buyers for 
foreign account and the large domestic trade. Manu- 
facturers are obviously unwilling to anticipate the fu- 
ture, with few exceptions, which keep. the requirements 
nearer a jobbing basis. 


Spot turpentine is quoted at 49c. per gal. in this market. 


Rosins are dull and nominal, with strong competition 
for the little business in sight. 


Common to good strained, on the basis of 280 lb. per bbl. 
ranges at from $4.00 to $4.10 and D grade at $4.30 per bbl. 


Rope.—In Eastern territory the market for raw 
cordage material, especially Manila hemp, is in a list- 
less state, and buyers are indifferent, showing little 
interest in offerings. Brokers explain conditions as 
in part due to seasonable slackening in the cordage 
trade. Other consumers of the fiber alse are experi- 
encing the effects of halting trade. Supplies are ade- 
quate for the reduced output, but better business is an- 
ticipated in the autumn. 

Prices for rope are on the same basis as they have 
been for several weeks. 

WINDOW GLASS.—Window glass manufacturers and 
distributors note a moderate improvement in business 
for July, contrasted with June, more especially in East- 
ern territory, trade in the Central West being still 
slow. Production has been curtailed considerably, 
which has exerted a steady influence on prices because 
of the lack of any disturbing surplus. Some of the 
leading interests have sold as much glass, they say, in 
May, June and July, this year, as during the corre- 
sponding period in 1913, while stocks are lower now 
than they were a year ago. Manufacturers seem de- 
termined not to produce glass in any appreciable quan- 
tity until existing stocks are still further depleted. 


Window glass is 90-10 per cent. on single thick, and 90-20 
per cent. discount on double thick, from jobbers’ lists. 
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Office of HARDWARE AGE, 
San Francisco, July 20, 1914. 


USINESS remains in the same rut as for several 

weeks past. Some slight improvement is ex- 
pected next month when the opening of city schools 
will bring many people back from the country. Some 
prominent merchants report the current volume of sales 
slightly below that of a year ago, but the curtailment 
is not great, while many smaller suburban stores are 
keeping well up to the average for this season, and all 
are convinced that there will be a gradual acceleration 
from now on. Reports from country dealers indicate 
no particular activity, but a healthy underlying condi- 
tion. Farmers have completed most of their buying for 
harvest requirements and are now holding off until they 
get the returns on their crops. With two bad years 
preceding many of them have been carried by mer- 
chants for a long period, and a great deal of money is 
still due, but these accounts are beginning to be settled 
in some quarters, and a strong consuming demand is 
expected by September or October. Many crops are 
above early expectations, and prices on the whole are 


satisfactory. According to traveling men conditions 
are improving in most localities, Los Angeles being no- 
ticeably on the mend, though at San Diego, which re- 


cently enjoyed a boom, there seems to be a little reac- 


tion. Among manufacturers some intensely pessimis- 
tic opinions are heard, based on the radical tendency of 
popular government in the Pacific States, but mer- 
chants feel that consuming requirements in most lines 
are certain to increase. 

So far there has been no expectation of advancing 
prices in the hardware and steel lines, and consequently 
neither wholesalers nor retailers are disposed to place 
large orders. Stocks of most lines of steel are being 
kept at an absolute minimum except for a few lines in 
which a large foreign tonnage is arriving, and few for- 
eign orders are now being placed. In general hardware, 
jobbers are just keeping ahead of requirements, with 
little surplus. The opening of the Panama Canal is 
still for the future, and expectation of lower rates will, 
until realized, be something of a factor in preventing a 
buying movement. 
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Closing Out Summer Lines 


No. 1 (2 cols. x 8% in.). This ad comes to us 
from Milt. Benson, Saranac, Mich. The heading of 
the ad makes it perfectly plain that Mr. Benson 
has some bargains in summer goods. Excellent 
cuts of both hammock and screen lend attractive- 
ness to the ad, while the prices may all be read at 
a glance. The ad could be improved in this re- 
spect: the introduction of some explanatory text 
on the special prices. While the heading, “Clean- 
up Sale,” explains the sale offer in a broad way, 
the reader would be more deeply impressed if the 
explanation went urther, and especially some- 
thing should have been said regarding the quality 
of both hammocks and screens. As we have often 
stated in this department, the sale ad requires 
greater detail in the text than the ad of regular 
stock at regular prices. And at this particular 
time of the year the merchant has the best 
reason in the world for offering special prices on 
summer goods which he does not wish to carry into 
the fall. Another rather weak spot in this ad is 
the panel on automobile tires. This panel does 
not belong in this ad at all; in fact, it is so de- 
cidedly out of place that it will be noticed even by 
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No. 1—Something should have been said regarding the 


quality 





PUBLICITY FOR THE RETAILER 


Interesting Form Letter from Kansas Dealer—Summer Clean-Up Sales 





Prices You Cannot 
Afford to Ignore 


Look for the green tags 





Washing Machines ‘‘Rochester’’ Lamps 
Perfection vue: Regular | Reg. price — 
price $10. reen Tag $1.49 
Green Tag $8.00 ag $ 
Croquet Sets Glass Water Pitchers 
8 Mallett Sets Reg. price 15c. 
Reg. Price $1.50 G 
a a Green Tag $1.37 reen Tag 10c 
ce 
Green Tag $1.98 Electric Irons 
Reg. Price 3 .00 " » 4 5 Year Guarantee 
reen , 
nian . ming: poten cae . 
Green Tag $2.49 reen Tag $2.98 
Glidding Setter Electric Toasters 
4 Passenger Reg. price $4.50 
Reg. Price $9.00 
Green Tag $7.75 Green Tag $3.99 
cep’ Cooker i Wash Bowl and Pitcher 
. Reg, Price 86 Reg. price $1.00 
Green Tag $5.49 Green Tag 89c 
ress Wagons 
nen gamed ers Glass Salad Bowls 


Small Size, Reg. Price _ 50, me 
Green Tag 98¢ Colonial Glass 
‘Large Size, Reg. Price 2.25 Reg. price 50o. 


| Green Tag 39c 
Reg. Price $2 Water Pitchers 
Reg. Price ” Gree n Tag $1.98 ‘Reg. price 50c. 
m9 a Green, Tag $2.15 Green Tag ‘ge 
Rey. Price 
Green Tag $2.49 } Steam Cooker 
Couch Hammocks | *6- Price $5.00 
Complete with chains and hooks Green Tag $3.99 
‘price $6.50 
ee Green Tag $8.10 Baby Bath Tub 
Reg. price $13. Reg: Price $1.50 





snes Tag $10.63 Green Tag $1.10 





Ballintine Hardware Co. 
‘‘The Stores That Do Things’’ 
10 MAIN 15 BUFFALO 














No. 2—This ad should have had an introductory talk 






the most cursory reader. The last sentence in the 
copy of this panel speaks of the tires being sold at 
usual tire prices. We cannot help but believe that 
the insertion of this panel was an oversight or 
perhaps due to a last minute rush. But these in- 
congruities in a merchant’s advertising are not 
to be desired; the public takes note of them, even 
though the fact is not immediately apparent. 
Newspaper publicity, above all, should receive the 
most rigid care and every newspaper ad ought to 
“hang together” perfectly. 


A Green Tag Sale 


No. 2 (2 cols. x 10% in.). The Ballintine Hard- 
ware Company, Warsaw, N. Y., sends along this ad 
which, as will be noted, features one of its green 
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tag sales. Like the foregoing Benson ad, this ad 
should have had an introductory talk giving some 
explanation of the Ballintine green tag sales and 
also some general information regarding the qual- 
ity of the articles featured. Where so many arti- 
cles are featured in one ad, the quality thought 
could be well taken care of in an opening talk. 
Probably at some time during the progress of these 
green tag sales, the Ballintine people have explained 
their idea to the public, but this explanation should 
appear in every ad; for no matter how finely written 
an ad may be, there will be always a certain per- 
centage of newspaper readers who will miss it, 
only to catch its follow-up later on. One good fea- 
ture of this ad is the quotation of the regular price 
in each instance, and another is the type arrange- 
ment throwing the title and the special price into 
prominence. Another effective make-up for this ad 
would be as follows: Let a general opening talk 
cover all the articles, as suggested, and then fea- 
ture in separate panls the higher priced items in 
the list such as the fireless cooker, the glidding 
setter, the washing machine, the hammocks, and 
the electric toaster. 


A Good Reminder Ad 


No. 3 (2 cols. x 6 in.). Another ad from the 
Ballintine Hardware Company. This ad makes no 
attempt at copy argument but lists in an attractive 


| Profit in Chickens 335 


that dre raised on 


Blue Ribbon 3 
Feed ee 


Nursery Feed . . Ilb., 3c _—iper’ 100 Ibs., $2.50 
Growing Feed. . ‘“ 3¢ a 2.60 
Laying Feed . . ‘ 2c - 2.26 
ShellsandGrit .‘“ ic - 76 
Feed Hoppers ...-+ ++ + 365¢, 50¢, 75c 
Wall Founts ....... . « 30¢, 50e, 75c 
Drinking Founts .. . . 20c, 25c, 40c, 50c 


CHARCOAL 
BEEF SCRAP 
GROUND BONE 


Everything for the Poultry Yard 


= 
-_ 
— 


Ballintine Hardware Co. 


‘‘The Stores That Do Things’”’ 


10 MAIN ST. 15 BUFFALO ST. 





No. 3—This ad makes no attempt at copy argument, 
but lists in an attractive manner the poultry supplies 
earried in stock 


manner the poultry supplies carried in stock. The 
entire ad serves as a reminder and in this capacity 
does very well. 


Well-Written Form Letter and Neat Follow-Up Card 


No. 4 (3% in. x 5% in.). This is a mailing card 
which was enclosed in a letter sent out by the 
Sedlacek Hardware Company, Bremen, Kansas. In 
order to insure a large return on these cards, the 
Sedlacek Company conceived the idea of offering to 
the recipient of the letter and a card a gift con- 
tingent on the recipient filling out and returning 
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the card. The idea is a novel one, and the manner 
in which the Sedlacek firm words the offer leaves 
no room for the recipient to look upon the letter 
in the nature of a bribe or too strong a solicitation. 





Fill out this card, checking the things 
you intend to buy in the near future. Do- 
ing this does not obligate you to buy. 


Kitchen Cabinet..... Couch ~.. 225-53 
I a aed : Dgwanere oo 
Wash Stand_-___---- Book ‘case _____-___- 
Dining table _____-. Writing desk_______ 
Kitchen table .___-.- Of aoe 
Wardrobe-.--_--. __-- Cook stove. ___:_.-- 
Center stand ______- Heating stove____ .. 
Sewing machine_-.. Washing machine._. 
Sideboard____ ._---. Gasoline engine ___- 
Me. uk: octane Cream separator. _- 
Chiffonier_. _.. -_- House paint 

pe Geer. se: pare vent. 
Chairs. ..-.-..---.. Galvanized roofing_- 
ON ins dienes Rubber roofing. --_- 
Bed (wood)......-__ Automobile _______. 
mee Cees. ws SS Tires & Ete.....-...: 

ws oe , «sisi Se 
ESE + 0 ER Ges 


I intend to buy the things checked above 
and -will give youa chance to sell them if 
your price and quality are O. K. 











No. 4—A mailing card which was enclosed in a letter 


The card should be carefully noted and the letter 
is well worth reading. The letter is as follows: 

Dear Sir: There are many ways of getting rich, 
every now and then you read about someone inheriting 
a fortune, others make it in speculation, but you who 
till the soil make it by hard labor, honesty and thrift, 
therefore we trust you will give this letter careful 
consideration. 

We cannot promise you riches but recognizing the 
fact that you are always open for inducements we en- 
deavor to point the way whereby you can receive cour- 
teous treatment, 16 ounces to the pound 3 feet to a yard 
and 100 per cent. value for $1.00. 

Stop and consider—closing our twenty-third year of 
continuous business, same town, same location does that 
not bespeak of quality and value? 

Your patronage is what we want, we need it and 
solicit it on the merits referred to above. 

It does not cost us one penny more to sell twice as 
much goods as we are selling now, larger business 
means smaller profits and that is what we are doing, 
increasing our business every day and you are deriving 
the benefit. How? Good clean merchandise, rock bot- 
tom price, quality the best that money can buy. 

Fill out the enclosed card, mail or bring it to us and 
we will reward you with a handsome gift free for your 
trouble. 

The object of filling out this card is this: We can 
keep you posted on the particular items you are in- 
terested in, and it gives us an idea in purchasing the 
probable wants of the community. 

Do not hesitate it is to your interest as well as ours. 

Wishing you the compliments of the season and 
thanking you for your patronage, soliciting your fur- 
ther wants. 

Sincerely yours, 
SEDLACEK HARDWARE COMPANY. 


~ 
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Brooklyn Association Goes to 
Pleasure Bay 


b eseene Brooklyn Hardware Dealers’ Association, 
numbering 145, left New York City on one of 
the Sandy Hook fliers, at 9:15 a. m. on July 22. 
There are eighty-five members in the Brooklyn 
Association, who are the leading hardware mer- 
chants in that borough, and fifty of them succeeded 














Snap shot of some saat on porch of Bridge-Water 
mn 


in arranging their affairs so as to take a day’s 
recreation in the company of congenial associates, 
amid pleasing surroundings. 

The twenty-mile run to the Highlands at Sandy 
Hook was made in an hour. Quickly transferring 
from the boat to two special cars, the remaining 
nine miles, running along the ocean to North Long 
Branch, was soon accomplished. There the travelers 
found several trolley cars waiting to cover the last 
lap of about ten minutes to-Pleasure Bay, on the 
Shrewsbury River, where the visitors were well en- 
tertained for the remainder of the day at the 
Bridge-Water Inn. 

There were several representatives present from 
the six affiliated hardware associations, which 














This group has an after-dinner look 


through delegates from each constitute the Metro- 
politan Hardware Dealers’ Association, embracing 
the five boroughs of New York, and Newark and 
Jersey City, N. J., as well as portions of Long 
Island. 

Thomas G. Duncan is the first president of the 
Metropolitan Association and was the first presi- 
dent covering two terms of the Brooklyn Associa- 
tion, where the movement to consolidate the hard- 
ware men in metropolitan territory started about 
five years ago. 

From the Manhattan Association came J. M. 
Kohlmeier, its first president, and Newark sent 
Matthias Ludlow and W. F. Littell. 

After coffee and cigars had been reached the 
president, R. J. Atkinson, addressed the company, 
emphasizing the fact of mutual benefits that are 
constantly accruing because of organization, and 
speaking especially of the friendship attributed to 
the good fellowship which has constantly been de- 
veloping among the members regardless of keen 
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competition. Indeed, the spirit that has been 
steadily growing often leads to mutual transactions, 
in, for instance, buying goods, which is beneficial 
to both manufacturer and distributor. To illustrate, 
sometimes there is an occasion where two or three 
merchants, more or less, can advantageously make 
one order, which otherwise as individuals they 
might not be justified in placing, because of over- 
stocking themselves to get a necessary price. Mr. 
Atkinson also said that as an organization they had 














Group of Brooklyn hardware merchants and guests, 
caught by the camera during the day 


never been refused anything by manufacturers they 
had approached for the good of the trade, that it 
was reasonable and fair to ask. 

The president then asked Messrs. Duncan, Lud- 
low and Littell to speak, after which Robert Pear- 
sall, a Brooklyn hardware man, spoke at some 
length, pointing out the advantages of co-operation 
through organized efforts and the raising of 
standards in business. Mr. Pearsall is frequently 
called on and always says something interesting and 
worth while. 

Beside the retailers who made the trip, there 
were many manufacturers and salesmen. 

After dinner two teams were organized for a 
game on the diamond, which is a part of the 
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Expectancy as to the outcome of a hit; fair, foul or a 
possible run 


grounds. The nine representing the association in- 
cluded Maresca, pitcher; Atchison (Jr.), catcher; 
Cornell (Jr.), first base; Avazian, second base; 
Cregier, third base; Tarzein, short stop; Bliss, 
center field; Taylor, left field, and Dannehofer, right 
field. 

Those making up the team of’salesmen were Sut- 
phen, pitcher; Hanson, catcher; Golden, first base; 
Crofton, second base; Davis, third base; Bunting, 
short stop; Sharp, center field; Robinson, left field, 
and Clinton, right field. The score was 16 to 2 in 
favor of the salesmen. 

The chairman of the entertainment committee, 
the man who is indefatigable, practically indis- 
pensable, and who always makes good, was H. A. 
Cornell, who was constantly on the move, as was 
Mr. Atkinson and others, bent solely on providing 
a wholesome and enjoyable outing. 

The accompanying photographs were taken by 
Herbert R. Conner, of the Pike Mfg. Company. 















PATTERN FOR 
MEASURE 


| SHEET METAL DEPARTMENT 


COMBINATION 
FUNNEL 


Instructions for Making a Popular Style of Measure 
: By A. F. MUELLER 
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FIG 6 PATTERN FOR FUNNEL. 








of a combination flaring liquid measure and 
funnel, in which the development of the 
pattern for the funnel is the problem under con- 
sideration. This style of measure is becoming very 
popular and the details of the designs vary con- 
siderably. Here the tube is shown to be at right 
angles to the center line of the measure and some 
users prefer that the tub have an upward inclina- 
tion and also that the open end of the funnel be 
made considerably wider. The amount that the 
bottom of the funnel intersects the top of the meas- 
ure is also a matter of individual preference. 
In Fig. 2 draw a horizontal line, k-14 equal in 
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Tote is shown in the drawings a general view 
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Pattern for combination measure funnel 


length to the top inside diameter of the measure, 
which bisect, and through 18 draw an indefinite 
line at right angles, to represent the center line 
of the measure. From 14 draw a line at an angle 
of 45 degrees to the horizontal, and equal to the 
required length. From 13 draw a line parallel with 
the center line, of a length equal to the diameter 
of the large end of the tube. Locate on k-14 some 
point, as 19, to represent the intersection at the 
extremity of the funnel and the top of the meas- 
ure, and from this point draw a line, 19-2, at any 
desired inclination. In practice it has been found 
that an inclination of 674% degrees, which can be 
drawn by means of the 2214-6714 triangle, gives 
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the best outline for the open end of the funnel. 
Then will 2, 1, 13, 14, 19 be the outline of the 
funnel and the pattern must be developed by tri- 
angulation, as the article is of irregular flare and 
the miter lines or the lines of intersection are given 
and therefore arbitrary. 

On the three ends of the funnel construct half 
sections to show the shape at these ends. As the 
shapes each consists of two similar parts, right 
and left, only one-half of each shape is necessary 
for the object in view. The tube being round, the 
half section on that end will be a semi-circle whose 
diameter is 1-13 and is shown by B. The inter- 
section at the bottom must necessarily correspond 
to the top of the measure, so with 18 as center 
and radius to 14, describe an arc to which, from 
20, draw a line that is at right angles to k-14, and 
then will the shaded part C be the half section. 
The half section on the line 2-19 may be of any 
outline, but to adhere as much as possible to regu- 
lar geometrical forms it has been made a quarter 
of an ellipse. 

From some point on the extended center line, 
as 18” in the plan, describe a circle to represent 
the plan of the top of the measure. Through 18” 
draw a line at right angles to which perpendicularly 
project the point 1 and draw the line 1°-7 equal to 
1-7 in the elevation. From 7 draw the line 7-8’ 
tangent, or so that it will touch the circle but will 
not cut it and this line will be the outline of the 
funnel in the plan. Project 8 to the plan and then 
will 8, 8’ 19 be a part of the surface that curves 
differently than the other curved surfaces. 8’ in 
Fig. 1 is projected to the corresponding line in 
Fig. 2 and there is a triangular flat piece located 
between the curved parts. From the point where 
the outline 19-2 intersects the center line at 8, 
draw lines to 8’ and 7, and from 7 to 8’, and these 
lines will then enclose the flat piece. The point 8 is 
never located higher than the intersection between 
the center line and a horizontal line from 7. Vary- 
ing the inclination of the line 19-2 will change the 
hight of the intersection 8. 

It will now be seen that there are three curved 
surfaces to be developed. 2, 1, 7, 8, whose half sec- 
tions at its ends are 8”, 2, 8, and 1, 7’, 7; 7, 13, 
14, 8’, whose half sections are 7, 7’, 13 and 8’, 14, 8”; 
8, 8’, 19, whose half sections are 8”, 8, 19, 19’, and 
19, 8’, 8”, 20. Space the half profiles of each curved 
part into the same number of equal spaces and 
project the points to the outlines. Connect these 
latter points with solid lines, and alternate points 
with dotted lines. Number the points on one end 
with even numbers and the points on the other end 
with odd numbers. Then in developing the pattern, 
the points on each edge of the pattern can be 
located consecutively as numbered. As, 2-8” and 
1-7’ are divided into the same number of spaces 
and the points projected at right angles, and to 
their respective outlines, 8-2 and 1-7. Then the 
points on the outline are connected, as 3 and 4, 5 
and 6, etc., and the alternate points 2 and 3, 4 and 5, 
etc., and these lines are foreshortened lengths of the 
surface and their true lengths must be found. 

In Fig. 3 draw a horizontal line and place on it 
the lengths of the solid lines in the elevation of the 
funnel and from the ends of each length erect per- 
pendiculars which make equal in length, to lengths 
of similar numbered lines in the half sections. 
As, for example, make the length of the perpendicu- 
lar from 3 equal to 3-3’ in B; the one from 4 equal 
to 4-4’ in A, and then the line connecting 3’ to 
4’ will be the true length of 3-4. The rest of the 
lengths of true lines are found in the same way, 
including the dotted lines as shown in Fig. 5. 

To develop the pattern, draw a line in Fig. 6, of 
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the same length as 1-2 and number the extremities 
1 and 2. From 2 as a center and radius the true 
length of 2-3 in the dotted diagram, intersect an 
arc described from 3 whose radius is the distance 
1-3’ in the half section B, locating the point 3. 
With 3 as center and radius the true length of 
3-4 in the solid diagram, intersect an arc described 
from 2 whose radius is 2-4 of the half section A, 
locating the point 4. Continue to assemble the 
lengths in the diagrams and the half sections as 
numbered until the point 7 is reached. With 7 as 
center and the true length of 7-8’ as radius, inter- 
sect an arc from 8 whose radius is the true length 
of 8-8’, locating the point 8’. Draw lines from 8’ 
to 7 and 8 and on the 7-8’ side assemble the true 
lengths of the lines in the 7, 13, 14, 8’ surface and 
the half sections 7-7’-13 and 8’-14, 8”. On the 8-8’ 
side assemble the true lengths of lines in the 
8-8’-19 surface and the half sections 19-8’-8’-20’ 
and 8’”-8-19-19’. Connecting all the points located 
will produce the net half of the pattern of which 
the other half is a duplicate and is turned over on 
line 1-2 to form the right and left halves of the 
funnel. 

A wiring allowance is added to the 19-2-19 edge 
and when there is no lap allowance allowed on the 
tube, a lap is added to the edge 13-1-13. On one 
of the edges, only, 13-14, material is allowed for 
a soldered lap seam, and also material for soldering 
to the measure is allowed on 14, 8’, 19. 

The pattern for the tube is shown in full in Fig. 
7 and is the radial method of development of the 
frustum of a right cone. 


High Grade Kitchen Cabinets 
Easiest to Sell 


J W. LEE, of Malvern, Ark., past president of the 
¢ Arkansas Retail Hardware Association, stated 
during the recent convention of that organization 
that his experience had shown that the better 
grades of kitchen cabinets are the easiest to sell. 

After becoming discouraged at the lack of success 
in selling “competition” cabinets, Mr. Lee purchased 
a new line, specifying his largest quantities for a 
cabinet which would retail at $25. These goods 
have moved successfully, all of the high grade goods 
being sold before three of the cheaper cabinets were 
disposed of. 

E. E. Mitcheli, of Morrilton, Ark., gave a similar 
experience. 


THE CLEVELAND METAL PRODUCTS COMPANY, Cleve- 
land, Ohio, announces that the large extensions that 
are being made to its plant will be used for the casting, 
rolling and fabrication of aluminum. The company at 
present has a large steel stamping and porcelain en- 
ameling plant, the latter being 160 x 252 feet. In ad- 
dition to this it has a factory building 62 x 170 feet 
five stories. An addition 266 feet long and 100 feet 
wide is being made to the latter building and this ex- 
tension will be used for the manufacture of aluminum 
cooking utensils. A castings building 57 x 83 feet and . 
a rolling mill building 82 x 100 feet are under con- 
struction to provide sheets and castings for cooking 
utensils. In addition to these utensils aluminum sheets 
and castings will be placed on the market. 


THE ForEsT CiTy PAINT & VARNISH COMPANY, Cleve- 
land, Ohio, recently incorporated to succeed the old 
company of that name, has increased its capitalization 
to $520,000, and affected its organization. L. M. Du- 
Cummun, formerly with the Sherwin Williams Com- 
pany, was elected president and general manager. J. R. 
Kraus is vice-president and treasurer and Frank H. 
Ginn, secretary. The company is preparing to expand 
its manufacturing and sales departments. 
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r® The Hinge with the 
» Corrugated Joint 


A hinge wears at the joint and its 
strength is not increased by simply 
ornamenting the surface. 

A Stanley Corrugated Hinge is 
stronger, lighter in weight, will wear 
longer and is better looking than any 
other Hinge made. The corrugations 
about the joint greatly increase the 
strength of the hinge, at the same 
time rendering it impossible for it to 
bind upon the pin, no matter how 
rusty it may get. 


Corrugation lightens the weight while it 
strengthens the hinge. They reduce your 
freight bills. They are lighter to handle 
around the store. Why not have a repre- 
sentative stock of Stanley Corrugated 
Hinges? Can be supplied in Wrought 
Brass or Steel, Ornamental, Strap, or T 
Hinges. There are none “Just as good.” 


Ask your Jobber for Stanley’s, the Standard 
for Sixty Years. 


THE STANLEY WORKS 


New Britain, Conn. 


Canadian Representative, 7A. Macfarlane & Co., Montreal 


See our Box Strapping advertisement on page 33 
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“Skoot” Vehicle for Boys 
and Girls 


The B. B. Mfg. Company, Racine, 
Wis., is making for boys and girls a 

















The “‘Skoot” for boys and girls 


vehicle called the “Skoot,” to be used 
on concrete walks. 

The “Skoot” has four wheels. Un- 
like a three wheeler, it does not have 
to be pushed from behind. It is 
pushed while walking or running with 
the foot at the side of the machine. 

Unlike a machine with a swivel to 
steer by, the “Skoot” goes straight 
ahead unless the driver turns it. A 
swiveled machine will go to one side 
unless it is continually held to go 
straight. It can be easily steered to 
avoid people and objects on the side- 
walk and around corners. 

The wheels, four inches high, are of 
wood. They are not noisy and do not 
injure the joints of cement walk. 

The “Skoot” is all riveted together, 
and the steering part is a thin flat 
piece of steel without a turning joint 
or swivel in it. The “Skoot” weighs 
4% pounds and will carry 200 
pounds. It can be folded for ship- 
ment or convenience in carrying. 

The handle is 1% inches wide and 
28 inches long. The foot platform is 
3 inches wide and 16 inches long. 


Hjorth’s Pliers and 
Wrenches 


Wm. Hjorth & Co., Jamestown, 
N. Y., have added to their line 
of pliers, wrenches and hardware 

















The top cut shows Hijorth’s new automo- 
bile wrench. The bottom cut, the Hjorth 
new bent nose pliers 


specialities, new bent nose pliers and 
a new automobile adjustable wrench. 
The Hjorth bent nose pliers are es- 


pecially adapted for the use of elec- 
tricians, plumbers, automobilists and 
carpenters. 
work the hands will not be injured, 


In overhead and basin 


generally the result if straight nose 
pliers are used. The bent nose pliers 
can be used in places where it is im- 
possible to use straight nose pliers. 

The pliers are made in highly pol- 
ished and nickel-plated or black finish. 

Hjorth’s new automobile adjustable 
wrench is stronger and durable. It is 
made in three sizes, highly polished, 
or nickeled and fully guaranteed. 


Universal Caster 


The Universal Caster and Foundry 
Company, Aeolian Building, 29 West 
Forty-second street, New York City, 
is introducing the new Universal 
“No-Tilt” ball bearing adjustable grip 
neck caster which the company claims 
is the solution of a problem that has 
long vexed furniture and _ caster 
manufacturers. 

This Universal “No-Tilt” caster 
is sensitive to the slightest touch and 
responds quickly without hitch, sound 
or scratch. It is self-adjusting and 




















The Universal “No-Tilt” ball bearing 
adjustable grip neck caster 
keeps the furniture level over uneven 
floors. The working parts and hard- 
ened balls are carefully enclosed in a 
steel cap preventing dust or other ob- 
structions from clogging the bearings. 
The caster is made in six sizes and 
can be furnished with any “Univer- 
sal” wheel. If a sample is desired 
the number is No. 746 x 43. 


Enterprise Nut Cracker 


The Enterprise Mfg. Company of 
Pennsylvania, Third and Dauphin 
streets, Philadelphia, is making a nut 


cracker particularly for cracking 
pecan nuts. It can also be used for 
quickly and easily cracking hickory 
and hazel nuts, shellbarks, English 
walnuts, etc. 


It is practically a two piece ma- 


chine having 1%-inch screw clamp 
opening for quick attachment to table 
or shelf. 


It is tinned and weighs 
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27 ounces. The 7%-inch lever has a 
throw of half a circle. The six teeth, 
34 of an inch apart, for catching the 
sliding member at any point, accord- 
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Enterprise Nut Cracker for pecans and 
other nuts 


ing to size of nut, insure a rapid and 
positive grip for fast work. 

Plunging pecans in boiling water 
for 5 minutes toughens the kernel 
and facilitates the process of cracking 
so as to obtain whole meat sections, 
which is not only very desirable but 
much more economical. 


Danzelo Automatic Printer 


The Danzelo Sales Company, Inc., 
303 Fifth avenue, New York City, is 
making the Danzelo automatic wrap- 
ping paper printer, an apparatus con- 
sisting of a metal arrangement which 
can be fastened to any paper rack 
through the medium of a thumbscrew. 

A wooden roller with the type rest- 
ing on its circular body rests on the 
paper, and the imprint is made imme- 
diately and without exertion of any 
kind. 

If the storekeeper or merchant de- 
sires to print bags, all that is neces- 
sary with this tool is to release the 
thumbscrew from its fastening and 
roll the type over the flat surface. 

The Danzelo Company furnishes the 
rubber plate so that a knowledge of 

















The Danzelo automatic printer 


type setting, construction or even 
spelling is unnecessary by the user. 
Colors can be used if desired. 


THE GEOGHEGAN CAN COMPANY, 
Ogden City, Utah, is starting work 
on its can factory; factory proper to 
be 80 x 177 ft., this building to. hold 
all heavy machinery; the warehouse, 
80 x 260 ft., will have steel sash win- 
dows. 
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Every 











There is a place in every building for R-W door hangers. 

In the home, whether cottage or mansion; the barn; the garage, 
private or public; the school, the church, the factory. There are busi- 
ness possibilities everywhere. 

But to hold this trade, to be sure of getting it all, you must be 
prepared to furnish a hanger for any door that slides. 

The R-W dealer only has this advantage. And in addition to the 
complete R-W Line he has the R-W advertising-selling Service which 
insures a complete sale from the Richards-Wilcox factories to dealer 
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“Imperial” aluminum cooking outfit 


“Imperial” Aluminum Cook- 
ing Outfit 


The Toledo Cooker Company, To- 
ledo, Ohio, is marketing a new com- 
bination cooking outfit, consisting of 
four useful individual cooking uten- 
sils that are convertible into twelve 
separate serviceable complete cooking 
and roasting utensils. 

The “Imperial” set is drawn seam- 
less from heavy sheets of pure guar- 
anteed aluminum and is_ without 
seams, joints, rough corners or edges. 

The four individual pieces in the 
“Imperial” set consist of one 5-quart 
preserving kettle, one 4-quart pudding 
pan with side handles, one 11-in. self- 
sealing pie pan, one 10-in. steamer. 
From these four pieces can be as- 
sembled one covered stew kettle, one 
deep meat roaster, one double boiler 
or cereal cooker, one steam cooker, one 
cereal toaster and coffee roaster, one 
covered bake dish and server, one 
bread steamer, combination covered 
kettle, boiler and steamer. 


Brass Screw Holes 


Fur types of brass screw holes, pro- 
viding permanent containers for any 
size and type of wood or machine 
screws, and eliminating the trouble 
heretofore experienced by the frequent 
removal of screws are being offered 
for sale by the Stine Screw Holes 
Company, Decatur, Il. 

Type No. 1A is intended for use 
with wood screws. The container is 
so shaped that it can be driven into 
soft woods, or applied in hardwood in 
the same manner now used in con- 
nection with driving screws. The 
shape of the shell is such as to grip 


the wood so that the screw hole will 
not turn nor pull out easily. They are 
packed 100 to a box and each box sup- 
plied with a driving head which pre- 
vents marring the surface of the screw 
hole in applying. 

The application is as _ follows: 
Screw the driving head into the screw 

















The Stine brass screw type No. 2A and 
2B is shown at the left. ag No. 1A 
and No. 1B is in the center. he driving 
head is at the right. 


hole, then drive the screw hole into 
any ordinary wood with a hammer. 
Remove the driving head and you 
have the “Everlasting” brass screw 
hole in place. If using hardwood, first 
bore a hole smaller than the screw 
hole to be used, then drive screw hole 
in as heretofore directed. 

Type No. 1B is similar to No. 1A 
except that it is threaded for machine 
screws. 
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Type No. 2A is the reverse of No. 
1A, the inner receiving end being be- 
neath the surface of the wood, and 
the screw enters from the opposite 
side instead of the face of the receiv- 
ing material, as in joining parts of 
furniture, fastening on drawer pulls, 
securing box seat hinges and similar 
work. 

No. 2B is the same as No. 2A ex- 
cept that it is threaded for machine 
screws. 

These screw holes, it is stated, can 
be used in all kinds of woods, in glass, 
marble, plaster of paris, stucco, ce- 
ment and in metals of all kinds. 

On such work as screen doors, stop 
beads and other places where the 
screws are removed and replaced con- 
stantly they should receive especial 
favor. 





Marlin 20 Gauge Hammer- 
less Repeater 


The Marlin Firearms Company, 89 
Willow street, New Haven, Conn., 
has just completed its line of 12 and 
16 gauge hammerless pump guns by 
the addition of a 20 gauge hammer- 
less repeater. 

The standard 20 gauge is made 
with 25-inch barrel and weighs about 
5% pounds, the magazine carries four 
cartridges, giving with one in the 
chamber, 5 shots at one loading. It 
is a take-down, packing in a space 
the length of the barrel; it has a solid 
top frame, solid steel breech, side 
ejection. It is provided with the 
usual Marlin features of safety and 
convenience; the automatic hang-fire 
safety device operated by the recoil, 
the trigger-and-hammer safety, the 
press-button magazine cartridge re- 
lease and thumb-push-pin safety for 
removing shells quickly from maga- 
zine and chamber without firing, when 
desired. 

It. is chambered and built to handle 
the 2%-inch shells of all makes and 
styles as well as the ordinary 2%- 
inch shells, allowing good stiff loads 
for trap and duck shooting. 

The standard gun has 25-inch 
matted barrel, but for those who pre- 
fer a little heavier gun or a longer 
barrel for a long range work, the gun 
will be furnished with 28-inch barrel 
at the same price. 

This new gun is now ready in 
Grades A, B, C and D, and in the 
special “Field Grade.” 

The company has prepared an at- 
tractive electrotype to be used in ad- 
vertising the gun. This cut can be 
used with the dealer’s name, and will 
be furnished free by the company, to- 
gether with electrotypes of the gun,,. 
circulars, price lists and counter 


signs. 











- 








The new Marlin 20 gauge hammerless repeater 
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Double your pleasures of being in business 
by owning an equipment of Warren Hardware 
Fixtures. 


Warren Fixtures are built on the Sectional 
Interchangeable Unit System; they are dust, dirt 
and moisture proof. 


: The ability of these widely known fixtures 
| to properly and systematically show hardware to 
| the best advantage is too well known to require 
further comment. 


| ~~ 


Our designing department is very complete 
. and at the command of all merchants who antici- 
pate the purchase of new fixtures. 


, Send to-day for Standard Catalog No. 215 
and for Economical Catalog No. 65. 


J. D. WARREN MFG. CO. 
503 Masonic Temple, Chicago 


The Originators of Sectional Hardware Fixtures and the largest manufacturers 


of hardware fixtures in the world. 
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Attractive sporting goods window of Stepaneck & Vondracek, Cedar Rapids, Iowa. 
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Sporting Goods Trim for Narrow 
Window 


OODS featuring various lines of athletic equip- 

ment shown on odd shaped panels which are 

hung against the background of a narrow window 

form attractive features in a display of sporting 

goods which was arranged for Stepaneck & Von- 
dracek, Cedar Rapids, Ia. 

Five panels are used, two showing pocket knives, 
two trimmed with fishing rods and other tackle 
equipment, while riflles and cartridges are shown of 
the fifth. The panels are spaced so as to allow a 
selection of sweaters to be shown at the widest 
point in the curve of the panel, directly underneath 
which hunting coats mounted on stands make an 
attractive display. Minor articles such as alarm 
clocks and bicycle sundries are placed on the floor. 


Effective Barbers’ Supply Window 


N attractive an unusual window trim which was 
arranged for the Murphy-Maclay Hardware 
Company, Great Falls, Mont., by C. M. Dunn, 

















Effective window display that helped the sale of bar- 
bers’ supplies at the Murphy-Maclay Hardware Com- 
pany 


now with the Dobbins Hardware Company, Battle 
Creek, Mich., represents the room of a man who 
is shown in the act of shaving with a well-known 
safety razor. 

Trophies on the floor and walls added materially 
to the display which showed a number of staple 
household articles, cuspidors, alarm clocks, chafing 
dishes and other equipment which might be found 
in a bedroom. 

Only a few sets of the razors which were fea- 
tured are shown in the display though the single 
window card which is used calls special attention 
to the line. 

Mr. Dunn writes as follows regarding the dis- 
play: “I trimmed this window to represent the 
corner of a gentleman’s room and placed in it a 
dummy using a Keen Kutter Safety Razor, then I 
printed a sign to read, “A keen minded man uses 
a Keen Kutter Safety Razor.” This attracted a 
great deal of attention and added greatly, not only 
to the sales of our Keen Kutter Safety Razors, but 
to our complete line of barbers’ supplies.” 


Cincinnati Hardware Guild Enjoys 
Outing 


HE Cincinnati Hardware Guild and the Hard- 

ware Club of Cincinnati enjoyed a joint outing 

at the Highland Fishing Club’s quarters, Sweet- 
wine, Ohio, recently. 

After an informal business session, about 45 
members and guests indulged in aquatic and other 
sports. W. F. Belmer, of the H. Belmer Company, 
won the swimmers’ prize. In the singing contest 
the judges were unable to reach an opinion that 
was unanimous and refused to make any awards. 
A rising vote of thanks was given Charles Kobman, 
chairman of the entertainment committee, and a 
prominent member of both associations, as well as 
a member of the Highland Club. He was ably as- 
sisted by Ferdinand Doepke and George Hartke, 
both members of the committee. 

On account of the absence of James B. Carson, 
of Dayton, secretary of the Ohio Hardware Associa- 
tion, and E. J. Becker, secretary of the Hardware 
Club of Cincinnati, no definite plans were outlined 
for entertaining the state association at its annual 
convention to be held in Cincinnati February next. 
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Being some condensed information — 
to help you sell Nicholson Files 











In “cut,” tempering, 
keen teeth, uniformity, 
and long-wearing quali- 


ties NICHOLSON files 


excel. 


Guaranteed to make 
file users’ work easier 
and to make their 
finished product of 
highest quality. 


Always wrapped in our 
rust-proof paper. 








Using a NICHOLSON “‘double-ender” to sharpen a saw 


Sell Nicholson Files 


The Choice of Experienced Workmen 


The name NICHOLSON on a file does away with 
half the battle of selling. For nearly half a century 
it has stood for satisfactory file service. 


WHOL 
Sey 
OSA. 


(TRADE MARK) 


Master workmen in shops everywhere recommend 
apprentices to “Start Right” by using NICHOLSON 
files. The OLDER men know by experience that 


these files save the user time, labor and money. 


To carry NICHOLSON files is to invite the best 


class of trade. 


Sold by all leading jobbers 


Nicholson File Company 
Providence, R. I. 
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‘Tae rapidly increasing demand 

on the part of hardware mer- 
chants for automobile accessories 
is shown by the following state- 
ment made by F. R. Hall, vice-pres- 
ident and general manager of the 
Northwestern Chemical Company, 
Marietta, O., manufacturer of auto- 
mobile specialties. 

“A year and one-half ago, we 
were doing practically no business 
with the hardware people. We 
were, however, watching the hard- 
ware trade very closely, and just as 
fast as we found the hardware peo- 
ple taking on auto supplies we be- 
gan following them up on our own 


AND 


MOTOR™ACCESSORIES 
SUPPLIES «& 


goods until to-day we are selling the 
hardware trade in practically every 
state in the Union. There is still 
a lot to be accomplished on this end 
of the work, but if the hardware 
people continue to go into auto sup- 
plies as fast in the coming year as 
they have in the year gone by, we 
certainly will have nothing to com- 
plain of.” 

This statement which shows 
growing importance of automobile 
accessories in the hardware store is 
especially significant when it is con- 
sidered that the firm mentioned has 
obtained the increase of _ sales 
through jobbing houses only. The 
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HARDWARE DEMAND FOR ACCESSORIES SHOWS 
RAPID INCREASE 


firm was incorporated in 1910 for 
the purpose of manufacturing and 
distributing chemical automobile 
specialties. The first plant occupied 
contained less than 3000 square 
feet of floor space and sales were 
made principally to garages. By 
combining a full line of chemical 
specialties it was found possible to 
interest the jobbing trade, especial- 
ly since the line was by this time 
well represented in the garages. 
Within three years the firm had 
purchased its present plant, con- 
taining a floor space of 15,000 feet, 
and now markets its entire output 
through jobbing circles. 


NEW GASOLINE SUBSTITUTE BIDS FAIR TO CUT 
COST OF MOTOR FUEL 


fhe increasing use of the inter- 
nal combustion gasoline mo- 


tor each year has created a problem . 


in economy that needs serious at- 
tention. With the price of gasoline 
at times as high as 20 to 25 cents 
a gallon, cause has been given for 
considerable alarm among motor- 
ists and users of stationary gaso- 
line motors. In England, France, 
Germany and Spain the prices of 
gasoline are very much higher. In 
those countries the prices vary at 
from 30 to 40 and 50 cents a gal- 
lon, and these prices are more 
prevalent in Spain than in any of 
the other countries mentioned. In 
South American countries high 
prices for gasoline prevail, as all 
gasoline used in those countries is 
imported from the United States. 
One can readily understand that if 
something is not quickly done to 
provide a low-cost fuel for gasoline 
motors, the use of this kind of 
power will be curtailed before long. 





New Motor Fuel Distilled from Water 
and Chemicals 

Now comes an American chemist 
and inventor to the rescue from 
high prices of gasoline. Experi- 
ments with the new substitute for 
gasoline, invited by John Andrews, 
of McKeesport, Pa., are being car- 
ried on at the Indianapolis Speed- 
way. These experiments are at- 
tracting wide attention and are be- 
ing closely watched by Carl G. 
Fisher, president of the Speedway 
Company, who has already made a 
fortune out of Prest-O-Lite gas and 
tanks for gas-lighting of motor 
cars. 

The tests of this new fuel have 
thus far been so successful that it 
is understood that preparations are 
being made to place the substitute 
upon the market. The new fuel is 
distilled from water and chemicals. 
Andrews asserts that it can be 
marketed at 5 or 6 cents a gallon. 
It can be made of any quality from 


90 


60 proof to 100 proof, and the 
process of manufacture is rapid. 


What the Tests Have Proved 


Several cars have been used in 
the experiments made on the In- 
dianapolis Motor Speedway. A 
six-cylinder Cole car using the sub- 
stitute made 13.5 miles to the gal- 
lon, the substitute having a specific 
gravity of 60. Previously the 
same car made 12.9 miles to the 
gallon on 64-proof gasoline. 

A National six-cylinder car made 
16.5 miles to the gallon on 64-proof 
gasoline and later made 17.75 miles 
to the gallon on the substitute. 
Another National six-cylinder tour- 
ing car, fully equipped, attained a 
speed of 56 miles an hour on 64- 
proof gasoline, then reached a 
speed of 60 miles an hour on 60- 
proof substitute. 

A Marmon car made a continu- 
ous run of 116 miles on 9% gallons 











July 30, 1914 HARDWARE AGE 91 

















/, 4 y, a ‘ i | oes | : a 
- xy tf ; ue d “h a f 
. [) ee 
J/\ iy 
7. Anti- \ 
oR Skid ) 


that draws profitable trade. 











ISPLAY WEED CHAINS IN YOUR WINDOWS 
| AND SALES ROOMS AND YOU DISPLAY 
2) GOOD SOUND BUSINESS JUDGMENT AS WELL. 
2 You will attract all types _ cars to your pepsi yt i 












¥\ Post mortems are never held over Weed ly bi 
Chains—they never make dead stock. 
Even when roads and pavements are 
dry the experienced motorist will 
buy—‘“In time of sunshine he prepares 
for rains, stops at his dealer’s and buys 


Weed Chains.”’ 








Don’t forget to order a stock of Weed 
Cross Chains, too. We will send you an 
attraetive board on which you can dis- 
play our Cross Chains to the best advantage 
if you will but write for it. Now’s the 
time. Write for it now. 









Weed Chain Tire Grip 
Company 













Bridgeport, Connecticut 





Manufactured for Canada by 


DOMINION CHAIN COMPANY, Limited 
Head Office: Shaughnessy Building, Montreal, Canado 
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of the substitute, an average of 
12.2 miles to the gallon. 

The success of this substitute 
fuel for gasoline motors has a very 
important bearing upon the in- 
creasing prosperity of the motor 
industry and the accessory and 
supply branches that are entirely 
dependent upon it. It is to be 
hoped that these successful experi- 
ments will prove lasting and that 
the time is near at hand when fuel 
for internal combustion motors can 
be bought at such prices as will 
make the automobile even more 
popular than it is to-day. 


Albex Folding Goggles 


These special automobile gog- 
gles are made by the T. A. Wilson 
& Co., Inc., Reading, Pa., one of 
the largest manufacturers of gog- 
gles. Their distinctive patented 
construction consists of the follow- 
ing meritorious features: A soft 
bridge band makes them auto- 
matically adjustable to every. face. 





Albex folding goggles 


They cling to the face, affording a 
perfectly tight fit, eliminating the 
possibility of dust and air flues 
created by space between. the 
lenses and nose or tops of cheeks. 
They are _ supplied with fine, 
ground and _ »polished, optically 
perfect lenses that entirely elimi- 
nate the possibility of eye strain. 
They are fitted with leather shields 
that closely conform to the sides of 
the face, shutting out all dust and 
dirt, and yet so well ventilated that 
the eyes are cool and comfortable. 
They are furnished with clear 
white, amber, feuzal, smoke or 
amethyst lenses. Amber or feuzal 
glass is preferred by many, be- 
cause these tints filter out to a 
great degree the harmful actinic 
rays and thus reduce eye fatigue 
to a minimum. Although these 
goggles have had a _ remarkable 
sale of over 100,000 pairs in the 
automobile field alone, they are 
just as popular for sportsmen, 
gunners, golfers, tennis players, 
etc. They retail for $2.00 per pair. 

The display counter case for the 
Albex folding goggles was shown 
and described in HARDWARE AGE, 
the issue of May 28. 


“Universal” Luncheon 
and Motor Sets 


Landers, Frary & Clark, New 
Britain, Conn., have put on the 
market two new “Universal” lunch- 





“Universal” luncheon and motor set, 
for four persons. No. 242 


eon and motor sets completely 
equipped, No. 232 for two, No. 242 
for four, and No. 262 for six per- 
sons, and No. 442 for four and No. 
462 for six persons. 

The cases are dovetailed on all 
sides and are covered with fine 
black grain enamel duck cloth, 
lined with dark green leatherol. 
The company states that the spring 
catch locks are of the best quality, 
and that all the trimmings are of 
fine nickel plate. 


National Hydraulic Jack 


The National Stamping & Elec- 
tric Works, 410 South Clinton 
street, Chicago, is making great 
claims for the efficiency of its Na- 
tional hydraulic jack. One of its 





The National hydraulic jack 


features is easy lifting of any 
weight up to 2500 pounds by the 
hydraulic principle. It is very 
strong and compact, occupying only 
4 by 12-inch space, and weighing 
only 6 pounds. The retail price 
is $6. 
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Dewey Power Tire 
Pump 


The manufacturer of the Dewey 
power tire pump is the Dewey-An- 
derson Mfg. Company, Toledo, 
Ohio. The pump is light, yet very 
strong and durable. It is capable 
of exerting a pressure of 160 
pounds, which is greatly in excess 
of any tire’s requirements. 

It is a well recognized fact that 
hand pumping automobile tires is 
not only as mean a job as any man 
can tackle, but not altogether reli- 
able as to inflating the tires with 
the exact amount of air required by 
the guarantees of tire manufactur- 
ers, who base their guarantees upon 
the maintenance of a certain speci- 
fied air pressure in their tires. As 





Dewey power tire pump 


this pressure can only be attained 
by extremely hard work, most 
every motorist evades it whenever 
possible. The direct result of this 
neglect is tire trouble. A properly 
inflated tire will push an obstruc- 
tion out of the way, while a poorly 
inflated one will run over it and be 
injured accordingly. 

The Dewey power tire pump has 
several remarkable features: It is 
never oiled, which is highly im- 
portant. There is no possibility of 
greasy spray being injected into the 
tire, which sooner or later rot the 
rubber. It is attached at any spark 
plug opening and pumps only pure 
air, which it draws from the outside 
of the pump barrel. No heated, 
gaseous air from the motor can 
possibly enter the pump itself. Re- 
tails for $10. 


The Auto Iee Box 


The Western Refrigerator & 
Mfg. Company, St. Louis, Mo., is 
specializing in the manufacturing 
of auto ice boxes in two styles. 
The “Joy” auto ice box will accom- 
modate ice and more than a dozen 


. 








KR 


n 


> 1 


= 
‘ 





July 30, 1914 HARDWARE AGE 




















Pa 


g > cPaeian a ca o x . . - 
ene” & Sree oo! lane. Nar ee Se Se pga 4 AS ca & e ; - 
e » : 4 De sce A “4 ae Das. Ce ed ae GP he te ag 
< te eo ae Sate es a eres ae 
: Lg ORS Ok OE ep SOO a ae Toe 4 
$ ia eS Sg £0 BBS 
select te sie sc 6 RS Bw ae. oo ge BSS 5 . ea ES 
—_ la ly Clty ig Fe PN a ae ie * a iugtene BARS 2 Pee wv, 











ELECTRIC WARNING SIGNAL 


The Sparton warns! It doesn’t make pretty 
music, nor work pretty often—it warns! 


Its clear dominant note crystallizes the hesi- 
tant pedestrian’s thought—it makes him move. 


And since it warns him in good time, he 
holds no grudge against the autoist. 


Sparton is made in a size to “‘fit’’ every car 
and every motor boat. 


It doesn't stay in stock. 


Write. 
Prices from $7.00 to $15.00. 


The Sparks-Withington Co. 


Jackson, Michigan, a oo 
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bottles of beer, and it also has a 
“dry” compartment in which to 
place the lunch. The “Ideal” style 
of auto ice box has practically the 
same capacity, but has no dry. com- 

















The Auto ice box 


partment. It is fitted with a small 
shelf. Either of these ice boxes 
ean be placed upon the running 
board, the trunk rack or inside of 
the tonneau. Both are easily car- 
ried from the roadside stopping 
point to a green, shady nook, 
where an ice-cold bottle of beer 
and lunch can be thoroughly rel- 
ished. Either style retails for 
$6.50. 


New One and a Half Ton 
De Kalb Truck 


A new model one and a half ton de- 
livery truck is just brought out by the 
De Kalb Wagon Company, De Kalb, 
Illinois. The motor is four cylinder, 
four cycle, 4%" bore and 5%” stroke, 
and is a Continental product. The 
cylinders are of the L head type and 
are cast en bloc. The crankshaft is 
carried on three bearings; lubrication 
is of the splash and force feed type, 
which latter is effected by means of 
plunger pumps. Oil tubes, passages 
and connections are inside the motor 
crankcase. Motor is governed at a 
speed of 1050 R.P.M., has a piston dis- 
placement of 280.64 cubic inches and 
develops 27.25 H.P. according to 
S.A.E. rating formula. 

The electric current is produced by 
a Mea high tension magneto, the inno- 
vation and improvement of which con- 
sists in its bell shaped magnets, which 
are made to swing with the spark 
timing mechanism so that the maxi- 
mum spark is obtainable no matter 
what the timing may be. 

Ignition is controlled by lever, 
placed on top of the wheel. Car- 
buretor is of the double jet non-water 
jacketed type, easily adjusted and 
controlled. Throttle control is ef- 
fected by lever on top of steering 
wheel and by a foot accelerator. Two 
separate throttle valves are used, ar- 
ranged in the intake passage one 
above the other; one of these throttle 
valves is connected with the governor 
while the other is connected to hand 
and foot controls. 

The cooling is maintained by an am- 
ple sized radiator, assisted by a cen- 
trifugal pump and a four-blade fan of 
the propeller construction. The radia- 
tor is of the vertical flat tube con- 
struction, handsome in appearance, 
and has a cooling surface of 58 square 
inches to every square inch of the 


a NS NS en an a 


front area. It is mounted on coil 
springs so as to practically eliminate 
all vibration. 

The motor is mounted rigidly on a 
subsidiary frame, which is secured to 
the main frame by two hinged joints 
at front and by single point at the 
rear, thus giving a perfect three point 
suspension. The feature of this con- 
struction is that the forward end of 
the transmission also rests on this 
sub-frame, thus making a three point 
support of the jackshaft and trans- 
mission unit. 

The clutch is of the pressed steel 
cone type, faced with leather, and 
with auxiliary springs. These steel 
springs are of such form that they 
slightly lift the leather when the 
clutch is disengaged, so that certain 
portions of the leather comes in con- 
tact with the flywheel rim first. This 
insures a smooth engagement. 

The transmission is the selective 
type, Covert made. The transmission 
gives three speeds forward and one 

















De Kalb motor truck of one and a 
half ton capacity 


reverse. Gears and shafts are of 
nickel steel, carbonized, heat treated 
and ground. Bearings are of the 
Hyatt high duty roller type. 

The jackshaft is of the full floating 
type. -A double annular ball bearing 
outside the housing takes care of the 
load to be transmitted. Shafts can be 
easily removed for inspection. 

Power is transmitted to the rear 
axle by means of side chains and 
sprockets. The chain has a large 
pitch of 1%”, rollers 4%” in diameter 
and an ultimate strength of 18,000 
pounds, speed is approximately 1000 
feet per minute on high gear. The 
total reduction is 6.831:1 on high gear, 
and still the smaller sprocket has the 
greatest number of teeth permissible. 

The front axle is a one-piece I beam 
forging with Elliott type steering 
head and pivot pin gearings in 
knuckle. Steering pivots are inclined 
and knuckle arm is placed above axle. 
The front axle clears ground by 9%” 
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with 34” wheels. The rear axle is a 
solid drop forging with 1% x 3” 
rectangular section. Timken roller 
bearings are used throughout. 

The stearing gear is of the nut and 
screw type, latest production of the 
Ross Tool & Gear Company. The fea- 
tures of this gear are non-split steel 
sleeves, single threaded screw, tre- 
mendous bearing surfaces and no off- 
set leverage. The ratio on this gear 
is 8:1. 

The springs are semi-elliptic front 
and rear and the latter is specially 
long to give the maximum of easy rid- 
ing to all roads. The front springs 
are 40” long and 2%” wide; the rear 
springs are 50%” long and 2%” wide. 
The springs are shackled, take no part 
in the drive of the car, and are very 
free and fiexible. The shackle pins 
are %” in diameter, and made from 
3% per cent. nickel steel with integral 
grease cups. 

The frame is of pressed steel 
51/16” deep, made of special steel, 
heat treated. Chassis equipment in- 
cludes tires, driver’s seat, dash and 
foot boards, front fenders, running 
boards, side and tail lamps, horn and 
a set of tools, Mea magneto and a 
seamless tank, which holds 20 gal- 
lons. 

The frame carries a_ substantial 
front bumper which renders an abso- 
lute protection from damage. It is 
made as a part of the machine and not 
as an ornament. A good improvement 
of the design must be mentioned in 
the sheet steel dash, and toe board, 
also seat box, which makes a neat and 
substantial looking job. It does not 
crack or rot as the wood used to do. 

The price of the chassis in the lead 
is $1,800.00 f.0.b., De Kalb, Illinois. 


Maxo II Motorcycle 
Horn 


The Garford Mfg. Company, 
Elyria, Ohio, is featuring this sea- 
son its Maxo II electric horn for 
motorcycles, which is an entirely 
new design, very compact and of 
attractive appearance. It gives a 
sharp, abrupt, penetrating signal, 
which clears the road. Very little 
battery current is consumed in its 
operation. A special lever type 


push button is provided, which is 
mounted on the handle bar close to 





Maxo II motorcycle horn 


the grip, allowing quick action 
without losing control of the wheel. 
It is finished in baked black en- 
amel. The push button in nickel. 
The retail price is $3.85, complete; 
finished in nickel, $4.10. 
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Delivering 
Plumbers’ 
Supplies— 


The Crane Hawley Co., 
dealers in plumbers’ supplies, 
Cincinnati, operates this fleet 
of 3-ton Packard trucks. They 
are equipped with 





GOODRICH 


WIRELESS 
TRUCK TIRES 


The Crane Hawley Company has been getting an average of 10,000 miles’ service from these tires, and 
finds that hard usage over the uneven paving of Cincinnati hills has not prevented satisfactory mileages. 
In constant use, these tires are standing up well, and are delivering mileages that prove quality. 


What Goodrich Wireless Tires are doing for the Crane Hawley Co., they will do for you. 


Factories: 
Akron, Ohio 











“Motor Trucks of America”—the encyclopedia of trucks—mailed on request. 


The B. F. Goodrich Company 


Branches in All 
Principal Cities 
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When You Need Men 


consult the Opportunity 
Exchange of the Hardware 
Age—men—the right kind 
—are always open for op- 
portunities to advance 
themselves. Do you want 
the ambitious kind—the 
kind that can do things? 





50 words at one dollar per 
insertion will put you in 
touch with such men. 


The Hardware Age 


239 W. 39th St., New York 


Opportunity Exchange Dept. 














SPLITDORF MAGNETOS 


low and high tension—are made in a wide range 
of models for all manner of work and they'll 
give your motor more power—make your motor 
run smoother and quieter than will any other 
make, and, equipped with one, you can always 
start your engine on a quarter turn. 


We'll exchange your present magneto of any 
make on a liberal allowance basis for an up-to- 
the-minute SPLITDORF low’ or high tension. 


SPLITDORF PLUGS are not experimental—they 
are standard. Known since their first appearance 
as the “‘common sense plug’ they are exactly that 
—no more and no less. SPLITDORF PLUGS will 
outlast your motor—thousands are rarely removed 
from a cylinder head. There is nothing fanciful 
about them—they are made to endure any and 
every strain of ignition put upon them. 





Why not Stock Up on a standard article 
always in demand? 


SPLITDORF ELECTRICAL COMPANY 
98 Warren Street - NEWARK, N. J. 
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The Cataract Washer 


The Cataract Auto- Vehicle 
Washer Company of Topeka, Kan., 
is meeting with a great demand for 





Cataract washer to be used like a 
sponge 


its auto-vehicle washer. Washing 
a motor car or vehicle of any kind 
and being able to easily free it from 
mud or grime is a hard and un- 
pleasant job, especially if one uses 
some of the old-time cleaning de- 
vices. The hose is attached to the 
Cataract washer and its mop-like 
portion can be handled so as to 
reach the most intricate parts of 
the car. The washer is made of 
brass and the handles are nickeled. 
The mop portion is wound with 
copper wire and no part of the 
washer can rust. The mop portion 
is made of the best quality of mop 
yarn and is wound about the cor- 
rugated perforated brass head 
neatly and securely. The water 
coming through the hose is forced 
through the perforations of the 
head and thence through the cot- 
ton yarn. 

The Cataract washer is shown in 
two styles—a long handle, which 
keeps the hand out of the water, 
convenient for summer or winter, 
and a short stub handle, which 
permits the hand to grasp the mop 
exactly like a sponge. These wash- 


Cataract washer with long handle 


ers retail at $1.50 for the long 
handle, and $1.00 for the stub 
handle. 


The Uni-Coil Ignition 
System for Ford Cars 


The New York Coil Company, 
338 Pearl street, New York City, 
has placed upon the market the 
Uni-Coil ignition system :for Ford 
cars. The system consists of the 
following points of merit: An 
elevating gear, bracket and com- 
bined time and high-tension dis- 





tributor or synchronizer, together 
with all necessary wires, cables and 
bolts. As only one coil and but one 
pair of contacts are employed, per- 
fect timing or synchronizing is as- 
sured, which means that the spark 
is supplied to each cylinder at ex- 
actly the proper instant without 
any variation in size or difference 
to the piston’s travel, a condition 
impossible to secure with four sepa- 
rate coils and the regular timer. 
Absolutely no change to the pres- 
ent coil or switch is necessary. 
This arrangement gives three re- 
serve units and does away entirely 
with the timer, which, in a major- 





Uni-Coil ignition system for Ford cars 


ity of cases, is the real cause of 
faulty ignition. The Uni-Coil igni- 
tion system retails for $15. 


Adjustable Gear and 
Wheel Puller 


The Premier Electric Company, 
of 4039 Ravenswood avenue, Chi- 
cago, manufacturer of the “Sticka- 
lite’ auto repair lamp, the “Hilo” 
magneto horn for Ford cars and 


other accessories, is making a con-{ 


venient adjustable tool for pulling 
gears and wheels in machine shops 
or auto-repair shops in the “Little 
Giant” gear and wheel puller shown 
in the accompanying cut. 

The “Little Giant” has four 
puller prongs to steady the draw 
screw, which prevents slipping and 
uneven pulls, making it possible to 
apply the greatest force without in- 
jury to the parts to be removed, and 
with the least labor. It is quickly 
adjusted up to 13 inches. 

Where large wheels are to be 
pulled, the puller is placed over the 
hub and fastened to a couple of 
iron flat plates placed back of the 
spokes. This gives the puller a 
good, firm hold without injury to 
the wheel. 

For gears under 2' inches in 
diameter, a pair of extension arms 
are supplied, each arm setting into 
the pair of puller prongs. 
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This tool is made of drop forge 
steel and tool steel throughout, 
making it camparatively light and 
easily handled, and of such strength 





The “Little Giant” adjustable gear 
and wheel puller 


that it is said to withstand a 20-ton 
direct draw. 

The gear puller, packed ready for 
shipment, weighs 8 pounds and is 
sold at $10 the set. 


Morse Lighting Outfits 
for Cycle Cars 


Frank W. Morse, of Boston, 
Mass., is making a specialty of 
manufacturing lighting outfits for 
cycle cars. The cycle car is a “go- 
between” with the motorcycle and 
the fully developed motor car. The 
popularity of this new light four- 
wheel car is growing by leaps and 
bounds, and therefore the demand 
for accessories made especially to 
fit it will increase. 

The Morse cycle car lighting 
outfits are offered in two different 
sets. The No. 1 outfit consists of 
two side, one tail and one trouble 

















Morse cycle car lighting outfits 


lamps, complete with switch, plug 
and necessary wire cable. It re- 
tails for $8.00. The No. 2 outfit 
consists of two side, one tail and 
one trouble lamps, one speedometer 
lamp, switch; plug and wire cable. 
It retails for $10.00. These out- 
fits are finished in polished nickel 
or black enamel. 
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Eureka Copper Hammers 


are sure sellers 
to machinists 
and engineers, 
because  supe- 
rior to _ steel 
hammers for 
many uses. 
Will drive work 
to place with- 
out marring. 
Furnished with or without handles. Sizes: 1 to 16 bb. 
Let us supply you direct. Circular and Trade prices 
sent on request. 


The Eureka Company 
NORTH EAST, PA. 

















GOOD SPARK PLUGS 


Standard Types—Porcelain and Mica 


Conical type porcelains—best mica 


& 
Ajax insulation. Non-corrosive sparking 
points. Will not burn up. 


Starts a cold engine with half the 
Meteor 


usuai labor. Cleans itseli wiih every 
explosion. Strong, simple for power- 
ful engines. 


Special %-inch plug—extra long 
Ford body. All up-to-date dealers carry 
these spark plugs in stock. 





227 W. Erie Street 
CHICAGO, ILL. 


Star Specialty Co., 
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Sell a 
Ss , Dependable Rowboat Motor 


You get all the pleas- 
ure out of a Ferro Row- 
boat Motor because you 
can depend upon it to 
“take you there and 
bring you back.” 





wth e ? 9 4 oe i 


Waterproof 9 “? oe ‘ 4 * r a lied : .Y , 
Battery ) aa May be carried any- 
Ignition where and you can at- 


tach it to any rowboat, 
dory, dingey or canoe in a minute’s 
time. Develops 2% H.P. speed of 
7 to 10 miles per “hour. ~ Genuine 
sosch =Reversible Waterproof 
Magneto, Bosch Shockproof and 
Waterproof Spark Plug, and 
Float-Feed Carburetor. 


Reversible 
Waterprocf 
Magneto aie 


Attractive exclusive agency pro- 
position is open to live wire deal- 
ers. Write for booklet explaining 
it in full. 


There is also a book on the long established Ferro 
Marine engine line. Our experience in making reliable 
marine engines is back of the Ferro Rowboat Motor. 


THE FERRO MACHINE & FOUNDRY CO. 
720-N Hubbard Avenue, Cleveland, O., U. S. A. 











A bicycle is out of 
commission with- 
out Tires 


Why not have a good bicycle 
by equipping it with the best 
tires made? The very hardest 
riders pronounce the EVER- 
LASTER the best. It has 
heavy fabric, fine white rub- 
ber, heavy Studded Non-Skid 
Tread. Ask your dealer. 


Manufactured by 


Kokomo Rubber Company 
KOKOMO, IND. 

















American Steel & Wire Co. 


MANUFACTURERS OF 





Telephone and Telegraph 
Wire. Electrical Wires of 
every description 





WORCESTER 
DENVER 


CHICAGO 
NEW YORK 


CLEVELAND 
PITTSBURGH 




















HARRIS 


TRADE MARK i a<¢ Ss OFF, 


onakens 


Their far-famed purity makes them the 
ideal lubricants for you to sell to automo- 
bile owners. 
“A Little Goes a Long Way and 
Every Drop Counts” 
Write for terms. 





A. W. HARRIS OIL CoO. 


326 S. Water St., Providence, R. I. 
Branch: 143 No. Wabash Ave., Chicago, Ill. 














A box of assorted 


RAJAH 


TERMINALS 


for hardware 

‘dealers, in sizés 
and styles mostly 
used. Terminals 
exchanged if de- 
sired. 




















RAJAH AUTO- 
SUPPLY CO. 


Bloomfield, 
New Jersey 
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**The advertisement on the sale of our fixtures has brought a 


duplicate the advertisement, doubling the space. 
*‘Made one sale of $700 today as a result of the advertise- 


“Yours respectfully,” 
Name and Address upon request. 











An unsolicited testimonial of a Liner Ad. | Situations Wanted 


2c. per word—50c. minimum rate. 


number of inquiries and we would be pleased if you will Help Wanted 


2c. per word — $1.00 minimum 
rate. 


ment in HARDWARE AGE. ! Business Opportunity 


2c. per word — $1.00 minimum 
rate. 














Help Wanted | Help Wanted Help Wanted 
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Original letters of reference should} WANTED—Salesmen calling on) THERE IS AN EXCELLENT; CLERK, 23, single, with 5 


not be enclosed with replies to ad-|hardware and tinner’s trade to carry | chance for two young men who ure/ experience, wants position, any 
vertisements appearing in these col-| as a side line a patent hot air fur-| hustlers to obtain positions as sales-;in hardware line; would li 








_ Situations Wanted 


years’ 
thing 


ke to 


umns as they are frequentiy mis-|nace for homes and public build-| men for a well established line of | travel; would go anywhere; would 


laid and lost. A copy of the refer-|ings. Entirely new; popular price;| tools to wholesale and retail trade| invest; reference. R. . Fisher, 
ence will serve the purpose. highest results, and a money maker.|on straight salary and expenscs.| Jamestown, Pa. 
Address with reference, Box| We have no room for side line YOUNG MAN. 27 vears old. sev- 





MANUFACTURER of full line| York. will not tolerate extravagant 
household specialties -wants local WANTEDCinu asst wast wutall ce Gh Geabasene pale te 


representatives in all important cities : 
to handle line on commission. De- worker and one warm air furnace| salesman we employ and will 


rtment stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 





Heating Co., Tacoma, Wash. that south of Washington and 
of the Mississippi 





covered. We want none but those WANTED — Superintendent for| Chicago and Chica o district, 
our door bo!t department; must be re ports of Illinois, Indiana! 
ic 


who can “make good.” For such 
our proposition is an excellent one. 


Address “S. H.,” care HarpWARE igan. State age, 


a good designer and have the ex-| and 


Steady work, At once. . Tacoma}that is open for one salesman is) yorx 


i, and for the other) _EXPERIENCED HARDWARE 


perience necessary to manufacture salary you expect, experience if any 


“es 1 ee : : : - 
Y. J.,” care Harpware Ace, New| salesmen, high fliers or loafers and| .,2) years’ experience in the 


exX- | 


any) as clerk, or would consider 


gov"! ti i 
man. If you can deliver the goods,|ern the salary to be paid on actual| ee gg Pe pe an gage =~ “y 
will pay 34.50 r day 8 hours.| efforts and results. The territory) R.,” care Harpware AcE, 


hard- 


‘ ware and farm implement business 
pense accounts. We will, howevcr,| wants sition han 9 hardware firm 


posi- 
can 


ecw 





east | 


in-| MAN has just disposed of stock in 


business and wants position as man- 


what; ager or assistant in hardware in 


Ace, New York. goods at lowest possible costs. Aj|on road, references, and if possible; Box 219, Bay Minette, Ala. 





P.,” care HARDWARE AGE,| permanent for the right men. 
New York. dress “Z. D.,”’ care HARDWARE 
New York. 


SALARIED POSITIONS 
We have calls for tinners, plumb- 





small town in Gulf Coast territory. 





aes position for the right man. Ad-|send photograph. The positions are YOUNG MAN. 28 position 
ress » 20, 


in re- 


Ad-| liable house; 12 years’ experience in 
AGE, hardware, tackle and sporting goods. 
Address “Y. T.,” care HARDWARE 





teno 
ers, salesmen, clerks, stenographers, WANTED—A young man to call 


| AcE, New York. 





etc. If you wish a position we can , 
place ci, Write for particulars—/| 07 the small hardware jobbers in 
laces you under no obligations. the States of Ohio, Indiana, Illinois 
R stem Service Company, 3| Michigan. Must be an experienced 


ouser Building, St. Louis, Mis-| Salesman and thoroughly acquainted 


Situations Wanted 





LIVE WIRE J traveling 





souri. with the trade in this territory. 





WANTED — Al SALESMAN by| Address “Y. Q.,” Harpware AGE,! reprecent on commission in 


man 


wishes contract with manufacturer 
of anythin in hardware; twelve 
years’ roa experience; can _ sell 


goods; any reference you desire. 


Wis. | AcE, New York. 


Give age and_ salary expected. SALESMAN . 
“a . thirty-one years of, Py, ”” H 
Satisfacto reference required. age wants one good manufacturer to' ‘Address “Y. U.,” care ARDWARE 











large manufacturer of standard line;} New York. consin. If you have merchandise) SALESMAN who produces wants 





valuable territory, with large estab- : : 
lished trade; good opportunity for ea is eae men experi- ‘ 


: * >. > us 
energetic and progressive man, com- in builders’ hardware for) \ ape Ace, New York. 


clerical positions in office of large 


ences. Address ‘“‘X. Y.,’? Harp-| 


to sell I can sell it. Best of refer- New York, Pennsylvania or Ohio 
territory; can sell hardware and auto 


specialties and other mechanical 





petent to handle the larger furniture 





| lines if technical knowledge is not 





and hardware trade. Address| manufacturing company. Perma-| EXPERIENCED hardware man. necessary. Address “Y. W.,” care 
v, “1 4 cure Hasewsne Acs, New sn ay gna py Senge gs wants te: change. present position as) Harpware Ace, New York. 
ork. . ’ ~ 3 | merchant in a sma own; have ha : 
experience and salary _ expected. | 5 years’ experience; capable ae HARDWARE CLERK and win- 





Address “Y. V.,”" care HARDWARE 


A REAL SALESMAN—One who} AGE, New York. 
understands hardware lines, ac- 


buying, sellin 








throvghout the East; big enough to 


open a New York office for us and 'preferred; state kind of concern,| 
make it pay. Must be financiall t h e H ar d W ar é@ where Jocated and salary you would) yOUNG MAN 
| pay. ress “ 


responsible and have capital sufh- Z.,”" care 


connected with hardware business. | P 
Can furnish best of references. | 


: rs e e : ae : 
Strocghout the Eat; te encegh 1e| Big Success in| Would consider on inside job or as 


| 


care HARDWARE AGE, 


es good reference. Address “Y. 
York. 


or doing anything| dow trimmer open for immediate 
osition with some large hardware 
ouse; four years’ experience; can 


New 





, reliable and in- 


ARD-| dustrious, 14 years’ experience in 
| hardware business, wants position 





o 





cient to operate, but can arrange > rARE AGE, Ne York. 
with us for drawing account. W Business Open to 2 — ——— 


ache by _ ee? largest eget 12 Young Men t sige cog: gg Al 
importe ocls  offere in is | 39, wants chance to better himself;| y5,4. 
22 years’ experience, 5 years at| — 


country. Sample line includes over | 


la 
man,) Z.." care HARDWARE AGE, 


s salesman or clerk. Address “‘Y. 


ew 





350 pieces. Also five good Ameri- wholesale and 17 years at retail. ' YOUNG MAN with ove 


can factories to take entire output. 3 
Right party can make himself in-|known hardware manufacturers in| Ace) New York. 


r six 


One of the leading and best-| Address “Y. G.,” care HarpDWARE| years of hardware experience 


| wishes a position as salesman, in- 





dependent in a few years. Give|the United States has another open- 


side or out; A No. 1 reference. Ad- 


age; past occupation; references|ing for twelve young men who are} PACIFIC COAST REPRE-| dress “Z. A.,” care Harpware AGE, 


e; *,? . 
st letter. Unless you have at/|ambitious to make a real success in|} SENTATIVE — Traveller coverin | New York. 
least $2,500.00 available cash to fi-|the hardware field. It is the plan| California, Oregon, Washington po | a 


mance yourself until you prove your of this hardware manufacturing firm| Idaho desires good line for 


worth this is not a proposition for|to train these twelve men in| or entire territery. Ten years on 
you. What is wanted is_a good,|the science of selling hardware| the Coast; best of references. 
clean, high-class man. To such|under ideal conditions. At the fac-! East; will interview. Commission | 











} 


part 
| 


Now 


uidnene Cuecateaities 





10,000 earnings will be easy. Ad-|tory their entire time will be de-! basis. No advances. Address | 
New| IF YOU ARE DESIROUS of 


ress “X CEL,” care HaArpware| voted to the study of factory meth-| “Yy, L.,” care HARDWARE AGE, 
Ace, Otis Building, Chicago. ods and the study of salesmanship, York. 


| buying, selling or exchangi 





during which time a fair salary will 
be paid. At the end of two months} wanTED Young married 





man, | 


ng a 


stock of hardware we can be of 
great service to you on account of 


WANTED—Salesmen to travel|these twelve men will be required 26 years old: good clean habits, de.| Our intimate knowledge of these mat- 
' iti "frst; ters in every section * the United 


exclusively for cutlery manufacturer | to ss an examination in various ale . . ° 
- ‘ . : es immediate position in 
to call on hardware or drug and/subjects, after which they will be class hardware store as clerk. 


with experience need apply. Prefer From this time on, the future of hardware experience. Can 


years. Line is exceedingly attrac-|in his own hands. It is not a ques- con. Mich. 
tive and rapid selling in the hands/tion of opportunity in this case, but 2 gpeos a an ae setae” 





erence. State earning capacity and| who desire to establish themselves ” ARDWARE AGE 
firms you have travelled for, terri-| among the successful hardware men st Fines care Hanpwas — 
tory covered and trade you are ac-j|of the world. f 


| States. Address “H. G.,"* 
jewelry trade. Only A-1 salesmen; sent into the field at a good salary. assist in managing; 5 years’ Woe} Harpware Ace, New York. 





care 


: do A STN] 

those between age of 25 and 40jeach of these twelve men will be! coidering, etc. Town from 2 to 20 | or REAL ESTATE CI brine bay 
aval = gy’ a sora No eer 
of experienced salesmen. Give ref-|a question of finding young men give Naat of suluemies. ma dress| were rte en bang Pa har uy, 


prop- 


New| erty or business anywhere at any 


| price, write me. Established 





. * ‘“ 3? H > ; 
quainted with. Address “Y. A., This hardware manufacturing firm YOUNG MARRIED MAN, age 
twenty-nine, is open for engage- 
ment October first. Ten years’ ex- 
erience in manufacturing business. | — 


an handle credits, collections, cor- DO 
respondence, accounting, costs, or) YOUR BUSINESS for cash? 


care Harpware Ace, New York. demands that these men have a de- 
sire to travel, a desire to study the 
business conditions of the country, 

COMMISSION SALESMEN whoa good education and at least some 
have an established business calling) knowledge of the retail hardware 
on retail hardware, house furnish-| business. These men must possess ~~ , 
ing and variety store trade to handle|character, ambition, personality—)| Position as office oe 
a popular priced line of tinware|should be under 30 years of age and| Of references. Address 
and sheet metal goods. This is not| unmarried. 





*?> 
care Harpware Acer, New York. 


1881. 


| References. Address Frank ; 
Cleveland, Real Estate Expert, 2166 
acme Express Building, Chicago, 


YOU WANT TO_ SELL 


Send 


Best| US a brief description and we will 
N_.”| advise you if we can handle it. Our 


charges are less than 1 per 
Our System of Service means 








a temporary or “‘side line’? propo-| In making application for this o 
sition. e want hard working,| portunity enclose your photogra 4 


successful men who stick to a ter-|references, with complete detailed| enced in manufacturing, desires to) 


ritory and who can hold the trade.|information concerning your ability; connect with ge “hema —— | 4 4 Probabl 
e charge of cutlery; and woodenware. Probable 


Give full details abcut yourself | and experience. Competent to ta I 
and your territory in first letter.| No consideration will be given un-| department. Acquainted with 
Much territory between Pittsburg|less photograph is forwarded. 


and Denver open. Address si os 
“Y. D.,” care Harpware Ace, New Address ‘‘Y. S.,’’ Care of Hardware capital. Address “Y. M.,” 


York. Age, N. Y. Harpware Ace, New York. 














| results. Address System §S 





EXPERT IN CUTLERY, experi-' Co Houser Bldg., St. Louis, 


cent. 
quick 
ervice 


Mo. 





best| tory value twelve to fifteen 


care! York. Address “X. O.,” care 
‘warE Ace, New York. 


FOR SALE—Stock of hardware 


inven- 
thou- 


cutlery manufacturers in this coun- | sand dollars. Will sell at sacrifice. 
try. Could invest small amount of} Location within sixty miles of New 


Harp- 





ars’ 
hing 

to 
9uld 


her, 


Sev- 
ard- 
ess, 


New 


‘ory. 


1 TC- 


YARE 


man 


VARE 
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Business Opportunities 


FOR SALE—STOCK OF HARD- 
WARE, farm implements and store 
fixtures; plumbing, business and tin 
shep connected with store; best of 
location in a good farming — 
thirty-five (35) miles from 
hamton; saies last year $25 000: 
store rent reasonable; best “of hg | 
son for selling. Address “X. 
care HArpWArE AcE, New York.” 


HARDWARE BUSINESS FOR | 
SALE in a flourishing New England | 
city; long established and good pay- | 
ing; a _rereny opportunity for one | 
or two young men who can invest | 
about $23, 000.00. Address “X. M.,” | 
care HARDWARE Ace, New York. 


HARDWARE SPECIALTY. 
BUSINESS FOR SALE—Manufac- | 
turers desiring to add to their busi- | 
ness a profitable aporieny with es- | 
tablished trade can learn of such | 
a line by addressing as below; sales | 
made during the winter and spring; 
equipment and stock can be pur- | 
chased for less than a thousand dol- | 
lars. Address “Y. E.,” care Harp- | 
wArE AGE, New York. 


FOR SALE—Reliable Semdaiane. | 
tinning and plumbing _ establish- 
ment in a good agricultural town in | 
Central Pennsylvania; an_ excellent | 
opportunity for the right party; 
best of reasons for selling; only | 
those interested need apply. Ad- 
dress “Y. F.,”’ care HARDWARE AGE, | 
New York. 


FOR SALE, RENT OR EX- 
CHANGE—Two story and _base- | 
ment brick hardware, implement 
and buggy building with large 
freight elevator, well located, good 
small town McLean County, Ill. | 
Box 366, Chillicothe, Il. 


BUSINESS OPPORTUNITY — 
Controlling interest, “‘close corp.’’; 
substantial amount of stock still in 














| 
j 
i 














treasury, fully paid, nonassessable, | 
manufacturing igh grade _ hard-'| 
ware at good profit; equipment | 


excellent condition; business grow- | 
ing rapidly; price $25,000; much | 
larger value can be shown. Address | 

a care HarpWArE AGE, i 
or 


FOR SALE—One $300 Hahei | 


razor blade sharpening machine, | 
perfect condition; a bargain. Ad-| 
dress “Y. H.,” care HarpWare | 


Ace, New York. | 


UNUSUAL BUSINESS OPPOR- | 
TUNITY for young man; one of | 
the best retail hardware stores in| 
Iowa wants a competent x wt 
hardware man to buy out interest | 
of retiring old ry te and take 
his place; takes 
can be bought at ‘par: this year’s | 
earnings go with the stock; pays 
well; must be first class man; capi- | 
tal of corporation $60,000, paid up; | 











standing absolutely first class. Ad- | 
dress “Y. K.,”’ care Harpware AGE, | 
New York. 





FOR SALE—Hardware _ store, 
Northeastern Nebraska: reasonable 
investment; money maker. Address 
Post Office Box No. 715, Sioux 
City, Iowa. 


FOR SALE—Wholesale and re- 
tail hardware; an opportunity for 
a couple of traveling men ambitious | 
to get into business; can be de-| 
veloped to any extent desired; local | 
competition insignificant; most beau- 
tiful and progressive city in Penn- 
sylvania, about 80,000; floor space | 
18,000 ft.; low rental; no other op- 
portunity like it; cash required | 
$15,000. Address “Y. X.,” care! 
Harpware AcE, New York. 


PARTNER WANTED—I have a/ 
growing hardware business started 
in the best farming district in Mis- 
souri and haven’t capital enough to 
carry the stock necessary; would 
like to sell a half interest or more 
to right party; would require $1,000 
or more. Address “Z. B.,” care 
Harpware Ace, New York. 


MAN CAPABLE MANAGING 
office and financial affairs. Willing | 
to invest a substantial amount of | 
money in a high grade manufactur- 
ing business making good profit. 
Rapid growth requiring more work- 
ing capital. Apply only in writing. 
References required. Conference can 
then be arranged if mutually ad- 
vantageous. Address “Z. E.,’* care 
HARDWARE Ace, New York. 


FOR SAL .E—Clean, up- to-date | 
stock hardware, hogeefarmishings 
and paints; suburb of New York; 
low rent with steam heat; chance to | 
make money; will require $4,500; 
owner wants to retire. Address | 
“Z. C.,” care Harpware Ace, New 
York. 

















Opportunit 


Are you one of the 
Nation Wide Audi- 
ence of Opportunity 
Seekers ? 


You may be a hardware store 
proprietor or manufacturer 
and have need of a clerk or 
salesman. You may be a clerk 
or traveling salesman and want 
a better position or a new line 
of goods to represent. « 


You are sure that somewhere 
there is a firm or individual 
able to supply what you want. 
But the problem is, how to lo- 
cate that party. 





Cc 








xchange 


of HARDWARE AGE offers you 
an inexpensive means of communi- 
cating your want to a great au- 
dience of hardware merchants, 
manufacturers and important em- 
ployees in practically every town 
and city throughout the country. 
Among them is possibly the very 
man or company you want to reach. 
They read and respond to adver- 
tisements in the “Opportunity Ex- 
change.” Put yours there now. 


Write for information and find 


out how moderate our rates are— | 


“Opportunity Exchange,”  c./o. | 
HARDWARE AGE, 239 West | 
39th Street, New York City. 








The only 
Line of Files 
from 3 to 24 
inches that 
are made ab- 
solutely of 


Crucible 
Steel 


Get a “Delta” 
File from 
your dealer 
andtry it. 
Every dealer is 
authorized by us 
to refund you the 
price paid if you 
are not convinced 
that our files last 
longer, and give an 
efficient and eco- 
nomical service. 


There is a 
“Delta” File 
to meet your 
particular re- 
quirement. 

We make them in 
every shape and 
size. 

Always look for 
the trade mark. 
It safeguards the 
interests of thou- 
sands of file users 
every where. 


Sold by jobbers 
throughout 
CANADA. 








** The 


Delta File} 


Is The File 
W orth 
W hile ”’ 





DELTA 


Delta File Works 


Philadelphia, Pa. 


Chicago Office: 62 E. Lake St. 
Néw York Office: 260 West St. 
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There Are . [wo Ways to 
Look After Your Customer 


The way you look when you have made a sale, or when you have lost it. 

Either way is open to you—or any hardware dealer. 

The man who loses the sale is the man who is careless about his stock and 
his window. He carries unknown brands of tools—names that mean nothing 
to the customer. Perhaps the customer hesitates while the dealer argues, but 
he finally decides to seek out a store selling the brand he knows— 


—_—_—_—_— 


ens Sf I 
— —— 
— 








ESE Koon d pyez wen (Tere) ess 





UALITY GUARANTEED 

















| The dealer whose store is well stocked with Diss- 

ton Goods—whose window displays the line in an 
attractive manner—is the dealer who is going to do 
business when hard times are worrying his less 
progressive competitor. He is the man who can 
smile as he watches a departing customer. 





We Supply Dealers 
with Free Electros, 





Lantern Slides, 


Signs, Booklets 
It you have not already picked the way you will 


and other printed 
look after your customers, decide now. 

















matter. 
Window dressing booklet on request. 
HENRY DISSTON & SONS 
INCORPORATED Established 
Keystone Saw, Tool, Steel and File Works 7“ 
Reg. U.S. Pat. Of. PHILADELPHIA, U. S. A. 
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BLACK DIAMOND HILE WORKS 


ESTABLISHED 1863 INCORPORATED 1895 





of M 
«te aie 





Twelve Medals of 





Special Grand Prize 


Award at 
INTERNATIONAL GOLD MEDAL 
Expositions Atlanta, 1895 


Copy ef Catalogue will be sent free te any interested File User upon applicatien. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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One Day's Trial of a 


Grant Noiseless Riveting Machine 


resulted in an order be- 
ing placed for 12 more 
machines. 





UNUUUVVUAVUULUNAA UHL 


Increased Profits 


on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 
Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 
they will back up your statements every 
time. 


A few reasons why: 


(1) Noiseless Opera- 
tion. 


(2) Spin Well Polished 
Rivet Heads. 


(3) Avoid Broken Cast- 


Stand more strain than heavier cords 
and work freely. 














TULL LLL LULL LL MALLU UCL 














The quality is there—the prices are low . 
because these cords are made for wear Ings. 
and have no spots or fancy frills that (4) Do not Mar Sur- 
increase manufacturing cost and add f in Riveti 
nothing to their strength. ace In Niveting. 
We will be glad to send you prices and (5) Rivet Tight or 
samples—write now. Loose as Desired. 
(6) Entire Riveting 
Operation Takes 
i ear) > we “STAR” Only One Second. 
sc 8 anaes = For the sake of quality, 
= output and cost reduc- 
ES TES MIL LS 2 tion send for catalog. 
FALL RIVER, MASS. = 
2 The Grant Mfg. 
CLOTHES LINES SASH CORDS rs and Machine Co. 
MOPS 
WICKING MACHINERY WASTE BRIDGEPORT, CONN. 
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The James Swan Company, Factories at Seymour, Conn. 


MANUFACTURERS OF 


MECHANICS’ TOOLS 


Augers, Ayger Bits, Chisels, 
Drawing Knives, 
Gouges, Hollow Au- 


Me SP Nore nes Sok Ca gers, Gimlets, Boring 
Machines, Screw 


, Drivers, High Grade 

) Tools. Look 

for the Swan. 

Ai Send for Catalog 


New York Office—100 Lafayette St. 
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Torpedo Pocket Level and Plumb, No. 600 


is 9 inches long and shaped like torpedo. Fits pocket. 


Emery Wheel Dresser 


has many improvements worth noticing and has no Made of imported Hardwoods; Brass Mountings, Rapid 
equal for practical use. Cutter Wheels have a clean Fine Spirit Level and Plumb at one end. Handsomest 
and level cutting surface. Outlasts three sets of ordi- level made. Sells itself. Write for further information 
nary cutters. Write for prices. and prices. 

SOUTHINGTON HARDWARE CoO., Southington, Conn. 




















“Yankee” 


Bench 
Drills 


with Automatic 
Friction and 
Ratchet Feeds 





No. 1003 — One 


aes 6 .._~SA «+=2Speed. Drills up 
CARTON || * 


No. 1005 — Two 
Speed. Drills up 
to % in. 
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has solved the Chain problem for 
the hardware man. 

A Neat, Strong, Shelf Package 
which gains in popularity every With these new automatic feed features 


ne nat ks oo aes 


a ia a 


Shaped ili aces so says Fel m= 


day the “Yankee” is at once the quickest and 
Rive since inthe Sanison. ‘Tek sities most desirable Bench Drill made. A Bal- 
: : : timore jobber writes: “We sold two drills, 
in the Bulldog Pattern. 100 feet in No. 1005, which you shipped on the 17th 
each carton. ult., as soon as we showed them up. Ship 


us two more.” 


CLEVELAND GALVANIZING WKS. CO. 


Let your jobber quote you at once. 


= ae ae POPC SS ENE aw ~ 
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CLEVELAND, OHIO 
DISTRICT SALES OFFICES 
NEW YORK. ...+-+-1...000see0. 84 to 86 Chambers St. NORTH BROS. MFG. CO. 
SAN FRANGISCO. 2 222222222222IIIIIIIS1S Mission St PHILADELPHIA, PA. 
EE RIPE is css senbensceess 1007 N. Alameda St. 





























Seas \ Tubular Rivetsand Bifurcated Rivet 


\ \ = +UBULAR + 2 Q wIVETS. + 


_aghhSee WeneToRNG rate 
Packed in CARTONS, Assorted | | | 
Lengths 50 and 100 Rivets to 


Box. 12 Boxes to Carton 


TITTTITTY 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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TAPLIN & 


Dover Egg Beaters and 
Household Specialties 





THE TAPLIN MFG. CO. 
143 Chambers Street 
New York 
New Britain, Conn. 























The 
Majestic 


Garbage 
Receiver 


The Sanitary 


























Can Under- 
ground 


Frost Proof 
Fly Proof 
Dog and Rat 
Proof 
Odorless 

MAJESTIC COMPANY 











Write for Catalogue THE 
and Dealer’s Discount Huntington, Ind. Kansas City, Mo. 












tre Bing Beater 
and Cream Whip 


The Bing beats eggs, whips cream, and 
mixes salad dressings 7 forcing a 
million pin-head air bubbles through 
them. 

The Bing fluffs liquids into froth— 
mechanical stirrers take a great d 
longer, and never approach the Bing’s 
results. Pint and a half size. 


Fifty cents retail—good profits. 


Order from your Jobber or 


BING MFG. CO. 
MINNEAPOLIS MINN. 




















Every Razor 
A Safe One . 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And ~ 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come easy. Write 
at once. 


L. T. WEISS.  wies'S? tronman # Co. 


St., 
291 Taaffe Pl., Brooklyn,N.Y¥. ~ pe Peg "c 




















ADOLPH KASTOR & BROS. 
109 & 111 Duane Street, New York 


MANUFACTURERS AND IMPORTERS OF 


CUTLERY 


SOLE AGENTS: 
W. H. MORLEY & SONS 
Imported Pocket Knives, Scissors and Razors 
WADE & BUTCHER’S Celebrated Razors 
THOMAS WILSON, Butcher Knives 
CAMILLUS CUTLERY COMPANY’S 
American Pocket Knives 


WE SELL TO THE JOBBING TRADE ONLY 











THE DAY AFTER 


Washday 
used to be a 
day of misery 
for Milady of 
the House. 

But nowa- 

days the Hill 

— Dryer has 

solved the clothes-hanging problem—folks just 
hang things on the Hill. 


Write At Once 


HILL DRYER CO., 316 Park Avenue 
WORCESTER, MASS. 




















Advance Solid Back 
Wire Brushes give 
good service because 
they are made by 
skilled, experienced, 
and efficient workmen, 
and with modern 
equipment. 


Brush up your stock! 
Keep a complete line 
Re of “Advance” wire 
Wire Brushes brushes, and you will 
be patronized by men 
of all trades. 





The Manufacturers Brush Co. 


19 Warren St. Simpson Brush Co. 
New York Cleveland San Francisco 














“Acme” 


A Ball Bearing 
Caster 











TL 


The ball in the Acme is crucible 
steel and made hollow, the pin is 
solid. The grip neck and socket 
make application very easy, and the 
caster itself starts at once and rolls 
freely in any direction. 

Brassed, nickeled or galvanized. 

Send for catalogue and write for 
prices. 


THE SCHATZ MFG. CO. 
POUGHKEEPSIE, N. Y. 


Agents: J. C. McCarty & Co., 29 Murray St., N. ¥.C. 
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Bicycle 
Step Ladders 


are made in many styles 
and to fit all kinds of 
shelving. 

Send for catalog giv- 
ing full description and 
prices. 


The Bicycle Step 


Ladder Company 
62 West Randolph St. 
CHICAGO, ILL. 











UFKI ne 


HAVE BEEN ON THE MARKET FOR YEARS. 


There are They have 


more of them an unequaled 
reputation 


for ACCU- 


in use than 
ALL other 
makes. 


THESE ARE FACTS UNQUESLIONED BY EVERYONE 
FPAMILIAK WITH ‘THis LINK UF GUUDS 


re Jurvay race Ga “Wau 


























PREMAX 


Reet Shang 


rx, DOG LEAD No. 8 











This chain has a slim, handsome, strong link, made of 
thicker material than is usual for so light a chain, a good 


steel snap with swivel. It is 


steel cross-bar and all 
We are put- 


sufficiently strong for dogs of medium size. 
ting it at a price that ought to bring us orders for thou- 
sands of dozens, for it is perfect in every way, in link, 
snap ard cross-bar. 

All our PREMAX and PREMAX SPECIAL Chains, also 
Snaps, Curry Combs, Picket and Tent Pins, Swivels, etc., 
are shown in Catalog No. 24H, mailed on request. 


NIACARA FALLS METAL STAMPING WORKS 
Hardware Specialties 


NIAGARA FALLS, N. Y., U. S. A. S-83 





HARDWARE 


AGE July 30, 1914 








MILBRADT LADDERS 


will pay for them- 
selves in a short 
time by enabling 
you to wait on 
more trade, save 
the wear and tear 
on your fixtures 
and goods, as well 
as bring the ap- 
pearance of your 
store up to date. 


Write for cata- 
logue showing a 
large number of 
styles suitable for 
all kinds of shelv- 














ing. 
Milbradt Mfg. Co. 
2410 N. 10th St. 
ST. LOUIS, MO. 
SHOE SLOYD 
KITCHEN OYSTER 
PRUNING KNIVES RUBBER 
Pps PATTERN 
GERS’ MAKERS’ 
Robert Murphy’s Sons Co., Ayer, Mass. 




















American Steel & Wire Co. 


MANUFACTURERS OF 


Woven Wire Fence, 
Gates Steel Fence Posts 
and Poultry Netting 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 











The Worcester Lawn Mower Co. 


Worcester, Mass. 






Have their NEW CATALOG in 


COLORS ready for mailing. Ast 
for it. ; 


SELLING AGENTS: 
J. C. McCarty & Company, 21 Murray St., New York 








TOWNSEND GAVE TO THE WORLD 
THE BALL BEARING LAWN MOWER 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball- Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. Townsend & Co., Orange, N. J. 
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BIGGER NAIL PROFITS 
\ 














Send for free samples of 


SIMPLEX ROOFING NAILS 
H. B. SHERMAN MFG. CO. Battle Creek, Mich. 
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Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 























SNOW SHOE IRONS 


The illustration shows 
our No. 2 Iron for slate 
roofs. We make a simi- 
lar one for standing 
seam, corrugated and V 
crimp roofing. 






These are the most. substantial 
irons made. 


Write for prices and samples, 
also our general Catalog. 


Everything for the Roofer. 


BERGER BROS. CO. PHILADELPHIA 
OFFICE: 229-231 ARCH ST. | STORE: 237 ARCH ST. 
WAREROOMS AND FACTORY: 100 to 114 BREAD ST. 





American Steel & Wire Co. 


MANUFACTURERS OF 





American & Griswold 
Bale Ties 





CHICAGO WORCESTER CLEVELAND 
NEW YORK DENVER PITTSBURGH 














You can't get away from it! 


It’s a snap to sell the snap that is —7 
for the driver to put on or take off, 
but impossible for the horse to get 
away from. It is the 


KLINGSNAP 


A twist of the wrist and the trick is 
done. Never wears out or gets out of 
order. Made for rope ties and for 
leather straps. Strong enough to hold 
an elephant. 

A Counter Display showing the Kling- 
snap in different sizes will start the 
money coming across your counter. 
Your jobber will supply you. 

For free sample address 


The National Safety Snap Co. (Inc.) 
Dept. H Wilmington, O. 


Sole manufacturers of the Kiingsnap and the 
Kling Hame Fastener. 








Imperial Lawn Edge Trimmer 


Sells on sight. See how easy it works. Note 
the clean, even edge. No moving parts. Very 
durable. Price is right. Good profit. Most 
jobbers will supply you. If yours won’t—send 
direct. 


IMPERIAL BIT AND SNAP CO., 


Racine, Wis. 
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"G & B' 


Galvanized Poultry Netting 


7 } 
always gives satisfaction, which 1s a guar. 


] } 
antee [to the dealer that ne will nave no 


“come backs if he handles wire nettings 


ro) mole ambeetctelebecleatlas 


The Gilbert & Bennett Manufacturing Co. 






















geen nn = r= rae 


PE Oe Saas ee 
= PO ED TIO PE IS RTE eI OT 


cw ay Re Vt de ee eee ry *, z aa sas = 
A a ee eee SEEN ee | and pe - “ os 
oo EE... — Ea RA ns SdEk" ppt aGg AMP OR win sho tae. SF gens RT Sees < ; a 2 - 
mae eae nee IEE Paci. aan Seiwa She . Be St erlmet a . wie By ENOL SF Srna << are = 








106 HARDWARE AGE 


July 30, 1914 











| Made by THE UNION HORSE NAIL CO. 


1506-1522 W. 22d ST., CHICAGO, ILL. 











American Steel & Wire Co. 


MANUFACTURERS OF 





American Wire Rope 
and Aerial Tramways 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 




















Re Quality, Strength 
Be and Service are prime 
v considerations in the 


construction of 


Bur-Nor All Steel Hatchets 


Bur-Nor Hatchets 50% stronger than 
wooden handled Hatchets and the 
Blades are cut for high carbon steel and 
are carefully oil tempered. 


Made and Priced right. Ask for Catalogue. 


BURGESS-NORTON MFG. CO. 
GENEVA, ILL. 





























In Purchasing a Fire Pot 


or Torch, Look for the 
name, Ashton Mfg. Co. 


You will find it on the top of the 
Tank, for it is there for a purpose, 
so that the purchaser may know that 
there is in that Fire Pot or Torch 
materials of the best quality, and 
that it has been produced by skilled 
workmen, and if operated in ac- 
cordance with the printed directions, 
the user will get the results. 

We know it will give you service 
and lots of it, and we know you will 
find it the best that you have ever 





used. 
All leading jobbers will supply at 
factory price. 


No. 23 Red-Hot Torch 
Send for free catalog. 


Price Each, $3.75 Net 


ASHTON MFG. CO. 


17 Alling Street Newark, N. J., U. S.A. 











FREE “wr SAMPLE 


SOLE MANUFACTURERS, 
~ aw Hou 


J a. Sate! mots. hai 13 ATES j a Iii 48 
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IVES PATENT 
WINDOW STOP ADJUSTER 


Prevents Drafts, Dust and Window Rattling 





gay BED 





The only stop adjuster made from one piece of metal with 
solid ribs and heavy bed that will not cup or turn in tighten- 
ing the screw. 

Descriptive circular mailed on application 


THE H. B. IVES CO. 


Manufacturers of Builders’ Hardware 
NEW HAVEN, - - - - - - CONN., U. S. A. 





es 


Edward Darby & Sons Company | 


elere Bate 
MANUFACTURERS 
Brass, Copper, Steel, Iron and Galva- 


MTP Asts Aa Blas Gifeiase ¢ siaelsyack Galvanized 
and Fainted Window Screen Wire . 


Cloth. © Galvanized Farm Fencing. and 


Gates and Poultry Netting. © Wire 
Work. Iron Railing and Window Guards. 
( VM tan anda eaele (,o00ds of ever lescription, 


send f 


Talemes sale - 233-35 ARCH STREET 
1S BREAD ST., PHILADELPHIA, PA 





ne ee ee ee ee es 








Every Hardware 
Manufacturer 


installs new equipment in his 
plant from time to time—the 
old must go! 


There is a way to dispose of it 
—economically and effectively. 


Let’s tell you! 


Dearne NE PRON AGE nc. You * 
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Drop a Line to Klein 


if you want to carry tools 


©) Weve Been Manufacturing Them 
for 50 Years 


Dealers should write for illustrated catalog of 
Tools and Hardware Specialties. 


Mathias Klein & Sons 


Canal Station 21 
CHICAGO, ILL. 











NO KE YS 
Merely Press the Buttons 


Notice the buttons numbered 
from 1 to 8. Eight buttons are 
on each side, any of which may 
be included in a combination. 
Padlocks are set on different 
combinations, and as more 


than 40,000 are possible, each 
purchaser is assured of a com- 
bination known only to himself. 
The No-Key <b gene is — of 
Send $1.00 fur Sample ‘%0lid brass and bronze without 

a bit of iron or steel to rust out. 
Lock and Proposition 1; will last a lifetime. Made in 


to Dealers one size only—weight 5% ounces. 


The Edwards Mfg. Co., ‘“The Sheet Metal Folks” 
510-520 Eggleston Avenue Cincinnati, Ohio 




















ARMSTRONG 
COMBINATION 


PIPE KIT 

1 No. 2 STOCK-1B 
WITH BARD 
BUSHING. 

1 PIPE CUTTER. 


1 JUNIOR VISE. 

1 STILLSON 
WRENCH. 

PUT UP IN HARD 

WOOD CASE. 





Manufactured by 
THE ARMSTRONG MFG. CO. 
236 KNOWLTON ST. BRIDGEPORT, CONN. 
NEW YORK 











DIXON’S 


GRAPHITE 
CUP 
GREASE 


The better lubrication given by this splendid grease 
creates an increasing demand. Write for Dealers 
Price List and Grease Booklet No. 54. 


Made in JERSEY CITY, N. J., by the 


JOSEPH DIXON CRUCIBLE COMPANY 


<>< Established 1827 <>< 
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Goodell Mitre Box 


Made of STEEL—Cannot Break 


_ For years this Box has been recognized as being first 
sn qualtty and improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 

Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODELL 
MFG. CO. 
Greenfield, Mass. 




















THE ROBERTSON 


“Horseshoe Magnet” 


Trade Mark Reg. U. S. Pat. Off. 


Hammer 


a 


The best magnetic hammer 
It holds the tack 


Write for illustrated price list. 
ARTHUR R. ROBERTSON, Sole Mfr. 


144 Oliver Street Boston, Mass. 
Owner of the “Horseshoe Magnet” Trade Marks. 
































Send for Circular "D" C, E. JENNINGS & CO., NEW YORK — 











‘‘Guaranteed Perfection” 


Sw COBBLER SEIS 
a AND 


ee LASTS ana STANDS 


A strictly high-grade guaran- 
teed line which you can sell 
ata lar price. Lasts and 

s made of Semi-Steel, 





less than the cost of 
malleable. Write for new 
catalog and prices; also on 
Corn Shellers, Grist Mi 
Riveting Machines, Hee 
Plates, etc. 


The Root-Heath 
. Mfg. Co. 


PLYMOUTH, OHIO 


“wT TRADE e 3 
SiustaenleL. ty 20TLOW. 
COMBINATION “OUTFIT 
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American Steel & Wire Co. | | C. G. HUSSEY & CO. 














MANUFACTURERS OF —————— Pittsburgh Copper and Brass Rolling Mills 
ROLLING MILLS PITTSBURGH, PA. 
Nails, Staples, Spikes, MANUFACTURERS 
: Sheet Copper, Bottoms, Roll Copper, 
Tacks, Barbed Wire. Tinned and Polished Copper Nails, 
Spikes, Rivets, Conductor Pipes, Eaves 
Trough, Elbows, Shoes, Mitres, Etc. 
CHICAGO WORCESTER CLEVELAND Branch Warehouses in 














NEW YORK DENVER PITTSBURGH New York, Chicago, St. Louis and San Francisco 











Berger’s World Ventilators 
Cortright Metal Shingles cost no more than good wood 


Made with either Metal shingles, yet they last a lifetime, are rain and storm-proof, 
Hood or Glass Top wind-tight, fire-resisting, and add greatly to the appearance 


; Ser ste : of any structure. 
; Built on scientific prin- They are easy to sell and carry a good profit for the dealer. 
ciples. We have a special proposition to make any dealer not already 

Mechanically perfect. handling these shingles. Write today for details. 

Made in a great variety 
of sizes suitable for pri- 
vate dwelling or the largest 
factory. 

Write for catalog. 


THE BERGER MFG. CO. 
CANTON, OHIO 


Cortright Metal Roofing Co. 
Philadelphia and Chicago 
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Russell omar, In Considering the Produc! Consider the Plant 
gy” g Auger Bits There’s a scientific explanation for the QUALITY of all 


WEST LEECHBURG products. 
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all of the auxiliary equipment necessary to produce HIGH 

GRADE Steels, backed by an Organization specializing 
agteg fan veers bie eh — Ore os . in the Processes that give to the Drawing, Forming, 
for every purpoxe—auger bits, dowel bits, car bits. Stamping, Tube and Moulding Industries materials emi- 


machine bits, ete. sistals ‘hed Wihbibed. nently fitted to meet the most trying conditions. 


Russell Jennin ngs Mfg.Co. West Leechburg Steel Company 
O 


\ Basic Open Hearth Metal—rolled into deep drawing 
| < fi d strip steels of ductility, endurance and strength. 
| atis ie | From carefully selected materials, these are produced 
| Customers | in one self contained plant. 
Open Hearth Furnaces—Hot Finishing Mills—Cold 
| Pp rofi table <i Rolling Mills—Pickling and Annealing Departments, with 
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Chester, nn. ote Farmers Bank Building Pittsburgh, Pa. 
E. H. TITCHENER & CO. + + 
STAPLES Hardware 
and WIRE SHAPES Store For 
——— N.Y. Chicago, Ill. Sale! 
ERY simple matter—the 
Opportunity Exchange 
is read every week by 
men looking for the oppor- 
tunity to get into business for 
themselves. It’s an easy and 
economical method of reach- 
Opportunity Exchange ing them. 
HARDWARE AGE, 50 words $1.00 
239 W. 39th St, N. Y. and the replies will follow. 
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SAMSON CORDAGE WORKS > 


Manufacturers of Sash Cord, Clothes 


" Braided Cordage Lines, Small Lines, 
and Cotton Twines etc., etc. 
Boston Mass. 
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“ANSONIA” Nail Clip 10c. 


Made by the makers of the ‘“‘Gem” nail Clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. 


Big Profit 
Write 


H. C. Cook Co. 


Ansonia, Conn. 








ax Iron Fence 
TETFLFT med 3 Pome # 
\qOCoOC 2 &) mm _ OG 
ARANAN'A pH a 
WT Saaion 
MRRSEARERAES OsREREErEren Ask for Catalog 
| ‘THE STEWART IRON WORKS CO. = Cincinnati, Ohio 


= 


j= 10) Ga 
PAPER AND corer \ — ull D 


G rarcna Madheniag |, 


CHICAGO WRAPPER-BOX AND LABEL CO. 
2745 N. WASHTENAW AVE-CHICAGO, ILL. 


= 














ASK FOR 


C-S Co. Levels ni 


THE GHAPIN- STEPHENS (50. 


Union Factory 
Pine Meadow, Conn., U. S. A. 











PRIEST’S 
Clippers 


The world’s standard ‘‘back- 
o’-the-neck’’ shaver deserves 
your serious investigation as 
a profitable item of stock. 





American Shearer Mfg. Co. 
Nashua, N. H., U. S. A. 














THE GENUINE 





Needles in the hollow 





MY ERS 
DOLLAR SEWING AWL 
Couventome eounter dis- 


or box, and show card 
= ree colors. Just out— 
netens size of hex 
105% "x 43%4x15%. One box 
with every % doz. awls, 


shipping weight 2 Ibs. 





SEE THAT THREAD REEL UNDER THE g FINGER TIPS. (THIS PRINCIPLE IS RIGHT) 
Ask for 1914 catalogue and wholesale prices ons. Weight, 4 os. 


Cc. A. MYERS Co., Inec., Sole Manufacturers, 6304 University Ave. CHICAGO, ILL., U. 8S. ys 


handle screw top 


ALL QUOTATIONS on our Awis 
include one No. 8 straight and 
one No. 6 curved diamond point 
full grooved needles ex posed 
bobbin filled with the best waxed 
linen thread, wrench to set 
needles, combined with screw. 
driver for replacing reel. tllus- 
trated One a4 individual 











O. LINDEMANN & CO. 


Manufacturers of 
BIRD 
CAGES 


35-37 Wooster Street 









in 


MITTIN | | dededededetedielel | 
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rRav® 
Established 1863 
New York 











ROBIN HOOD 
AMMUNITION 


\ 


AWN 
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NOT MADE BY THE TRUST AA 

° *,¢ \WHA 
Robin Hood Ammunition Co. &@ 
SWANTON, VT. LA 








You can get the latest prices from 
THE Iron AGE _ STANDARD 


KEEP 
POSTED Harpware Lists, Send for cir- 
cular and specimen pages. 


DAVID WILLIAMS COMPANY 
239 W. 39th St., New York 




















4 * 
| ae OMMERS PEERLESS FAUCETS | 
920 BEST BLOCK TIN K _— 





ee MAPLE WOOD BODY HIGHLY POLISHED 
LINING ONLY THE GENUINE ARE STAMPED In THE WOOD WITH | 







TRADE MARK MALTESE CROSS (AS Pee cut) 


BEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMMAR IN SHAPE WITH KEY 
MADE OF F LEAD,IRON,OROTHER INFERIOR METALS, TINNED OR WICKELED. 


JOHN SOMMER FAUCET CO. 355 Centeat Ave, Newarn NL, 


TU 


You fish for the fun 
of fishing—of course 
HEN go to the dealer who shows 


the “Sign of the Leaping Dolphin.” 
In city, | town or camp the “Leaping Dolphin” 
means “Fishing Tackle that's Fit for Fishing.” 
Send us your dealer’s nameand we'll mail you 
our new 224-page catalog. Write forcatalog H. 


Abbey & Imbrie, 1: 18 B Vesey St., New York 
FTUAOAUAAAUNUEUENAGOQEOUOUEUAOEOLNSONOESEOEONOEOUSUOUUGUOUOUOUEUQUSUENOUONEONIG 




















ROPE 


MANILA and SISAL 
LATHYARN, HAY and HIDB 
ROPE, and SPECIALTIES = 
Manufactured by / omer ' 

E. T. RUGG & CO. ere 


"  NBWARK, OHIO 
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possible to weave made of 













Michigan Wire Cloth Co. 


Pioneers in the manufacture = SP gt CRIMP WIRE CLOTH and WIRE SCREENING of every kind 
ron 
Galvanized, Tinned, and Monel. Metal Wire, etc. 


ALSO WIRE LATH AND WIRE LOCKERS 
Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel. 
Write for our New Catalogue No. 25. 


Everything in Wire Cloth 


Established 1864 


Copper. Bronze. Aluminum, German Silver, Pure Nickel, 


Hardware Grades in every variety. 


Brass, 


Aluminum and Monel Metal Wire. 


517 Howard St., Detroit, Mich. 






































1855 Buck 


Guarantee of 








THERE’S REAL SAVING 


In substituting 

MORTON’S CABLE SASH CHAIN 
for sash cord. No stretching or fraying. No frequent 
renewals. Some have been in constant use over 25 
years. Very easy to apply. 


N.Y. 


HARDWARE AGE 








THOMAS MORTON, 245 Centre St., 





BROOKS 


WIRE GOODS 


Bright Iron and Brass. 8S ia] 
Wire Goods Made to rder. 


M. S. BROOKS & SONS 
CHESTER, CONN. 








1914 


BROs. 


0C)9 
==" DROK 


Line of Ligh ae Edse Too 
Send for Lien oe all srice Het, PM 
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STEVENS LINE LEVEL  / 
for mechanics, —_ , : 
Made of altiminum, =a fs 
i el iad 
for further detail. UECLEX 
Frank B. Hall “Gy YVMC—"™C«—!t=$00"” 
Newton Falls, Ohio 
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S. CHENEY & SON 


Manufacturers of Light and Medium Weight 
Grey Iron Castings, Nickel and Copper Plating 
and Electro Galvanizing, Pattern Making and 
Japanning. Complete articles in iron turned out 
finished and shipped complete. 


Correspondence Solicited MANLIUS, N. Y. 











EYELET-TOOL CO. 


Manufacturers of Punches and 
Sets (Hand Drive and Foot Power 
for ther, Cloth and M 
Punch Tubes. Punch and Dies. 
All kinds and sizes made to order. 
Write «go ™ Booklets free. Es- 
tablished 1858 





4@ Lincoln Street 








Boston, Mass. 
STEEL 
MORTAR 


and BRICK Hods 


Send for Catalogue 
and Price List 


“NRON CLAD’ 


Mfd. by 
METAL DEPT. 
THE CLEVELAND 
WIRE SPRING CO. 
Cleveland, Ohio 














139 Years’ Continuous Business 








LARGEST ASSORTED STOCK IN THE WORLD 


Highest Grade Only 
Phila., U.S. A. 


te et 








The Fox is the Scraper 
for You to Sell 


Write for Catalog and Special Dealers’ 
cept 004 Proposition. 


D cor 
NE FOX SUPPLY CO. 
ae oh 


o> < 
LOOR 
SCRAPER 
























The largest and most preeressive jobhers 
and dealers in the country stock 


‘¢Red Devil’’ Tools 


Until you do, we both suffer,—and there's 
no necessity for it. 
Look into the matter, and send for new 


net illustrated trade price list. 


Smith & Hemenwa 
149 Chambers Street, 


Co. Inc. 
ew York City 





PA Lhd dhe WAS 








Dept. H. Brooklyn, Wis. 
Parker Wire Goods Company 
Manufacturers of 
General and Special Wire, Hardware 
and Household Specialties 
WORCESTER MASSACHUSETTS 




















Carefully Made, Carefully Inspected 
Se oecmnanaeincas ie 
FORD 


It makes good wherever tried. 
Ford Auger Bit Co., Holyoke, Mass. 








THE VERY LATEST 


bargains in the way of hardware stores are 
offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 
up—now? 














automobile and heavy re 
but is stationary, w 
automobile owner. 
pipe jaws and anvil 








M1—AUTOVISE 


Rock Island Autovises 


Number 241 vise is stern a oe sv Pa and is adapted for 
oO. 


gn, 
el _ 32 Ib., and is pod for the individual 
hese vises are a combination of vise jaws, 


ROCK ISLAND MFG. CO. _ Rock Island, II. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
COMPLETE LINE OF VISES 


vise is same in desi 





231—AUTOVISE 


MANUFACTURED 
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GIFFORD-WOOD co.0——— 


ee 


ICE. TOOLS for Spring and Summer (Catalog and Prices 


SELL S,QUALITY “sastta" 


Oar B se ncr of Chicago, Iil. 




















“i 66 99 
; Saw Sets, Hand Punches, VICTOR BOL. ChiPrar 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 


Liquid Soap Dispensers. 


Chas. Morrill, Manufacturer 
REG. U. s. Pat. ore. 102 Lafayette Street New York ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 





































Elevators and Dumbwaiters 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 


CATALOGUE FREE 
ENERGY ELEVATOR CO. 


ZZ 214-216-218 New St. 243-245 Bread St. 
PHILADELPHIA, PA. 





THE REX FILE & SAW CO., Newcomerstown, Ohio 
































PLIERS Lineman’e @leve wnde te Gees sizes—6, 7 and 8 _ | oe 1826 
NIPPERS us High Grade Tool 





PUNCHES *S C.S. Osborne & Co. 


Send for Catalogue Heads Polished—Handies Blue Finish NEWARK, N. J. 



















—easiest, surest, most economical way to 

anchor studding to cement floors. 

for garages, sheds, farm buildings. Big 
demand—quick sales—liberal profits. Write for 
new 80-page catalog showing full line of Wagner 
Door Hangers, Coaster Wagons, Sleds and Hard- 
ware Specialties. 


WAGNER MFG. CO. 
Dept. D, Cedar Falis, Iowa. 





Porter’s ‘“‘New Easy” Bolt Clippers 


All —_ All parts interchungeable. Jaws 8 Steel. 
Big sellers. Good profit. Write for ces. 


H. K. PORTER Everett, Mass. 


























“SYRACUSE” 








NAIL SETS 


The American mechanic demands the best tools. Nail sets are only a small part of his equipment, but they must be 
ee RIGHT or he will lose valuable time and condemn a whole line of tools because this small tool “goes 
m. 


SYRACUSE NAIL SETS NEVER “GO BAD” 

Every one tested before leaving the factory. Then they have the look, finish, proper shape and cupping. If your jobber 
hasn’t them, write to us for price. 

SYRACUSE TVVIST DRILL CO., Syracuse, N. Y. 




















Do you want a better position > 


Look over the Help Wanted Advertisements in the Oppor- 
tunity Exchange of HARDWARE AGE. You will find many 
good openings listed there, but if you don’t find what you want, 
just ask for it, by means of a 25-word Situation Wanted ad- 
vertisement which we will insert for you for 50c per time. 


HARDWARE AGE, 239 West 39th Street, N. Y. 
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TUBULAR AND CLINCH RIVETS 
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AND STUD Co.. BOSTON MASSACHUSETTS, U.S.A. 





Prestige me reerection oF Quality 





The name of this ventilator 


NOUGE 


is significant, but no more 
so than the results. 


PURE AIR ALL THE TIME 


—— ses Sued. +. ete 
a - > = —- a ee a 
STE! PRI) Ts I TECTED BEN Seren SSS” Bet apr " 





qi 
ai 
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th GLASS TOP 


STEEL TOP 
A eombination of strength and efficien- 
cy, a ventilator that eliminates foul air 
and brings new, fresh, invigorating air 
into a building. 


Quarter inch wired glass used in the con 
struction of the top affording light in addition 
to the other excellent features of this Ventila- 
tor 





“OBSERVE THE AIR CURRENTS” 
They rush in from below between the 








cunvan cerecton weather band and curved deflector and LOWER FLANGE 
PATENTED force upward and outward the warm, im- Assists in forming the air currents and 
The real] secret of the phenomenal val- pure air they meet comin the ai partakes of the same great —— used 
g up the ay pre 
ue of the WUGZig as a superior ventilator. shaft Venti wy the construction of the WUGHIS 





‘‘ Ventilation the Foundation of Sanitation ’’ 


Write for prices 


Milwaukee Corrugating Company 
Milwaukee, Wisconsin 


Branch—Kansas City, Mo. 














“It Runs Like a Bicycle.’ That's 
what every builder says about the 


SHARON No. 2 
PARLOR DOOR HANGER 


You too will agree that it’s the slickest 
running Hanger made. It is suited for 
every class of residence; fits any size | 
opening, easily attached and 

Glides along without a Sound. 

If you want genuine satisfaction, in- 
creasing sales and more profit 

Send for a Set of these Hangers. 


SHARON HARDWARE MFG. CO. 
SHARON, PA. 





Patents Pending. 
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The Classified Directory appears 


in the first issue of each month 
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Testing 
tarrett 
Hack-Saws 


In order to convince customers of the high quality of the goods you sell, you must first be 
convinced yourself. To show you how we maintain the quality that causes a tool or hack 
saw bearing the name “‘Starrett’’ to be accepted everywhere as Standard, we want to show you 
where our hack saws are tested and to impress on you the care that goes into making them. 
























BY INVITATION 


New York 


This is a corner in our hack saw testing 
department where samples of the hack-saws 
we make are tested. All sorts of tests 
are made—tests for speed, tests for endur- 
ance, tests to determine the right number 
of teeth per inch for cutting certain mater- 
ials, tests to determine if the set is even so 
that the saw will run true—in fact we test 
our hack saws for everything that could be 


expected of them. Starrett hack saws are 
made of fine tungsten steel. The teeth are 
carefully milled and the blades heated by a 
secret process that secures uniformity. They 
are drawn to a temper determined by years 
of experience. All the facilities of our huge 
tool making plant are available for tests 
and experiments. 


Read the instructions for using hack saws as given in our catalog No. 20-A pages 200, 201 
and 202 and you will be better able to serve your customers. We will send a copy free on 


request. 


42-360 


‘S:Starrett Co’Athol: Mass: 
CWorld’s Greatest “Toolmakers 


London 


Chicago 
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The Hasdiicane lest 
BESTE Frice List 


@ Here is an announcement that not a hard- 
ware retailer in America can afford to over- 


look: 


{| Our August catalogue is ready for mail- 
ing! 


q Hardware men welcome the monthly com- 
ing of our catalogue because it is THE ONLY 
PRACTICAL PRICE LIST for them. 


@ It quotes in PLAIN FIGURES the lowest 
NET prices on the biggest line of HARD- 
WARE SPECIALTIES in all the world. 


| It can save you money, save you money. 


@ Any hardware retailer may have a copy 
of this catalogue on request. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


NEW YORK CHICAGO ST. LOUIS 
MINNEAPOLIS DALLAS 








a ill lala aie a aaa ne aap Sepa gurtmennecmnnnmn 
. " we 




































2 
‘Oo 
eS Ge 
£PY 
0 y 
eS 
amd 


bund 
“4 
_ 
SH 
= 
oe 
=e 
é 


“To 


O, 
fs 
= 





. . a.) td 
encarta - 





